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hard-hitting full page 
color ad in June 
issue — 11,000,000 


readers! 


telling your 
customers it's clean 
... it's durable! 
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satisfaction, 
economy, wear, 

cleanliness! 
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New FURNITURE PULLS 
»»e PULL in Quick Profits 


with 
this 
colorful 


COUNTER 
DISPLAY 
BOARD 


FREE! with 
Introductory Stock 














FURNITURE HARDWARE 
by aultless 
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K-199 x-200 














Lustrous mounted samples 
catch attention. Will ring up 
sales on profitable Pulls 
without kien your clerks 
away from other customers. 
The “do-it-yourself” man 
needs several Pulls to make 
one of the desks, chests or 
cabinets shown. 

Every Pull an exclusive 
style by a famous designer. 
Permanent bright brass 
luster—will not tarnish. 


INDIVIDUALLY PACKAGED 


For your convenience in checking inven- 
tory, stocking and selling Faultiess Pulls, 
each piece is packed in a colorful, individ- 
ual carton. Each carton top illustrates the 
Pull it contains, is identified with style 
number, and the Pull inside is wrapped in 
tissue work sheet shown at left. With iden- 
tifying illustration and style number clearly 
visible, there is no need to open the pack- 
age and disturb contents. Package is ideal 
for use on shelves or in open self-serve 
counters. (K189, K195, K199 and K200 
are packed 2 pieces per carton.) 


2 © 


24 Popular Furniture 
Designs FREE with each Pull 


Each Faultless Pull is wrapped in a work sheet FAULTLESS FURNITURE HARDWARE Division of HA-4 


I 
| 
| 
for 24 easy-to-make furniture designs. Each design 7 Faultless Caster Corporation, Evansville 7, Indiana 
has eye appeal, fills a need in any home, is easily 
scaled and constructed from materials available, | 
at any lumber yard. Planned to create greater de- 
mand and multiple sale of Faultless Pulls for you. 


Without obligation please send full particulars about 
the free Display Board with introductory stock of 
Furniture Pull 

On my cost. 


s on which I can make a profit of 67% 












My Jobber is. 





Firm Name 





City 
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MAKE $3.56 A DOZEN... sel 
-Glozen affer dozen from now till fall! 


Envelope and file handle 


have convenient hang-up hole. 
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Sell AMERICAN Chains for: 


(] Garage doors 
L) Pipe hanging |] Fire escapes 
[J Porch swings 
L) Playground equipment 
[J] Lawn borders 


CL] Gymnasium equipment 





[] Dog runners 




















175 ft. 2/0 Tenso Chain, Bright Zinc Plated 
125 ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 ft. 3 Tenso Chain, Bright Zinc Plated 
75 ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
100 ft. 35 Sash Chain, Bright Zinc Plated 
200 ft. 1/0 Brass Safety Chain, Bright Finish 
200 ft. 16 Double Steel Jack Chain, Bright Zinc Plated 























Makes Selling Easier 


The newly designed Acco 
packages, in attractive blue and 
gold, make it easy for customers 
and salespeople to locate any 
packaged chain item in seconds. 
Display these colorful packages on 
your shelves and counters for your 
**Do-It- Yourself’? customers’ con- 































c Order from your nearby 
AMERICAN CHAIN wholesaler 











venience. —_e. < 
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Check List of 
Popular AMERICAN Chains for 
Your ‘Do-It-Yourself’ Customers... 


e The “Do-It-Yourself” idea can no longer be shrugged off as a fad or a 
passing fancy. It has gathered such momentum that it has become a national 
habit—a good habit that today is shared by your own customers. 

AMERICAN CHAIN helps you to cash in on this wholesome habit by offering 

a wide assortment of chains for countless “‘Do-Jt- Yourself” uses. Perhaps no 
other kind of goods you sell has so many 
uses in and around the home as your 
AMERICAN CHAIN line. You will find it 
profitable to stock and display promi- 
nently a complete assortment of 
rail AMERICAN CHAIN items all year round. 
For prompt service, order from your 

AMERICAN CHAIN wholesaler. 


L) Furnace regulating 


[] Ornamental uses 
['] Furniture braces 


[]...also snaps— 
swivels— 
repair links 


ACCO Chain Sales-Maker 


Your customers will buy chain when they can see it and 
feel it on your ACCO CHAIN SALES-MAKER. Pictured at right 
is Assortment No. 38, our most popular one, containing— 


ACCO’s New Packaging 22 


co 
Ad. 
ee 








































American Chain Division 


AMERICAN CHAIN & CABLE 








Houston, Los Angeles, New York, Philadelphia, Pittsburgh, 






York, Pa., Atlanta, Boston, Chicago, Denver, Detroit, 


Portland, Ore., San Francisco, Bridgeport, Conn. 
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Editorial 


by W. A. Phair 


Blame the other guy... 


- 


About the easiest way to settle an argument, I guess, is to assume 
that the other fellow is ignorant and lazy and just doesn’t want to 
do things the right way—your way. 


While this method of settling a disagreement may satisfy you, it 
certainly never convinces the other fellow and never really settles a 
problem. 


Sometimes you run across this sort of thinking on the part of manu- 
facturers whenever one of their promotions flop. They blame whole- 
salers and they blame retailers for the failure. Retailers, they com- 
plain, are lazy, backward and unappreciative; they are dead on their 
feet, etc., etc. 


It is always a little disappointing to hear a manufacturer speak this 
way, because it’s a sure bet that he’s fooling himself; he is paving the 
way for more failures in the future. 


Promotions don’t flop because dealers or wholesalers are lazy. They 
fail because they are unsound or are not carefully planned. For every 
promotion that fails, there are many that succeed. Folks seem to 
forget that dealers and wholesalers like a good promotion; it helps 
them make money, and that is what they are in business for. 


Those of us who have the chance to spend time with dealers know 
that dealers are not lazy; they are not ignorant; they are anxious 
to use promotions that will help them make money. If they do not 
respond to a promotion, the manufacturer should try looking in the 
mirror. The chances are that the fault lies with the promotion, not 
with the dealer. 


When you get to know hardware dealers across the country you 
realize that they are a hard working, serious group who are really 
quite alert and very anxious to work with a promotion that will help 
sales. And after you have tried out hundreds of different promotions, 
as they have, you get so you can separate the good ones from the bad 
ones very quickly. You can separate them much more quickly than 
can a manufacturer’s promotion man who spends his time behind a 
desk at the factory and doesn’t expose himself to the real conditions 
that exist on the firing line . . . the retail store. 


I wish every manufacturer could sit with us for about a week and 
read the letters we get from dealers and wholesalers all over the United 
States. I’d like them to see what these dealers are thinking about: 
the sort of questions they ask; the type of suggestions they make. 


I am sure that if you were to read these letters you’d realize that 
hardware dealers are most alert; they are looking for new ideas; they 
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Editorial 


will try new ideas. They are anxious to learn of better ways to run a store. 
They are extremely interested in promotions that will help them make money. 
In short, the average dealer is a real sharp, aggressive man. Don’t ever 
sell him short. 


prediction pas 


More and more attention is being focused on promotions. But unfor- 
tunately, too many men, in planning promotions, think only in terms of 
what it will do for them. They ignore the question of what will it do for me? 


A promotion, to be successful, must have a value for everybody involved, 
including the consumer... or else it will fail. 


How often does the average manufacturer actually field test his ideas 
before making an official announcement? Do you? If you don’t how can 
you possibly know that you have worked out all the bugs and that the 
promotion is acceptable to wholesaler and retailer and consumer? 


More and more manufacturers are realizing the value of field testing. 
I will make a prediction that before this decade is over, every manufacturer 
will field test all new products and promotions. 


How will this field testing be done, without involving large amounts of 
money? One way will be to develop “bell-wether” distributors and dealers. 
These outlets, which can be comparatively small in number, would be asked 
to review and possibly test all plans, before they are announced to the trade 
generally. 


Such distributors, for example, could quickly spot bugs in timing, in dis- 
count structure, in handling of advertising aids, etc. They would thus help 
you avoid the pitfalls into which many current promotions now fall. 


At the dealer level, the idea would be to put the product or promotion in 
several typical stores. You might, with profit, even try spending some time 
in one of the stores selling the product yourself. 


You will quickly learn whether or not the product appeals to customers. 
You'll learn what they like and dislike. With this knowledge, you can go 
back to the factory and put together a product promotion that will stand 
an excellent chance of being a real success. 


Yes, it will take a little more time to handle a promotion this way. But, 
what do you want? To save the time and expense involved in field testing 
your ideas and run the risk of having them fail? Or to take a little more 
time in the planning stage and assure yourself of a successful, profitable 
promotion? 
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best looking, best locking, 
quickest to install 


IN LOW-COST RESIDENTIAL FIELD 


LOCKWOOD 


‘R’ SERIES 







New Lockwood ‘R’ Series 
in Starfire Design — 5 pin 
tumbler cylinder, all steel 
mechanism, all functions. 





Home builders are looking for extra 
sales appeal for their houses this year 
as never before. And they have learned 
this sales appeal begins right at the 
front door. That’s why more and more 
of your builder customers are looking 
No. 572 decorative trim for smart looking, smooth performing, 
wera © teen easy-to-install Lockwood ‘R’ Series 


locksets. Are you well stocked? 


LOCKWOOD HARDWARE MANUFACTURING CO. 
Fitchburg, Mass. 
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BY WASHINGTON 


Complaints Cause Investigation 
Of Discount House Operations 


Congressional investigators are taking a close look 
at discount house operations to see if any federal laws 
are being violated. 

The probe is in the early stages. It’s being con- 
ducted by a House small business subcommittee headed 
by Rep. James Roosevelt, which has received a large 
number of complaints from merchants. 

Most frequent complaint is that many nationally- 
known lines are being sold to discounters at lower 
prices than to orthodox merchants. If true, this could 
be a violation of the Robinson-Patman act or other 
federal statutes. 

These laws prohibit price discrimination, special 
discounts, and other unfair methods of competition. 


outlook 


If you have reasonably well-substantiated evidence 
that discounters in your area may be getting a price 
break, this is the time to pass it along. Send it to the 
subcommittee. If you want your name kept confiden- 
tial, sign your name but request secrecy, and you'll be 
protected. 


Increased Government Aid May 
Stimulate New Home Building 


The government’s recent actions to make more 
money available for home purchases may help pull the 
home building industry out of its slump. But there 
won’t be any results for several] months. 

That’s the general belief of home builders. The gov- 
ernment reduced down payments on Federal Housing 
Administration-insured mortgages by two percentage 
points to help increase demand for new homes. [t also 
increased its purchases of building notes to provide 
private lenders with more money to buy home mort- 
gages. 
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Builders fear it will be late summer at best before 
these actions will be felt. Some builders and some 
congressmen say the actions will not help spur home 
construction at ail. They call it a case of too little, too 
late. 


outlook 


Don’t expect any increase in sales of builders’ hard- 
ware as a result of these actions before next fall. 
Keep your present buying plans intact until you know 
home building is stepping up in your area. 


Military’s Fight With Private 
Business Enters Second Round 


Congress will have to settle the two latest fights over 
military competition with private businegs. One battle 
involves a new effort to expand military éxchanges, the 
other the Navy’s paint-making operations. 

Efforts over the past few months by merchants and 
the military to reach a compromise on the post ex- 
change controversy have failed. Merchants complain 
military officials have been arrogant and have already 
expanded some exchanges. 

The Navy’s paint-making operations are similarly 
in the middle of a controversy. The Navy promised 
months ago to end its paint production, which com- 
petes with commercial paint manufacturers. Nothing 
has been done. 





If you want to take a stand on the proposed post ex- 
change expansion, write the House Armed Services 
Committee. If you favor an end to government compe- 
tition in paint-making, write the Senate Small Busi- 
ness Committee. Send copies of your letter to your own 
congressmen and senators. Washington 25, D. C., is 
the only address needed for such letters. 

(Continued on page 136) 
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“When you display Kwikset...” 








You ll find you sell more locksets because Kwikset displays 
take very little room and always pay their way in increased sales. 
Kwikset display mounts are functionally designed to show-off 
Kwikset’'s jewel-like finishes. Some show single installations, others ° 
, a variety of trim and locksets. Especially appealing is a panel that 


enables customers to try an entry knob in various trim rcsettes. 


Having popular Kwikset locks on display helps you keep 
stock clean and in order. Kwikset mounts are yours without charge 
when ordered with hardware. Why not let handsome Kwikset 


display mounts serve as profit-building “silent salesmen” for you? 


“AMERICA’S LARGEST SELLING RESIDENTIAL LOCKSETS’” 





KWIKSET SALES AND SERVICE COMPANY, ANAHEIM, CALIFORNIA 










































check that 
location 


watch your 
credit sales 


can stamps 
be strangled... 








































A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


If you are planning to open a store in a shopping center, caution should be your 
watchword. The reason: new home construction is off. Most shopping center 
plans call for centers to be located in expanding communities. If communities 
don’t expand as rapidly as expected, you may not do enough business to cover 
the high cost of a shopping center location. And housing starts are down this 
year. The number of starts in February was at the lowest annual rate in five 
years, according to the government. It figures out to less than 1 million new 
homes in 1957. Home builders tell] Congress the number may drop to as low 
as 850,000 units unless something is done to ease mortgage money. H.A. Ree- 
ommendation: If you are planning to move your store into a shopping center, 
better check your market potential again. Make sure your potential is based 
on existing houses and not exclusively on proposed new homes. Otherwise you 
may have trouble handling the high rents of shopping centers. 


If your credit sales slow up, don’t get worried too soon. The days of customers 
buying wildly on credit are just about over, but not at an end. Customers will 
still buy goods on credit, but they won’t go as deeply in debt as fast as they 
have recently. Caution is creeping in. The trend looks good for about 10 years, 
according to the Federal Reserve Board. The board just completed a study on 
consumer credit trends and that’s what it found. The study now goes to the 
President’s Council of Economic Advisers and the Reserve Board of Governors. 
They'll decide if stand-by credit controls are needed. H.A. Recommendation: 
Watch the aging of your credit accounts. Don’t hesitate to cut off delinquent 
customers. You'll be doing yourself a favor and will be protecting your capi- 
tal. Urge your good credit accounts to continue to use your store’s credit plan. 
Try to attract new good credit accounts. This way you may beat some of the 
predicted slow-up in credit spending. 


Will trading stamps be strangled by legislation? Agitation for more trading 
stamp laws is slowly growing. Lawmakers in several states are pondering 
measures that would curb the use of trading stamps. But don’t look for any 
immediate relief. Many of the proposed laws are being caught up in a mass 
of legal entanglements. Stamp companies are sending their top legal experts 
to battle the laws ... tie them up in the courts. They’re also sending public 
relations men to organize housewives in drives against stamp legistlation in 
states where laws are proposed. Stamp companies might be tripped up, how- 
ever, if they are forced to send men into all 48 states at once, instead of on a 
state-by-state basis. H.A. Recommendation: Constant pressure on lawmakers 
at the local level could bring about this dilemma for the stamp companies. Tell 
your local state representative to propose anti-stamp legislation. Don’t be 
afraid to pressure him; the stamp companies do it. Organize with other mer- 
chants in your community and push for anti-stamp laws at the state and local 
levels. 


... turn to p. 183 for more news on how’s the hardware business 
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[_— may all look alike to you. 


screws ... all to assure you the best possible product. 


To really know your fasteners, you’ve got to know what’s be- 
hind them. With the way RB&W fasteners are made, you can 


take quality and customer-satisfaction for granted. 


DEAL WITH THE RB&aW DISTRIBUTOR—HE OFFERS 


1. The most complete line in the field 

2. Top quality throughout the line 

3. Complete reliability of supply and product 
4. Fast, accurate and friendly service 


5. The original upside-down package — extra strong 
for no-spill, quick, easy handling 


Next time you order, be sure to make it the RB&W line. 
Russell, Burdsall & Ward. Bolt and Nut Company, Port 
Chester, New York. 


DISTRIBUTORS FROM COAST TO COAST 





But there are differences. See that photo? It shows a labora- 
tory analysis on white hot samples of steel for RB&W fasteners. 
This is only one of many RB&W controls on quality of raw ma- 
terials, on work in progress, and on finished bolts, nuts, and 















‘Lot 
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411th year 


Plants at: Port Chester, N. Y¥.; Coraopolis, Pa.; 
Rock Falls, lil.; Los Angeles, California 





Plastic-handled hand tools line of Safe-Fraim padlocks. This 

This company’s line of striking lock offers 200 key changes. It is 
hand tools now features  non- highly polished for extra-eye-ap- 
peal. Catalog available. Safe Pad- 
lock & Hardware Co. 


For more data circle No. 2 on postcard, p. 149 


Closed-face spinning reel 


Fishermen will want this closed- 
face, fresh water spinning reel, 
Flipline. Flipline fits any standard 
baitcasting rod and is sold with 
125 yd of 6-lb test limp monofila- 





ment line spooled on it. Reel also motor is interchangeable with the 
features drag control dial, auto- Porter-Cable plane attachment and 
matic anti-reverse, removable shaper table. An instant trigger 
spool, one-piece die-cast frame, switch is another feature of the 


breakable fiber-glass handles. 
Handles cannot rust, rot, or cor- 
rode and will not break or bend. 
Handles are chemically welded to 
the metal heads of the _ tools. 
Neoprene cover on grips resists 
grease, oil, and sweat. Fayette R. 
Plumb, Inc. 


For more data circle No. 1 on postcard, p. 149 


734 lb router. Equipment includes 
wrenches, straight edge guide and 
manual. Porter-Cable Machine Co. 


For more data circle No. 4 on postcard, p. 149 


Baby bath of polyethylene 


Mothers will be interested in this 
polyethylene baby bath, PT-600. 
Unit is boat shaped and has a non- 
slip grid pattern molded into the 
interior and exterior of the bottom. 
Unit is easy to carry and features 


Brass disc tumbler padlock 


No. 432 cast brass disc tumbler 
padlock (shown) is one in the new 












and hardened stainless steel cups, 
shafts and line guides. Retails for 
$14.95. Montague-Ocean City Rod 
& Reel Co. 


For more data circle No. 3 on postcard, p. 149 





Redesigned wood router 


Over 150 bits and cutters can be 
used on the Model 150 Router to do 
a wide range of jobs including 
bevelling, compound moulding and 
V-grooving. The unit’s 1% hp 
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in hardware merc 


a detachable self-draining soap 
dish. Comes in yellow, pink, and 
turquoise. Retails for $4.98. Plas- 
Tex Corp. 


For more data circle No. 5 on postcard, p. 149 


Garden tools and holder unit 


Home gardeners will be custom- 
ers for Tool Tree, a garden tool 
set of five floral tool heads, a long 
handle and a short handle, and a 
holder that sticks in the ground. 








Tool heads and handles are inter- 
changeable, giving customer 10 dif- 
ferent tools. Tools are _ trowel, 
three-tine digging fork, three-tine 
cultivator, digger-weeder, and tri- 
angle hoe. Retails for $14.95. True 
Temper Corp. 


For more data circle No. 6 on postcard, p. 149 


Clothesline that disappears 


Your housewife customers will 
find this disappearing clothesline 
ideal for bathrooms, laundry room, 
or basement use. Line is housed 
in modern aluminum casing. 
Clothesline unreels and fastens on 
specially designed bracket. Self- 
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FOR THE HARDWARE DEALER 








locking lever holds the line taut. 
McClintock Div., Ekco Products Co. 


For more data circle No. 7 on postcard, p. 149 


Multi-use paint roller cover 


This new paint roller cover, 
Miracle, holds more paint and may 
be used on any surface, such as 
smooth wall, stucco or wire fence. 
Cover works with all types of paint 
and leaves a smooth finish. Cover 
may be purchased in conventional 





set at $3.98, on a roller at $2.98, 


or on a card for $1.39. A. G. Ja- 


cobus’ Sons. 


For more data circle No. 8 on postcard, p. 149 






Want more information on these 
products? Then use free post 
card on page 149. 


handise... 


TO HELP YOU | 


SELL 


NEW DISPLAYS 
AND OTHER DEALER 
9ALES NEAT SO 








Workshop materials display 


You can build sales of materials 
for home workshop customers with 
any one of four new display rack 
assortments of Handy Home Prod- 





ucts. Rack comes free with pur- 
chase of any rack assortment. Rack 
takes up 24% sq ft of floor space 
and has five shelves for displaying 
materials. Armour & Co. 


For more data circle No. 9 on postcard, p. 149 


Paint in aerosol containers 

This company’s line of paints is 
now packed in three sizes of aero- 
sol containers. Sizes and prices are 
6 oz, 79¢; 11 oz, $1.09; and 16 oz, 
$1.39. Twenty colors and three 
metallic paints are available. Each 
can carries a band of color the 








(Continued on page 146) 


(Continued on page 162) 
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NEW POWER! The heart of every electric saw is 


its motor! Black & Decker builds their own... to be 


sure you get all the power you need and then some! 


NEW HANDLING EASE! Handle is loca 


closer to blade for better control in the wood. Quick ad- 
justments assure speed, accuracy for depth and bevel cuts. 


Breaking Spring 


Poem 











ted 





ee 





NEW VISIBI LITY! Picture - window design 


makes line-of-cut and cutting edge visible at all times. 
Air flow blows sawdust clear of the job, clear of your eyes! 


Black & Decker SAW TIME, U.S.A. 


Sales Records... 


ARE YOU GETTING 
YOUR SHARE? 


There’s still time to get in on the heaviest 
saw traffic ever. These new Black & Decker 
Heavy-Duty Saws are outperforming all compe- 
tition in sales this Spring. That’s because con- 
tractors are impressed with their ease of handling, 
power and durability. 


“SAWTIME, U.S.A.” is backed by national 
and local advertising in magazines, newspapers, 
and direct mail, read by builders, homeowners, 
hobbyists in your own neighborhood. Order B&D 
Heavy-Duty Saws and Blades from your whole- 
saler. THE BLackK & DECKER Mee. Co., Dept. 
H-504, Towson 4, Maryland. 

Look under “Tools-Electric” || ‘Yellow Pages’ | 


) 
lackiD. 


World’s Largest Maker of Portable Electric Tools 


” ae wel 
| Find Your B&D || 
|| Wholesaler in || 
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Sheffield SHEF-KOTE is the answer to the 
problem of adequate and economical roof 
maintenance! Itstops leaks... forms a 
weather-proof and water-proof metallic 
coating...and will not crack! It’s NOT a paint 
..» but an asbestos-like aluminum roof coat- 
ing in a special formulation that flows into 
seams and cracks firmly sealing them! It's bril- 
liant aluminum finish reflects the heat of the 
sun's rays keeping OUT heat... making it 
as much as 20 degrees cooler inside. And it 


is easily applied! 


ONE OF THE WORLD'S LARGEST 
MANUFACTURERS OF ALUMINUM PAINTS CLEVELAND 19, OHIO 


Shettield Zeoege PAINT CORPORATION , 
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unconditionally qguaranteed 


STOCK UTICA and you'll be selling industry’s finest line of quality hand tools. They have the name! 
Utica pliers and wrenches are drop-forged for rugged strength! Induction hardened at the points 
of greatest wear—jaws and cutting edges—for extra toughness! Extra long life! And like all 
Utica hand tools, they are UNCONDITIONALLY GUARANTEED. No other complete line of hand 
tools 1s backed by such a guarantee. Ask to have your Utica representative call. 








ELL UTICA : 


Hallmark of Quality since 1895 
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1000 VRENCHES, PLIERS AND OTHER HAND TOOLS! 


AVA ddsd lsd 


the tools the exoerts use l 


UTICA DROP FORGE & TOOL DIVISION, KELSEY-HAYES CO., UTICA 4, NEW YORK 
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UR DOV 


PORTABLE ELECTRIC TOOLS 


SUPREME BRAND CHUCKS... 
on Ainercas Hinest 


ADVERTISED 
\N SATURDAY 
EVENING 


Supreme Chucks ...in a complete line... 
FOR ALL PORTABLE DRILLS and DRILL PRESSES 


























L®ommander 





Up FRONT ¥ 
Power l0ols __« 


The most famous trade names in the world of tools. 
Supreme is proud to display them because each is equip- 
ping some portion of its output with Supreme Chucks. 
To get this unanimous approval Supreme needed to 
offer something extra. What they offered was a tougher, 
more precise chuck. 
Tougher because of 
exclusive inside-and- 
out hardening. More 
precise because that’s the way they are made. 
When you buy new power tools look for the Supreme 
Chuck up front. When you replace a worn chuck, ask for 
Supreme—it will give you extra service. 


SUPREME PRODUCTS CORPORATION 


2222 S. Calumet Avenue, Chicago 16, Illinois 








SKIL DE: 








¥e 





Porter-Cable 














Sold only through the hardware trade! 
America’s top quality dog supplies, at the 

lowest competitive price, in a free self- service 

assortment rack plus 140-station, national TV 














promotion by the greatest dog star of them all! 
All at dog-gone low prices: 


RETAIL LIST.......29.84 
[ears COUT... 19.89 


Dealer Profit...*9.95 











e A tremendous assortment: dog chains, choke chains, 
tie-out chains, swivel picket pins. All items made of finest steel, 
chrome and nickel-plated for lasting beauty. 


e All items pre-priced and individually marked for minimum 
handling and easy re-ordering. 


e Over 140 TY stations selling on a national network 
@ National magazines selling millions of dogowners 


e Official Rin Tin Tin self-service rack with emblem marking 
you as an authorized dealer 


e Window streamers to really collar those dogowners 


For further information contact your local distributor or... 
WARREN PRODUCTS, Ltd. Rin Tin Tin Dog Supplies Division 
928 Broadway, New York 10, N. Y. «© ORegon 7-6600 





©Copyright 1956 Screen Gems, Inc. All rights reserved 
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now, in chain saws, too, 


Remington. 


Announcing 
the NEW Silver “‘Logmaster™ 





roller-bearing nose 
produces cutting power 
never before possible 
in a Saw in this class! 





Finest direct drive model in its class! 


Here is a powerful new chain saw built with the quality and precision that 
have made Remington famous for 141 years in sporting firearms and 
ammunition. 

Unsurpassed in power and cutting speed even by models costing much 
more, the all-new Silver “‘Logmaster’’ is the finest direct drive chain saw 
ever made in its class. The revolutionary and exclusive Roller-Bearing nose 
permits faster chain speed and increases actual cutting horsepower. 

A new, fully-illustrated catalog showing Remington’s complete line of 
rugged Mall chain saws—gasoline engine, pneumatic and electric—is now Golden “Logmaster”. In 5 hp. class. This power- 
available for your customers. To obtain catalogs in quantity, call your dis- ee se ee oh ne a hei 
tributor or just send the convenient coupon. up to 20 per cent! Bar sizes, 18”, 24”, 30”. 27 Ibs. 

Now is the time to build profitable new business on the Remington name 
and reputation. Don’t delay! Send the coupon today. 


Kemingtoi 


MALL TOOL COMPANY, Division of Remington Arms Company, Inc. 
25000 S. Western Ave., Park Forest, lilinois. In Canada: Mall Too/l Ltd., 36 Queen Elizabeth Bivd., Toronto, Ont. 


MALL TOOL COMPANY, 
Division of Remington Arms Company, inc., Dept. 0258 
25000 S. Western Ave., Park Forest, Illinois. 


Please send information on how to obtain quantities 
of your new chain saw catalog. 


NAME —— — 


ee 


COM PANY — 


ADDRESS——__—_ 


City —____. ZONE —.. STATE 
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The line that measures up to every need 











wy x % 
. extra-rigid pocket 


MIGHTY HANDY® WYTEFACE . . 
%,” replaceable blade . . . 10 ft. long. Easy 


.. for short meas- 
tape rule. % 
reading. With sliding end hook. 





HANDY® WYTEFACE ... pocket-size . 
urements. 6, 8, or 10 ft. with replaceable blade. Sliding 


end-hook for accurate inside and outside measurements. 





Villy 
ty 


SS SS 
ys 


AN 


YO TO 


FAVORITE® WYTEFACE ... for Jong measurements. 
Choice: 25, 50, 75 and 100 ft. Foot numbers in red 


at every inch. Sturdy steel case with tough cover 
A first choice with professional people. 





it’s a Level—it’s a Square—it’s a 


LST WYTEFACE .._. 

Tape. And it’s pocket-size! Has built-in, unbreakable level 
with easy-view bubble. .. accurate square... and 10 ft. 
replaceable Wyteface® tape rule. Sliding end-hook. 


... sell themselves every inch of the way 
the quality that gives them extra value. Display 
WYTEFACE lapes prominently and sell your share. 


KEUFFEL & ESSER CO. 


MAKERS OF PRECISION INSTRUMENTS SINCE 1867 


K & E WYTEFACE is the line that creates confidence 
... Sells itself on sight... and offers a tape for every 
purpose. No wonder WYTEFACE is found in homes, 
workshops, plants, factories and on job sites every- 
where. Everyone, from homeowners to production, 
maintenance and construction men, knows it has 


HOBOKEN, N.J 


od 
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 —lC(itéiCiA NOW... HACKSAW BLADES 
PACKED THE WAY YOU WANT ’EM! 


THE NEW STAR “SO and 10” PACK 


Dealers and Distributors like you helped select this great ON INDIVIDUAL 

new pack...in an extensive coast-to-coast survey! Yes, Amer- “PEG -BOARD CARDS" 

ica’s Dealers and Distributors agreed that 50 standard and for fast self-service sales! 

10 high-speed hacksaw blades make perfect bulk pack lots. 
The blades are mounted on colorful, individual peg-board —_- — A VM 

cards — for fast self-service sales. Each card features helpful WAS "Ss WA 

metal-cutting tips for your customers, too. . a + 


How’s that for “tailor made” inventory! " On counter In 
STOCK STAR #190 and #185 PACKS NOW! 


Get the benefit of easier sales, lighter inventory — 
AT NO INCREASE IN PRICE! 


STAR HACKSAW FRAMES 


No. 10—Green molded handle. Aimost indestructible. 
Shaped for comfort. Patented Lever-Lock positions, 
tensions blades automatically. And adjustable for 
10” and 12” blades. 


No. 15—Red molded handle, chrome-plate finish. 
Same features as No. 10. 








one | 












\ 






““ee Nos. 10 & 15 
— 


Long a favorite with mechanics, this gunmetal 
finish adjustable pistol-grip frame with lever 
for lock blade features extra-easy blade change. 


CLEMSON BROS., INC. 


Middletown, New York, U.S.A. 
MAKERS OF HAND and POWER HACKSAW BLADES, FRAMES, METAL and WOOD CUTTING BAND SAW BLADES and CLEMSON LAWN MOWERS 
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FIRST AND STILL THE BEST 


Your customers’ problems in masonry drilling 
are problems to us, too. As originator of the 
carbide masonry drill, Super Tool has met and 
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tu nH ees OM EN answered every conceivable masonry drilling wt 3 
wot : _ : . “ ” 
a coRE-V question. That's why Super has the most com- ‘= 
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plete line of tipped masonry drills today—and 
all stocked for immediate delivery—for general 
purpose use, for specific jobs, for handy you- 
do-it kits, for heavy duty contracting and 
maintenance. We alse stock special types for 
drilling tile, glass, porcelain and extremely 
hard materials. 
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Your customers satisfaction is your first con- 
sideration. You can be sure, regardless of the 
final use of the Super drill you sell, that it 
does the work for which it was intended. It 
cuts faster, easier and at lower cost. It cuts 
cleaner and lasts longer. And it brings your 
customers back when they again run into a 
masonry drilling problem. In short, when you 
sell Super Tools, you sell TOP QUALITY, a 


product of experience. 











Write for catalogs on Super “Core Vent’ and “Speed Spiral” 
Masonry Drills and the new “Super Jr.” Kit, the fastest moving 
masonry drill item in the industry. Attractive counter displays 
available. 


TOOL COMPANY [mes 
21650 HOOVER RD. + DETROIT 13, MICHIGAN ee 


WAREHOUSES: CHICAGO . DETROIT . NEW YORK . LOS ANGELES 
Division of Von Norman Industries, Incorporated 
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Exciting new hand tool...sells for *9-3* 


+ ed 


jet-blast 


PUSH- BUTTON TORCH 


Press the button 
—a jet blast of flame! 


New! convemence New! economy New! erticvency fe 


pst THe 


TORCH 


ee 


FROM PILOT LIGH = 
AT THE TOUCH UL 





SHOWCASE DISPLAY BOX helps you sell... 


New Push-Button Burner Unit plus disposable cylinder—the complete 
torch in this handsome, colorful box with its own plastic ‘‘showcase’’ 
top and die-cut sign. Priced at an easy-to-sell $9.84. Your profit: $3.24. 
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Let it go—a quiet, low, 
fuel-saving pilot light 


Biggest, hottest flame you can get in any torch—and it’s 
easily controlled by a touch of your thumb! 

Here’s your exciting new item in hand tools! It demon- 
strates easily. Just light it and push the button. This torch 
fills a big need among professional craftsmen and do-it- 
yourselfers alike. Handles hundreds of jobs economically— 


© Sweating copper fittings e Disinfecting gardens 

e Brazing e Thawing frozen pipes 

© Burning paint e Freeing rusted nuts and bolts 
Soldering Burning weeds 
Lighting charcoal fires Melting lead 
Heating tile And a host of others 


Fits the standard Bernz-O-Matic Propane Fuel cylinder— 
assuring greater repeat sales of this supply item! 

Get an early start on the extra hand tool sales made 
possible by this all-new torch. Contact your jobber today. 


Operates on the famous Bernz-O-Matic 
TX-1 disposable fuel cylinder. 


The Miracle of Modern Convenience 
This amazing cylinder dispenses yltra- 
clean, safe, instant-lighting propane 
gas. Interchangeable on Bernz-O-Matic 
torches, stoves and lanterns. Replace- 
ment price $1.89 (retail) 








Gold eal GIVES YOU 


A COMPLETE TILE SELLING PACKAGE! 
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4 NATION-WIDE ADVERTISING PRE-SELLS y 
* ‘Tv, 
e THE COMPLETE GOLD SEAL TILE LINE! EXCLUSIVE DESIGN BOOKLET ny 
Ae | : | Om HELPS BUILD STORE TRAFFIC! o 
‘7 Full color pages and spreads in all leading national magazines in- ae 
NE luding Life, Better Homes & Gardens, American Home and Living eee Me ; Sa 
2 ye Cc £ > ’ 5 sé ” +. 
Px for Young Homemakers have already begun to pre-sell over How to Create Your Own Designs in Resilient Tile Floors” was i: 
of $0,000,000 potential buyers on the complete Gold Seal tile line. It’s prepared especially for Gold Seal by C. Eugene Stephenson of the se: 
a the biggest advertising campaign in Gold Seal history, designed to American Institute of Decorators. Participating dealers will be oe. 
% reach all America via magazines, newspapers, radio, TV. Featured supplied with these booklets free! Use them to make your store Se 
ike tiles are: Inlaid Linoleum, Nairon® Plastics, Vinylbest*, Rubber, headquarters for complete and expert decorating advice. Then watch at 
tre Cork and Asphalt. your sales and income soar! sf. 
3 ae 
e _ - st 
Mes © 
oe set 
a COMPACT “'ROTO-TILER’’ DISPLAY ALL THIS PLUS... 
et 





SELLS GOLD SEAL TILE ON SIGHT! 
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A a 
s This rotating column display packs as | " 
AS much sell as possible into just a 2’ A 
ak circle of floor space. 40 tile patterns Fi 
us show at all times . . . holds over 160 in- a 
¢ dividual tiles. This is the very latest type ¥S, 
sp of selling display available. With this Pe 
ai display, you now have five powerful 28 P 
— Gold Seal displays from which you can nae 
ie choose. . 
ot vet. 
o. floor layout charts to speed sales by helping you show your customers ay 
a how their new tile floors will look ...a slide film on decorating 2 
- Uses less than 4 sq. ft. available for your use... “do-it-yourself” booklets to lure home & 
% of selling space. handy-men into your store... window banners. ..counter cards. % 
ez And this is just part of the complete Gold Seal tile package. oe 
+ e 
+ ay 
ne fae 
4 





Oe 
--? 

St 
—_. 


@ ALL THIS HELPS 





YOU SELL Gold Seal TILE... @ 
Gold Seal means business ! 


Linoleum, Nairon Vinyl! Plastics, Vinylbest, Rubber, Cork and Asphalt 
CALL YOUR SALESMAN NOW! 


—the line with the most liberal and profitable discount policy available! 








FOR HOME-BUSINESS-INSTITUTIONS : 
BY THE YARD AND TILES—inlaid Linoleum - Nairon® Plastics - Vinylbest* Tile - Cork Tile - Rubber Tile - Asphalt Tile 
PRINTED FLOOR AND WALL COVERINGS—Congoleum® and Congowall® - RUGS AND BROADLOOM—LoomW eve® 
SATISFACTION GUARANTEED OR YOUR MONEY BACK *Trademark 
© 1957 CONGOLEUM-NAIRN INC., KEARNY, N. J. 


« Ne Ud Seal 


~* FLOORS AND WALLS 
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‘Full-color, two-page ads like this will plant plenty of 
Mother’s Day-June Bride gift ideas in the minds of your 
customers. Be sure you get your share of these 
full-profit-margin sales. Call your distributor now for your free, 
personal copy of Dominion’s profit-making merchandising 
portfolio complete with colorful point-of-sale material, 
merchandise tags, ad mat ideas, folders, stuffers, catalog 
sheets. Cash in on this exciting promotion and 
MOVE AHEAD in 1957 with Dominion!” 
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MAKE YOUR SLOW SEASON A GO SEASON! Summertime sellers are 
hard to come by, so in "57 latch on to De-Moist—the proven way 
to make hot, humid weather pay. Ask your distributor about the 
great new assortment deal that’s available now! 


Amazin 


New Assortment No. 1178 
SHIP. WT. 13 LBS. RETAIL PRICE 


7 12-0z. Closet Size $9.73 
($1.39 ea.) 


50-0z. Basement Size $9.90 


($4.95 ea.) 
$19.63 
Your Cost $11.78 


’ “i st } YOUR PROFIT $7.85 
Includes striking acetate window streamer, ad mats, consumer booklets, etc. 


OPEN STOCK (Fair Trade-Price Protected) 


For Best Discounts, Order in Case Lots 


US 
HARMFUL 
DAMPNESS 
THAT LEADS To 
MILDEW, RUST 
MUSTY ODORS 
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Nationally advertised to over 9 million through your Sunday Newspaper Magazine sections. 


STOCK—DISPLAY—ORDER TODAY ! 
G. N. COUGHLAN CO., West Orange, N.J. 
Mfr. of Nationally Advertised Chimney Sweep, Process 33, New Easy-Aid Oven Cleaner, ‘Cops’ Sponge Copper Cleaner, etc. 
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‘<. << Big network TV to peak Sunday night audience | 
~ Lo National magazines with specific buying audience | 
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° Radio spot saturation in local markets 












KITTY KALLEN—singing sensation—will sing and 


sell screening of Alcoa® Aluminum to your own 
customers, in your market, over and over again, 
week after week after week, starting in April! 
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THE ALCOA HOUR—xitty Kallen will sing and 


sell screening of Alcoa Aluminum to more than 
27,000,000 viewers, Sunday at 9 p.m, 

















HOUSE BEAUTIFUL, HOUSE AND GARDEN, 
AND LIVING FOR YOUNG HOMEMAKERS — 


Over 1,700,000 prospective customers will have 
powerful ads aimed at them in books they turn to 
for improvement ideas. 


You’re always ahead with Alcoa... 
greatest name in aluminum 
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for screening this spring 





FREE! 


Complete kit of sales helps 
Mobile display 

“How to Re-Screen’” folders 
Window banner 


Ask your jobber 


MAKE FRIENDS OF YOUR CUSTOMERS 


Your customers are screen-shopping now. Sell them 
screening you know will keep them satisfied for years! 


Aluminum Company of America 
1933-D Alcoa Bidg., Pittsburgh 19, Pa. 
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ORDER NOW FROM 
YOUR JOBBER. THESE 
TOP WEAVERS ARE 
PARTICIPATING IN 
THIS BIG PROMOTION: 


Alabama Wire Company, Inc. 
Florence, Alabama 
American Screen Products Co. 
Miami 37, Florida 
American Wire Fabrics Corp. 
Mount Wolf, Pennsylvania 
Cardinal Mfg. Co., Inc. 
Gaffney, South Carolina 
Chase Brass & Copper Co. 
New York 13, New York 
Clinton Wire Cloth Company 
of Clinton, lowa 
Clinton, lowa 
Consolidated Wire Products Co. 
Atlanta, Georgia 
Cyclone Fence 
American Steel & Wire Division 
U. S. Steel Corporation 
Waukegan, Illinois 
Dixie Screen & Wire 
Products, Inc. 
Florence, Alabama 
The Gilbert & Bennett Mfg. Co. 
Georgetown, Connecticut 
Hanover Wire Cloth Division 
Continental Copper & Steel 
Industries, Inc. 
Hanover, Pennsylvania 
Heilig Brothers Co., Inc. 
York, Pennsylvania 
The C. O. Jelliff Mfg. Corp. 
Southport, Connecticut 
Keystone Wire Cloth Company 
Hanover, Pennsylyania 
New York Wire Cloth Company 
York, Pennsylvania 
Nico Wire Cloth Corporation 
Houston, Texas 
Pacific Wire Products Company 
Compton, California 
Pennwoven, Incorporated 
New York 17, New York 
Phifer Wire Products 
Tuscaloosa, Alabama 
Southern Wire Cloth Company 
Miami, Florida 
Spargo Wire Company, Inc. 
Rome, New York 
Standard Wire Cloth & 
Screen Co. 
York, Pennsylvania 


Wickwire Brothers, Inc. 
Cortland, New York 

Wire Products, Inc. 
Hartwell, Georgia 





turn up extra sales 


with this new 











Seven best selling colors...yellow, 
red, green, blue, brown, white and 
black... plus new CLEAR plastic 
tape ... blends with all colors. 





e Rack revolves for easy and complete color selection, REFILL PACKS 


stimulates impulse sales! 


| Cat. No. 192... . 6 25¢-rolls %” x 
® Holds 48 25¢-rolls (34” width) and 24 50¢-rolls (1%” 108” all same color... $1.00 


width) in seven assorted colors plus new CLEAR! 





Cat. No. 193... 3 50¢-rolls, 1%” x 
e Colorful, sturdy metal rack, takes less than a square foot 108” all same color... $1.00 
of counter space... and it’s FREE! Six or more packs @ $.95 


te 


The term “Scotch” and the plaid design are registered trademarks of Minnesota Mining & Mfg. Co., St. Paul 6, Minn. Export Sales Office: 
99 Park Ave., New York 16, N.Y. In Canada: P.O. Box 757, London, Ontario. ®escanc™ 
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More set-at-a-time sales... mean 


BIGGER VOLUME 
~. FOR YOU! 





Hamper 
9'/, x 21%, 


* ’ ~~ Tt Wastebasket 
‘we ‘ee 83 10%, 





Now ...a complete Bathroom Line 
by 


R) 
Ox5x2_ | a 


P {$s in the beautiful, best-selling, 


“| Damascus (Rose 


pattern 








DECOW ARE still leads your profit parade! We’ve combined the tested selling 
appeal of the “Damascus Rose”’ pattern with a complete metal housewares line 
for bathroom, bedroom or boudoir Now, you can offer a wastebasket, 


hamper, sanitary brush holder and tissue dispenser—all by DECOWARE 


SHOPPERS GET A COLOR CHOICE of black, white, pink and turquoise 


Sentiery backgrounds. Beautifully lithographed—by Continental Can Company, of 
Brush Holder , 
$Y) x18 course—they’re made of tough, heavy gauge steel for lasting customer 
8 


satisfaction 





PROFITABLE? BIG MARKUP and BIG VOLUME make this certain. Wire, 
phone or write to get our prices—and your profits! 








PACKING 

UNIT DOZEN WEIGHT PER 

PER CARTON CARTON 

No. 604 Hamper Set ie 32 pounds 
602 Wastebasket and 603 Hamper) M2 52 pounds 
Sanitary Brush Holder “a 9% pounds 
Tissue Dispenser ] 13 pounds 
Complete Set (1 of each item ‘2 8 pounds 











C CONTINENTAL CAN COMPANY 


Eastern Division: 100 E. 42nd St., New York 17 - Central Division: 135 So. La Salle St., Chicago 3 - Pecific Division: Russ Building, San Francisco 4 








Lau scoops the field again by 
offering every fan...every feature 
. - - your customers want! Here’s 
the new Ultra Twenty, the decora- 
tor-styled selling sensation... the 
handy Porta-Breez, best-looking fan 
on wheels...the portable Supers, 
Twelve and Sixteen. Here are all the 
fans you'll need to give you a ban- 
ner fan-selling year! 








pono” 








Ultra-Twenty (Models 2057-U, UB, UT, UP)—Four decorator colors! Recessed panel Saf-T-Eye, 
3-speed switch, thermostat, electric reverse. Complete with spacers. Big 20” blades move 3950 cfm.* 
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Twin Twelve (Model 1257-T)—Slim, 
trim, with new automatic thermostat! 
3-speeds. Lightweight, portable; hangs 
on casement window in seconds. 16” 
x 32” x5%". Twin 12” blades move 
3120 cfm.* 
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Super Porta-Breez (Model 1657-SPB) 
—New mobile air circulator; easily 
moved on non-scuff wheels. Height ad- 
justable stand. Full 360° tilt. Popular 


Super Twenty (Model 2057-S)—Pop- 
ular 20” portable air circulator. Auto- 
matic thermostat. 3-speeds. 22” x 22” 
x 5%”. Spacer panels for window in- 
stallation available. Big 20” blades 
move 3950 cfm.* 
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Special Twenty (Model 2057-RW)— 
Powerful low-cost fan. Electrically re- 
versible! 5 position control. Built in 
adjustable spacer panel, Fits windows 
30” to 38%” wide. 20” blades move 
3950 cfm.* 


Super Sixteen, Super Twelve (Models 
1657-S, 1257-S)—Portable air circula- 
tors, complete with Tilta-Breez stand. 
“Comfort Grip” handles. Sixteen: 18” 
x 18” x 5%”; 3000 cfm.* Twelve: 16” 
x 16” x 5%”; 2300 cfm.* 
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Powerflow Twenty-Four (Model 2454- 
WR2)— Cools an entire home. Quiet, 
belt-driven, 2-speeds, electrically re- 
versible. Fits windows 31” to 36” wide. 
26%2” x 31” x 10”. Moves 5500 cfm.* 

*( Equiv. NEMA) 


World's Largest Manufacturer of Air-Conditioning Blowers 


et 


LAU FANS « THE LAU BLOWER CO. © 2007 Home Ave., Dayton 7, Ohio 
Azusa, California. In Canada: The Lau Blower Co. of Canada, Ltd., Kitchener, Ontario 


Super Sixteen fan. Shipped complete 
in one space-saving carton. 
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~PARTY-Q 


COMPLETE! PROFITABLE! = FROM ONE RESOURCE! 


| MoToRIZED >) /NEW APPLIANCE OUTLET | 
BARBECUE ae ROTI-CRIIL 


Brew coffee, use electric 
light or any appliance 
while barbecuing a deli- 
cious 20 Ib. roast or fowl! 
New ... satin gold-finish 
motor box! 

Complete with guaranteed 
*= air-cooled rotisserie motor, 
= etc. 












<a 



































PORTABLE! BATTERY-POWERED ! 


- Goes anywhere! No elec- 
if = trical connections. ..works 
= on two standard flashlight 


batteries. 


Complete with guaranteed 
long battery-life, extra- 
quiet rotisserie motor, etc. 


7 
4 Se a po a see ~ . a, § 95 
i Sa Seo se ieee renee ~s a. . 
| = eee Retail: 


z * Bee — 
» * 











| 
3 * 

| NEW ROTI-HOOD ROTI-WINDBREAK NEW BARBECUE SET 
i an (3 pieces) (2 pieces) 











A 
nana bo 
a 





att 





Retail: $6.95 \ Retail: $2.98 
Collapsible! Fit any brazier 21” to 26”. Assem- ag soe congue Soom gy 
ble in seconds . . . pieces interlock. No nuts, bolts, ainictetetnale skewers, 9 


or screws! Easy to store. Save space. roast holders. 


Write for complete literature 
... and freight allowances! 


601 W. 26th St., New York 1, N.Y. 
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eerie New Profit Opportunities 


‘GOOD... BETTER... BEST’ 


Open up a whole new field of profit opportunity with the Tex- Knit guaranteed 
line of ironing board covers. ‘““Good—Better—Best”’ selection gives you three 


















chances at every sale .. . allows easy trade-up.. . higher sales tickets (with 
greater dollar profit per sale) .. . assures customer satisfaction. 

3 

& es ‘ 

- i, GOLDEN CROWN 

me § 109 Crows : 

: SILICONE i Guaranteed one full year! 

“ POane nl i ® Metallic gold silicone, coated on ironing 

ts ~witditinn. surface 

oo {oe . ® Stain-resistant 

® Heat-reflecting for quicker ironing 

° ® No laundering—wipes clean with damp cloth 

© ® Best-fitting adjustable drawstring edging 

GOOD @ i Model 5100 GOLDEN CROWN Silicone Cover 


Retail list $1.98 


Model 5200 GOLDEN CROWN Silicone Cover | 
with Foam Rubber Pad Retail list $3.98 | 


LET) ~=PERMA GOLD 


af 
fONING Coven one 






Guaranteed two full years! 


= Meinl ® Metallic gold silicone, coated on both sides 
® Maximum resistance to discoloration 
® High heat reflection for quickest ironing — 
steam or dry 
® No laundering—wipes clean with damp cloth 
® Best-fitting adjustable drawstring edging 
Model 3100 PERMA GOLD Silicone Cover 
Retail list $2.98 


Model 3200 PERMA GOLD Silicone Cover 
with Foam Rubber Pad Retail list $4.98 


BETTER 


ecesee0e0eooeone0of? 


ad | hea " 


burnprost BURN-PROOF 


4 
ee COvep 








Guaranteed three full years! 


® Won’t burn—completely safe 
® Ultra-smooth surface—designed for sheer 
fabrics 


Perfect for steam or dry ironing—actually 
improves with use 

/ ® No laundering—wipes clean with damp cloth 
® Best-fitting adjustable drawstring edging 
Model 2100 BURN-PROOF Asbestos Cover 
*Retail list $3.69 
Model 2200 BURN-PROOF Asbestos Cover 


with Foam Rubber Pad *Retail list $5.49 
*West Coast prices slightly higher 


xX-Knit 


The only GUARANTEED Line 


? PP is xm 
SRE rp Par 








BEST 


®00020000000639380 0; 
ae 
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with xX-Knit' 


selection in Ironing Board Covers 
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TEX-KNIT ? 
FREE DISPLAY plus * Hey tits 
| | GyaRAnTEED? 
$5.94 in FREE profit goods oe “* heteay 
when you SELL ’EM ALL... > ee Dien : ke 
with the Tex-Knit “Good—Better—Best” , id .-- vbold Warne 


Basic Assortment ‘‘A’”’ ie eld a, Sa 


BASIC ASSORTMENT “A” 


FREE 3 Model 5100 GOLDEN CROWN—FREE Retail List $ 5.94 
FREE "‘Good—Better—Best”’ Self-Seller Display FREE 
Total Retail Value $60.79* 






We're Selling ADVERTISED 


Tex-Knit Too! 


JAYNE MEADOWS 





STEVE ALLEN 


Steve Allen and Jayne Meadows—two of Big-space advertising in America’s leading 
America’s top show-business personalities— weekly publication—plus newspapers, radio 
are part of the Tex-Knit sales team . . . and and television—all add up to more sales im- 
they’ll bring the Tex-Knit story to millions pact than ever before with Tex-Knit—the only 
of homemakers across the country. ironing board covers that are nationally ad- 
vertised .. . and consumer guaranteed! 
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SPRING 
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YOU’RE HEAD AND SHOULDERS 
ABOVE COMPETITION WITH 
PYREX WARE 





















THESE ARE THE FRESH, 
NEW PYREX ITEMS THAT 

WILL GIVE YOUR BUSINESS 
A REAL SPRING TONIC! 


























Apter 















@ Your own customers will be among 

the 29,198,000 who will be reached 
by four-color national advertising on 
these newest PYREX products in 
the June issues of Ladies’ Home 
Journal, Better Homes & Gardens, 
and Progressive Farmer. 











@ Also, each case of these new items 
you order will contain powerful 
point-of-sale material you'll want to 
use to set up PYREX displays in 
your store. So order now from your 
PYREX ware distributor, and get 
your share of this new business! 




























promotion! 


























“And suddenly it’s spring”’ 


Exciting new PYREX Oven- 
Freezer-Server Set lets your 
customers prepore party dishes 
in advance—at their leisure— 
then heat and serve them in 
minutes. Comes in smart turquoise, 
white, or charcoal with snowflake 
pattern, or pink with daisy pattern. 


Handy PYREX Space-Saver 
Casseroles are same as those 
in Oven-Freezer-Server Set sold 
separately. Each comes with indi- 
vidual glass cover and is wonder- 
fully convenient for baking, freez- 
ing, serving and storing foods. 
Put them on display and watch 
them seli—fast! 






New PYREX Cradled Deco- 
rator Casseroles are smart 
enough to go with any table set- 
ting—beautiful and practical 
enough to satisfy your most par- 
ticular customers. They come in 
handsome yellow with charcoal 
flower decoration and are set on 
a beautiful brass cradle. 

















Bou 











CORNING GLASS WORKS, CONSUMER PRODUCTS DIVISION, CORNING, N. Y. 


VISIT THE CORNING GLASS CENTER, CORNING, N. Y. “PYREX"’ is a registered trademark in the U. 8S. of Corning Glass Works, Corning, N. Y. 
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Combination Can Opener and 
Knife Sharpener from $3.98 


























Portable Knife Sharpener $1.98 


perk up iden aie with SWING-AWhy | 


Trees are budding, streams are running cool, and of course the young man’s 





fancy is changing. It’s also the time spring cleaners snap up SWING-A-WAY 
like mad! SWING-A-WAY attracts customers with smart new colors, and 
sells fast because of real selling features. Like the bird says... order early! 


order early! order early! 


first in sales first in value! 


SWING-A-WAY MANUFACTURING CO., 4100 BECK AVENVE, $7, LOUIS 16, MO, In Conedo: Fox Agencies, Port Credit, Ontario 
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MPIRE BRUSHES 


the only complete household and personal brush 





oN 


OUTDOORS 

















line with the Good Housekeeping Seal of Approval. 





11,250,000 women will see this Good Housekeeping 





ad just when it counts most — during your 





all-out Hardware Week promotion! 





Another 

Hardware Week Special 
The outdoor season's 

coming up, be ready with the 
new Empire Spinning-Sudsing 
Fountain Brush #5647. Packaged 
in a colorful display-shipper, as are 

the two Hardware Week push brooms. Hardware Week with Empire—the number one brush maker! 


— ee 


All your brushes from one dependable source 





One more reason to feature Empire Brushes during 





Hardware Week... and every week of the year! 






When you show Empire, you re showing designs, 






packaging and values second to none. Put new life in 


















EMPIRE BRUSHES, INC. Port Chester, New York 


42 HARDWARE AGE, APRIL 11, 1957 












and this 


business-building SSS 


plus other tried and tested 
business-builders, including 
newspaper mats, radio scripts, 
envelope stuffers, window 
streamers, electric flashers and 
can top stickers. 
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Rug Shampoo 
Machine 










Floor Polisher 
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chart 2 
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way profits 


From (1) rental fees, (2) sandpaper and 
shampoo sales and (3) related item sales, 


totaling up $2500 annually from each set 
of machines. 





SS 


ae emma ree —_ meee qomen Gemma, 


SANDING MACHINE CO. | 
304 Clay Ave., Muskegon, Mich. 


Clarke 


Authorized Sales Representatives and Service Branches and Distributors in Principal Cities 





In Canada: Clarke Sanding Machine Co. (Canada) Ltd. 21 Advance Road, Toronto 18, Ont. 


Send me information on Clarke’s “Three-Way Profit’ Rental Plan 
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Customers bloom in the 
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Recipe for a “Counter Attraction 
I bhey's dra tic A lasses tuking the pre 


herev 1 dine / 
A pretty table wherever yot | 
with Libbey every-day cry stal 
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Recipe for an Airy Buffet so light and rome 
with the sparkle of Libbey's Royal Fern glasses 
etched in white and 22K gold. Sheer beauty your 
family can enjoy every day—for this glass with 
the delicate air is actually so strong it defies 
chipping.” In 7 sizes only 
about $3.95 to $5.95 for ; 
of-a-kind sets. (Franciscan : “y Sg 
Ware “Ivy”; Stegor “Motif” 

stainless ) 









as . 
hina: Reed & Barton 
Classic Rose” sterling) 
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LIBBEY §$ GENERAL OFFICES - TOLEDO 1, ONTO 
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Libbey Safedge Glasses are attractively 
gift-boxed in sets of 8. Eye-catching 
easels fit into boxes for easily assembled 
counter display ... are designed for 
“special” days or general use. 






































LIBBEY SAFEDGE GLASSWARE 
AN (I) PRODUCT 


‘LJ ERES A FULL-COLOR advertise- 

ment showing Mrs. America 
the unmatched beauty and every- 
day utility of Libbey Safedge Glass- 
ware ... pulling her to your store to 
buy it. 


Full-page, glowing color adver- 
tisements such as this will appear in 
LIFE, SATURDAY EVENING Post, 
Livinc For Younc HOMEMAKERS, 
BETTER HOMES & GARDENS, HOUSE & 
GARDEN, House BEAUTIFUL and THE 
New Yorker throughout 1957. 
They're part of Libbey’s advertising 
program—to support and build prof- 
its for you. 


Owens-ILuInoIs 


GENERAL OFFICES +» TOLEDO 1, OHIO 





when Libbey ~ 
advertising 
shows them 


every-day 


' : 
iS ‘‘ MW Nietuhify/ 4 


| ¥ , | 


F Peter WOM 


% 





ee, This full-page, four-color advertise- 
ment reaches your customers in the 
May issues of Better Homes a Gar- 

DENS and House & GARDEN, and THE 

New Yorker for April 20th. . .shows 

them three lovely patterns—Provin- 

cial Rose, Royal Fern, and Adagio. 

a 
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Traffic-stopping merchandising and 
point of sale aids are available, too 
.. . for attractive selling displays in 
your store. Libbey’s attention-get- 
ting counter displays and wall 
plaques stimulate impulse buying 
... confident buying because of 
Libbey’s famous guarantee: “A new 
glass if the rim of a Libbey ‘Safedge’ 


glass ever chips.” 


Take full advantage of the profit- 
building advertising and merchan- 
dising support Libbey gives you... 
see your Libbey Supply Dealer now, 
or write to Libbey Glass, Division of 
Owens-Illinois, Toledo 1, Ohio. 
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Dramatic new styling! 
Six new color 
combinations ...allin an 


exciting party mood! 


LOSCTD 
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@ Here’s the hottest news on wheels! Four smart new models, 
created for gracious entertaining, backed by a name that 
means quality and value . . . a name that’s pre-sold to your 
best customers in leading national magazines! All models are 
all-steel, 2914” high, 1742” x 27”, with fashionable French 
Oval tops and shelves, and smart-looking guard rails that help 
keep refreshments from sliding or spilling off. All turn and roll 
at a finger’s touch, on silent, three-inch casters. Act now, and 
be first in your area to display these striking new carts. Free 
display material is available. Your distributor has full infor- 
mation on discounts to all retail stores. Call today! 


HAMILTON MANUFACTURING CORPORATION + COLUMBUS, INDIANA 


deluxe serving carts 












new! 


4 V4 4 ® 


decorator ae 












No. 2954— Unbreakable, rust proof. Easy to clean, too. 
11% x8% x 13% inches high. 3 98 
RETAIL PRICE ° 


e a rainbow of high-fashion colors 
grey « white « black « pink « tan » mahogany 
All with golden trim 


Special Introductory Offer 
NOW to June 1 


Buy the Rubbermaid 6-pack assortment... one, 
each, of every color. When you find your big- 
volume colors (all six, most likely), you can 
order in the new 2-packs, coming approximately 
June 1. 


e completes your wastebasket line 


Here’s the gift item, the decorator style to draw 
more traffic, all year ’round, to your regular line 


® so many uses 


Stock up on 
Rubbermaid Rainbow Packs Now! 


Fits handsomely into bedroom and livingroom 
schemes. A charming spot of 
color in office, game room, den 


THE WOOSTER RUBBER COMPANY, Wooster, Ohio 


HARDWARE AGE, APRIL 11, 1957 





















CLASSIC $1995 


8-cup, Chrome on Aluminum—Retail, 





< 


CONTEMPORARY 
9-cup, Chrome on Aluminum—Retail $] 7% 


Ue 
7\ 





USE-TESTED ‘ | f ———— Y 
ray * “ | c_ | POLISHED $1295 


8-cup, High-gloss Aluminum—Retai 


also in Gold-Tone Alumilite—Retail $] 395 





PETITE 
4-cup, High-gloss Polished Aluminum— 


Retail, $1075 













to make the sales 
you might have missed ! 


MIRRO- “MATIC 


élemtree  percoletors 


no dials to set! no lights to watch! 




















no unnecessary weight! 


Stock the complete MIRRO-MATIC line and forget the 
almost-customers who say, “‘I guess I'll look around a little more.”’ 
You'll have the right percolator for every need, 

every preference, every purse. 


MIRRO-MATIC offers classic or contemporary styling... 
chrome, polished aluminum, or Gold-Tone Alumilite finishes... 
4, 8, or 9-cup sizes . . . prices from $10.95 to $19.95, at 

retail. And every one has the positive, proved, fully 

automatic action that’s simplest of all to use, surest of all to 
produce perfect coffee, cup after cup, year after year. 








Solve a// your percolator problems with one ii 
big name . . . MIRRO-MATIC! ee 
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ALUMINUM GOODS MANUFACTURING COMPANY, MANITOWOC, WIS. 
Fifth Avenue Bidg., New York 10 Merchandise Mart, Chicago 54 
WORLD'S LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS 
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‘KNOW-WHY’ ADVERTISING 
BACKS KNOW-WHY DESIGN 








LAWN~B 
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Full-page, full-color ads all spring and 
summer where they do you the most good 





















All down the line—from the conception of 
the world’s greatest power mower, to its 

gifted design, to its painstaking engineering, 
LIFE—Fuil-color two-page spread May 6 to its production, to its promotion and 
Full-color pages April 8, April 22, May 20 advertising—LAWN-BOY is blessed with 


June 3, and June 17 brainpower. 

BETTER HOME & GARDENS— Full-color ; : 
So, while your customers are benefiting 

pages March, April, and June 


| from the “‘know-why”’ design and construc- 
SUNSET— Full-color pages February, March , 
April, Moy, aad hiie tion of LAWN-BOY, you benefit from the 
NATIONAL GEOGRAPHIC —Full-colo: “know-why”’ advertising and promotion 
pages April, May, and June of LAWN-BOY. 


Here's the national advertising help 
LAWN-BOY is giving you this year: 


POPULAR MECHANICS— Full-page ads NEVER BEFORE has any lawn mower—even 
March, Apvil, May, @nd June LAWN-BOY—been backed by such a potent 
THIS WEEK and PARADE-— A full-colo: and consistent advertising program.‘*Know- 
half-page ad every Sunday during May why” design and “know-why”’ promotion 
POPULAR GARDENING —?*4 page in twe have gotten together again this year to put 


colors March, April, May, and June LAWN-BOY even farther out front than ever. 


eee e | we rellel: . * 
ee eee i two colors, Let this ““know-why” advertising work full- 
March, April, May, and June 


CAPP RMER — p ime for you. See your LAWN-BOY distribu- 
ER’S FA M 2 ¢ e | two a¢ aT . . . . 

‘° — tor-salesman for effective tie-in materials. 
alelaaar PVelaL aloha ale) June 


The NEW IDEAS are LAWN-BOY IDEAS 


LAWN -BOY 


LAWN-BOY, Lamar, Mo. ¢ Division of Outboard Marine Corp., makers of Johnson 
and Evinrude Outboard Motors « In Canada: LAWN-BOY, Peterborough, Ontario 





“KNOW- WHY" and the great LAWN-BOY 


The imitators can copy LAWN-BOyY features from the outside looking 
in, but only LAWN-Boy designers know why they created the power- 
mower improvements that make this the undisputed master of lawn 
care. The simple, powerful LAWN-Boy engine is one strong reason for 
LAWN-BOY superiority: One-pull starting, full 3200-rpm cutting speed 
(with plenty of power to spare), a minimum of moving parts, no 
messy oil changing, and welcome light weight for easy handling 
—these are some of the reasons why your customers will insist on 
the famous LAWN-BOY 2-cycle engine. And they can get it only on 
& LAWN-BOY. 
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NEN! 


Garden Spraying! 








Dealers ... it’s Big! A brand new 


idea in water pressure sprays ... de- 
signed for BIG volume, profits! 
Just attach to any hose . . . fabulous 


precision cap measures, blends, sprays 
in one simple, accurate operation. Can't 
clog or back up... hands never touch 
harsh chemicals! Formulas include 
most modern, most effective pest-killers 
known to science! 




















EXTRA! ANTROL ADVERTISING 
works for you throughout season... 
on local TV, in newspapers, garden 
pages, magazines, trade journals! For 
full details, write ““Bug-Z’’, Garden 
Division, Boyle- Midway Inc., N. Y. 


BOYLE-MIDWAY Inc., 22€. 40th st. New York « Brooklyn 


Revolutionary SPRAY CAP 
Biggest Home-Gardening 
Sales-Sensation Ever! 





crock 
AN 
Home-Gardeners See It and Buy It gov 
Because It Simplifies Home — 





S 


Each Bottle Complete with ANTROL Hose Spray Cap! 


Chiordane Soil 
Insect Killer . . 
keeps lawn and 
garden bug-free for 
months—years! 
Kills ants, Jap 
Beetle grubs, sow- 
bugs, lawn moths, 
most others. Sug- 
gested retail $2.98 
pint, with sprayer 
attached. 


Garden Insect 
Killer with Mala- 
thion! Kills 
Aphids, JapBeetles, 
etc., on roses, flow- 
ers, ornamentals, 
trees, vegetables, 
fruit. Retail $2.39 
pint, with sprayer 
attached. 


Nase. Se 


et 








Each Item Color-Keyed for Easy Selling! 
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Crabgrass Killer. 
Disodium Methyl 
Arsonate com- 
pound widely ac- 
claimed as fastest, 
safest, surest killer 
of crabgrass, many 
other weeds! Retail 
$2.69 pint, with 
sprayer attached. 


2, 4-D Weed Killer. 
Death to broad- 
leafed weeds ... 
Dandelion, Gold- 
enrod, Wild Mus- 
tard, most others. | 
Won't harm deli- 
cate lawns, plants. 
Retail $1.69 pint, 
with sprayer at- 
tached. 



























¢ Cranford, N. J. » Chamblee, Ga. « Chicago « Los Angeles « Canton, Ohio 
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The woodyear Gallery of Great Tires 








; j 








The Double Eagle 
The tire that’s built 
to take it! 

















































HIS sturdy-looking tire is specially designed for 
heavy-duty service. It’s beefed up with extra rub- 
ber in tread and shoulders for greater resistance to 
punctures, for added safety and mileage. 


The strength and stamina of the DOUBLE EAGLE 
make it ideal for motor bikes, too. Stock up on this 
Goodyear standout now. Goodyear, Cycle Tire Dept., 
Akron 16, Ohio. 


GooDsFY 


| MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND 


Double Eagle —T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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VACATION ' her adds to the fun 


SUPPLIES Bene 


va de " 
Wherever you go-.¥NAUELET © “King, ww. OVER THE WIRE BANNERS 
THERMOS. gst nei — A store displaying these gay, colorful 
meets Sse Z j ai banners becomes neighborhood head- 
— 1 Fl quarters for picnicand vacation supplies. 





A 2-Page Spread with 
Full-Color in 5 
SATURDAY EVENING POST \ ios 


auras. ed 


ME RMDs 
118 | 














EASEL-BACK DISPLAY CARDS 
Full-size reprints of the big color ads 
mounted on “As Advertised” counter 
cards dress up window or in-store 
displays. 





ADVERTISING MAT SERVICE 
A complete new series of mats for re- 
EKEEPING tail newspaper advertising has been 
yer ee JOURNAL prepared covering all picnic and vaca- 
DIES’ 
_— rs * OUTDOOR LIFE tion products. 
A EN SATURDAY EVENING POST GLOSSY PRINTS 


n apa 
on Jugs and part SPORTS AFIELD | Photographs of any item in the 1957 
SATURDAY EVEN! TRATED + SUNSET line are available on request. 
SPORTS ILLUSTRATED * SUNSET SPORTS ILLUS 


of 
PLUS—Multiple Insertions 
Ads Like These in 








ORDER THESE MERCHANDISING AIDS 


There are many brands of vacuum and insulated ware .. . the best known and most used 
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its 50th Anniversary with a 


VACATION PROMOTION 


designed to smash sales records for you 


ee PY; 


PICNIC 
SUPPLIES 


PRODUCT DISPLAYS 


A COMPLETELY NEW JUG AND CHEST LINE 
Completely restyled for modern consumer appeal. Many new quality features. 


,** 


PSs ors C8) sae | 


evn ot Lage $4 
" ade 


. 
eee ee ae 


A COMPLETE LINE OF VACUUM BOTTLES 
All the popular favorites plus A variety of fabrics and 
a new 50th Anniversary dress colors to meet growing 
on the popular #34 line. 


consumer demand. 
DON'T OVERLOOK THE COMPANION LINES —ICY-HOT® AND KEAPSIT® — 50 | 


FOR ALL YOUR PROMOTIONAL NEEDS, SNNIVERSARY 


ATTRACTIVE NEW OUTING KITS 


FOR INCREASED SALES 


THE AMERICAN THERMOS PRODUCTS COMPANY 
formerly THE AMERICAN THERMOS BOTTLE COMPANY 


| FAMDs NORWICH, CONNECTICUT 
oy pee: » Thermos (1925) Ltd. London 


Canadian Thermos Products, Ltd., Toronto 
REG. U.S. PAT OFF 


33 
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NOW you can enjoy 
sparkling cool 


water wherever 





r “marae COR PE 
See 
« 


you are... 


( ‘i | thanks to 
’ : i, IGLOO’ s new .. 


CRVIS1 ALIGN Gi 


CRYSTALINING, the latest sanitation advance in Igloo portable 
water coolers, gives positive protection . .. keeps drinking water 
and other liquids pure .. . taste-free . . . and crystal-clear under 
roughest conditions. 


RELY on these Igloo 
Extra-Value Features: 


® Round Inside Bottom prevents accumulation of 
foreign matter—makes can easier to wash—stays 
sanitary. 


@ Recessed dripless spigot will not break off. 


e 15% greater insulating qualities—less heat transfer 
because there is no metal-to-metal contact at bottom. 


® Rugged construction proved by test. Igloo bottom 
survives weight of heavy bowling ball dropped re- 
peatedly into bottom of can. 


, 
7 ee 
Caen nee ee nn ecemntiitnstiienmmaadannnnedttenttttameemandtteadt nna anentlllincalll caciennmenattacattae osname 
, 
¢ ‘ 4 : 


ask your wholesaler or write 


ETTIS CORPORATION 


P.O. DRAWER 9365 +- HOUSTON 11, TEXAS 
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182 YEARS OF SHOVEL LEADERSHIP! 





MONONGAH 
Model 103—Lock Socket 


This is the strongest lightweight 
shovel produced (3% Lbs— 


Long-handled round-point). 
Perfect balance and “hang” 


keep this shovel in constant 
demand. Blade and bottom 
section of socket are carefully 


tempered to give proper 
- hardness and ductility. 


Monongah Shovel blades are 


' unconditionally guaranteed. 
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‘Handles are of selected 


Northern ash with Burntcote 


’ finish. 

























PONY 
Model 203—Solid Shank 


Your assurance of the best in 
a solid-shank shovel. The 
blade shank and socket is 
forged from one solid bar of 
steel. The blade is tempered 
to give proper hardness and 
ductility. Pony solid shank 
shovel blades are uncondi- 
tionally guaranteed. Handles 
are of selected Northern ash 
with Burntcote finish. 








the world... 


that built America ! 


Ames shovels have helped mold 
American history. They were used 
in digging trenches at Bunker Hill, 
in constructing the Erie Canal, 
building the first railroads, shaping 
a nation out of wilderness. Ames 
shovels accompanied Byrd and 
Peary on their Polar expeditions, 
played a prominent part in every 
American war. For 182 years Ames 
shovels have been the symbol of 
quality and dependability. 


0O. AMES COMPANY 
Division of McDonough Co. 
Parkersburg, W. Va. 


W 
AMES 


Since 


1774 














AMES BUILDS BETTER AND MORE SHOVELS THAN 
I ANY OTHER COMPANY IN THE WORLD 


because Ames has always been dedicated to uncompromised 
quality in materials and construction. 


because Ames consistent product performance has led to strong 
customer loyalty. 


because Ames shovels backed by the greatest pool of shovel mak- 
ing know-how in the history of tool manufacturing. 


because Ames sells on facts and established reputation rather 
than flashy claims. 


This is why Ames is the largest shovel manufacturer in 
. and still growing! When it comes to proven 
shovel quality buy Ames with the full assurance that you 
are getting the very best. 











in a Chevy cab, 
even the 





air is better ! 





... more evidence that Chevrolet Task-Force Trucks are 
engineered better and built better for bigger savings! 








These cab features give you extra comfort and 
safety behind the wheel, extra savings on truck 
maintenance. And they’re proof that the most 
modern trucks for your money are Chevrolets! 


The drawing “‘doodled”’ above shows how Chevy’s 
High-Level ventilation provides a comfortable in- 
terior . . . and the numbers in the big picture 
point out other advantages equally as good to have 
around you when you haul! They include: 


1 A roof that’s specially built for safer, more com- 
fortable hauling. Sturdy all-steel construction adds 
to safety; roof’s unique inner reinforcement insu- 
lates the overhead against heat. 


2 A gleaming, durable baked enamel outside finish. 
Here’s the reason your Chevy’s exterior will resist 
wear better, look like new longer! This handsome 
finish is available in a wide variety of colors. 


3 A Nu-Flex seat that beats the bumps! Deep-com- 
fort coil springs, metered air shock damping and 
3-way adjustment let you take it easy on tough jobs! 


--- biggest sellers because they're the biggest savers! 


4 A cab that’s rustproofed to last! Doors and similar 
surfaces are rustproofed on the inside as well as on 
the outside by immersion. 


5 Concealed Safety Steps for convenience. Inside 
each cab door, they give you firmer footing, make 
entering or leaving the cab easier and safer. 


S An undercoated floor, cowl side panels and fender 
flanges. Virtually all exposed surfaces on the under- 
side of the cab are protected by an anti-rust coating. 


7 A non-glare instrument panel to make driving 
safer! The textured finish on upper portion of 
Chevy’s instrument panel reduces blinding sun 
reflections, minimizes eyestrain. 


8S A reliable 2-speed electric windshield wiper* on 
each side. Powered by electricity, their action 
remains constant under all conditions. 


Such advantages as these (we’ve shown only a 
few) combine to make everything better in a 1957 
Chevrolet truck! You’ll see for yourself when you 
visit your Chevrolet dealer’s. Chevrolet 
Division of General Motors, Detroit 2, Michigan. 

*Stancard in Series 5-6-7-8-9-10000 models. 








0/7 TRUCKS 
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CHEVROLET TASK: FORCE 








err: 


AMERICA’S MOST 


MODEL TW7 (Brilliant Chrome) 
MODEL TW8 (Lustrous Copper) 


at canadedemetded 









POPULAR 












—_ ee ¥ Aime nm in in i lis 





a ne 


and homeowners. 


comfortable to 
America's leading 
lantern. 


carry. 


The perfect portable light. Obsoletes flame 
type lanterns. Gives safe bright light at the 
flick of the switch. Illuminates a wide area. 
ideal for the boat, cabin, home, patio or 
farm. Safe for women and children. Equipped 
with new French gray or rust-tone batteries 
to compliment chrome or copper finish. The 
newest idea in portable lighting. 


Retail: $8.95 with battery 
Radar-Line Accessories 


Storage bracket, lens guard, carrying strap and other 
accessories are available for all Radar-Line products. 
Ask your distributor for the sheet showing the com- 


Batteries for: Flashlights, Lanterns, Toys, Ignition, Telephone, 
Radio, Model Ignition, Photo-flash, Hearing Aids, Industrial 
Electronics. Flashlight Cases, Penlights and Pocketlights. 


BURGESS BATTERY COMPANY 


ORR Rm te ee tlle a 


Rn mm i ie 


40,000 candlepower sealed-beam headlight 
and a flashing red beacon make this light 
a must for motorists, campers, sportsmen 
Silver contact switches; 
brilliant chrome finish; lightweight and 
Radar-Lite 


sealed beam flasher 


Retail: $11.95 with battery 


LINE OF PORTABLE LIGHTS 


wrist. 
switch 


America's 


Has comfortable handle. 












lantern. Over-size 


newest focusing 
head and large reflector give a long clear beam 
or wide flood of bright light with a twist of the 


Silver contact 


positioned for one-hand operation. 


is Attractive red finish. Rugged and compact—it 


farm. 


Low cost emergency flasher gives 85 
hours of continuous 000 
life-saving warning signals visible a 
mile. Steel-clad battery is leakproof, 
Ideal 
ports—docks—police and fire depart- 
As essential as a 
Packed in individual stor- 


weatherproof. 


ments—highways. 
tire jack. 
age cartons. 


Retail: $6.40 with battery 
NEW—Powerful battery 


Used on all 
Six volts. Gives 4 times the ser- 
vice of old fashioned lantern bat- 
teries for only 2'/, times the cost 





is a Bearcat" for the boat, car, home, cabin or 


Retail: $6.95 with battery 


service. 


for autos—air- 


Radar-Line lights. 


—plus a seaied in 
steel, oe mee 
and weatherproo 
construction at No. TW34 
no extra cost. Battery forms its 
own case—no danger of leakage, 
corrosion or rust to damage the 


light. Retail: $2.45 








POWERFUL CONSUMER 
NATIONAL AD PROGRAM 


Backed by the most powerful national advertising in lantern 
history Consistent Burgess advertising in— 


Outdoor Life 
Sports Afield 
Farm Journal 


Saturday Evening Post 
Sports Illustrated 


True 
Field and Stream 
wong Legion Magazine 


Progressive Farmer Boys 


Mechanix Illustrated 


Business Week 


Plus daily newspapers and Sunday supplements in America’: 
greatest population centers. 


Contact Your Burgess Distributor Today! 


BURGESS BATTERIES 
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How Dealer Dick Fischer built a 
MILLION DOLLAR BUSINESS! 


How do you build a million-dollar-a-year sporting goods 
business? A big part of it, according to Dick Fischer of 
Buffalo, N. Y., is to put your major efforts behind a 
famous, reliable line such as Coleman Outing Pals. Then 
display and service it aggressively. 


Traffic-stopping Coleman window displays, geared to 
vacation time, fishing in the spring, camping in summer, 
hunting in the fall—are all a factor in Fischer’s success. 
Add to that consistent local newspaper, radio, and TV 
advertising coordinated with Coleman national advertis- 
ing and you’ll see the business come in, says Fischer. 


By making “Dick Fischer’s” the headquarters for 


Coleman Outing Pals in his local advertising, Dick knows 
he’ll get full value out of the Coleman national advertis- 
ing—biggest in the outdoor field. 

And for fast sales, Fischer always keeps Coleman 
models ready for demonstration, lanterns and stoves 
ready to light, coolers and folding Pak-Table set up. 
His stores are always well-stocked with Outing Pals 
and ample parts and supplies; his service department, 
efficient and quick. 

Fischer is only one of thousands of dealers who have 
found Coleman the top-selling line of outing equipment. 

To get the complete money-making Coleman story, ask 
your wholesaler for a copy of the 1957 Coleman Outing 
Products Catalog, or write the Coleman Company direct. 


THE PROFITABLE COLEMAN OUTING PAL LINE 


es 


NEW COLEMAN PIC. 
NIC STOVE. Burns Cole 
man LP-Gas fuel. 


COLEMAN COOLERS. 
New Snow-Lite models 
are pounds lighter. 


NEW COLEMAN FOLD. 
ING PAK-TABLE. Mokes 


COLEMAN FLOOD. 
LIGHT LANTERNS. 
1 and 2 mantle models. 


COLEMAN FOLDING 
CAMP STOVES. 2 and 
3 burner models. roomy carrying case. 


THE COLEMAN COMPANY, INC., WICHITA 1, KANSAS 
See Your Wholesaler Today for Profit-Making Coleman Outing Pals! 
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VINYL WEATHER STRIPPING 
BRAIDED NYLON LINE 


YOU CAN PUT YOUR “‘S BAe 


TROT LINES 


CONFIDENCE IN THE |) Och? 


SASH CORDS 
CLOTHES LINES 
MASON LINES 


FISHING LINES 
NYLON CASTING LINES 


STARTER ROPE 

JUMP ROPE 

MOP HEADS 
WRAPPING TWINES 
KITCHEN LINES 
EXPRESS TWINES 
CHALK LINES 

PARCEL POST TWINES 
POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 
JUTE TWINE 























Sei, woon UE 


FOR EVERY HOME AND SHOP USE 


Self-service Display Cartons 
Squeeze Bottles - 2, 4, 8 oz. sizes 











Full ; ° 
directions with Spout-cap 
on every e 3000 lbs. per square in. test 
= 
‘ 
| , Article 910—2 oz. bottles 
packed 2 dozen per carton 
EASILY APPLIED : 
adatom ue . Article 910-B—4 oz. bottles 
“ine soar a ae packed 1 dozen per carton 
Article 910-C—8 oz. bottles 
packed 1 dozen per carton 
hee Art 910-8 a . 
200 185. PER SQUARE INCM . 
Art. 910 








vi, 
-(* ORDERS OF $50.00 OR MORE, FREIGHT for furniture, cabinets, 


PREPAID. Orders of less than $20.00 f.0.b. Mill, ee aie 
Lawndale, N. C., Van Nuys, Calif., Marietta, Min- decorative laminates 





nesota, Dallas, Texas, or Waynetown, Ind. Orders 
of $20.00 to $50.00, freight allowed to $1.00 per 
cwt. Freight prepaid does not include extra charges WHEN YOU DISPLAY THE 


incurred outside carrier’s regular zone of delivery. , 
ct Sells/ 


ESTABLISHED IN 1873 


LINE 














14346 Bessemer St. Marietta 3104 Gaston Ave. 
Van Nuys, California Minnesota Dallas 26, Texas 
Waynetown, Indiana 





LAWNDALE, NORTH CAROLINA 
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CHAINS 


Welded and weldless chains ¢ Chain assemblies 
Chain specialties ¢« Wagon and truck hardware 





916 HOWARD STREET @ ST. LOUIS 6, MISSOURI 
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means 


to your customers! 

















That's why it pays to 
stock and display the entire 
power-packed line of 

PETERS “High Velocity” 


sporting ammunition. 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 
“High Velocity” 1s a trademark of Peters Cartridge Division, Remington Arms Company, Inc. = 
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it's easier to sell the 


Modern 

















.-. than to sell against i 








This Va 
‘'“SALES BOOSTER") 
STICKER 


is a silent salesman that 
turns lookers into buyers 





















Every item in the Modern Line sells itself. Attractive 

sticker is an effective ‘silent salesman’. Calls attention colors ... made of top quality materials ... manu- 

to important features...helps you get fast turnover. factured to the highest standards ... and priced 
for action! 





In every detail, the Modern Line for 1957 is geared 
for sales. Expertly designed ... bright, appealing Get the full story from your wholesaler. 


INVADER Wheelbarrows 
3 cubic ft. 
10”x 2.75” Tire—No. 175-G 
10”x 1.75” Tire—No. 180-G 


The MODERN Line is a COMPLETE Line 
WHEELBARROWS ~SPREADERS eCARTS 






KING Wheelbarrows 


~ 4 cubic ft. 
PRINCE Spreaders /, y 12”x 3.00” Tire—No. 80-G 


Sx] 18” Hopper—No. 350-G 7 Ve 10x 2.75” Tire—No. 100-G 
" 24” Hopper—No. 360-G LL; 
afi) x 


JUNIOR Wheelbarrow 
1 cubic ft. 
No. 190-G 





COMMANDER Spreaders 
16” Hopper—No. 300-G 














COMBO Spreader -Cart 22” Hopper—No. 310-G 
3 cubic ft. ™ 
No. 250- A 
[a ° G . 
aw \y | CRUSADER Wheelbarrows 
“*)) DUKE Wheelbarrow 4 cubic ft. 





10”x 2.75” Tire—No. 120-G 


5 cubic ft. 
10”x 1.75” Tire—No. 140-G 4, 


No. 50-G 





WINNER Lawn Cart 
3 cubic ft. 
No. 200-G 











| REET 
MODERN TOOL & DIE COMPANY ® *cieyeLand 11, OHIO 
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News about B.EGoodrich Koroseal hose 


New wide range of prices, 


unique display, help make sales 


Ne you have four different types of 
Koroseal hose. You can take advantage 
of the Koroseal name to sell hose to a wide 
range of your customers, from the person 
who wants the very best to the price shopper. 


Here is the 1957 Koroseal hose line-up: 

Koroseal King Size is advertised for $9.95 for 
50 ft. You pay your distributor only $6.65 
and make 49% profit. (Mark up) 

Koroseal Imperial is advertised at $7.95 for 
50 ft. You pay your distributor only $6.65 
and make 49% profit. 

Koroseal Extralite is advertised at $5.95 for 
50 ft. You pay your distributor only $3.98 
and make 49% profit. 

Koroseal Crystal is translucent. Same size 
and price as Koroseal Extralite and you make 
the same profit, 49%. 

All Koroseal hose now comes in shipping 
cartons (five lengths to a carton) that is 
immediately convertible to a brilliant dis- 
play. The hose itself comes in discs with dis- 
play centers. Prices are shown in big figures. 
Bottoms of the discs fold into “stand up” 
easels. Then the coils can stand anywhere. 
People can see and read the discs. 





Put the famous Koroseal name to work for 
you by displaying all the types listed above. 
Let people see that they are different prices. 
Take full advantage of the Koroseal name. 


It's a name that can mean more money 
for you. Ask a distributor's salesman about 
Koroseal garden hose. It’s not too late to 
double your Koroseal sales this year! B. F. 
Goodrich Industrial Products Co., Akron 18, O. 


Koroseal—T. M. Reg. U. S. Pat. Of. 





ost 


B.EGoodrich 
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Sell the REEL with ‘sales appeal 


Here’s the reel-type mower that’s in top demand all over the 
country—the Worcester SHEAR MASTER®. Built by Worcester 
(who also manufactures one of the most extensive lines of rotary 
mowers) the SHEAR MASTER is the mower to recommend 
and sell to customers who take a special pride in their lawns and 
prefer the clean, smooth cut of a reel-type mower. 

Precision-engineered and built to highest standards by 
Worcester, famous for lawn mower quality since 1904, the 
SHEAR MASTER cuts cleaner and smoother than any rotary. 
And it will last years longer, too! Don’t miss profitable sales in 
the important reel-type market — the market where Worcester 
builds the best! 


Fingertip controls * Enclosed chain and sprocket « ‘’Sta-Temp” hard- 
ened blades * Self-propelled, no pushing * Grass guards * Reel blades 
double-riveted to cutter heads for extra strength * Wide-tread tires « 
Sealed Timken bearings * Free-floating, height-adjustable handle 
stands upright for small-space storage * Easy cutting-height adjust- 
ments * Toe-tip safety latch for better control on grades * 1% hp 
4-cycle Briggs & Stratton engine 


For information on these reel-type mowers, contact the Worcester dis- 


tributor in your area or write to WORCESTER LAWN MOWER COMPANY, 
Division of Savage Arms Corporation, Chicopee Falls, Mass., U.S.A. 


Builds your reputation — and your profits, too! 


Worcester 
SHEAR MASTER® 


Model 900-R 
Recoil starter 21’ cut 
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*50°° SCREENING SALES CAN BE YOURS 


as all America moves outdoors— 


Building 
‘do-it-yourself 


porches 














FIBERGLAS: 


CHICOPEE S235 


easiest to sell because its easiest to work with! 








CHICOPEE MILLS, INC. ee 
Lumite Division, 47 Worth Street, New York, New York FIBERG LAS 


*T.M.O.C.F. Corp. SCREENING 
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Build sales with =| 


profitable True Temper 


Now, with these three True Temper 
Rotary Edgers, you can fill any cus- 
\feoleal-iat-mial-1-10l-mniide moe elile(—lalel—s 








eek aun 20-1 —lelel-ia-mn-UlMmal- i s—-mm_1 20 
—tak-Ue@ ol-sellale mm cll-tel-)-mmael-tamm-t_t-leng— 
=> 4e1-11(-1e) @meleladialemm-leidlelalm ie] am sal—mm bi 
oe) Mn 9am cele) pr Vale mm -lelll-j¢-le)|-mnd-lal-jiela 
that lets you trim fine or coarse 
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Splinter-free fire-hardened finish 
resists wear, feels better. Riveted 
to ribbed steel braces for strength, 
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Don't delay. Stock True Temper 
Rotary Edgers for your customers. 
Call your True Temper wholesaler 
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You can look to | 7 for leadership 
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39-A ‘“‘Mountie” 


56 Levermatic 


A. 





Model 80-C 


Model 80-DL 


re oy 


Model 81-C 


Model 81-DL 





Model 89-C 








336 Texan 


(Scopes are not standard equipment) 
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PREVIEW OF THE 
‘97 Marlin LINE 


.JUSt SO YOU 
know it’s loaded! 





VERY MARLIN model you see here will come 
3 off the production line loaded . . . loaded 
with brand-new features . . . important, sell-on- 
sight features! 


Outdoor-minded men and shooters of all types 
will know about each model-improvement at the 
right time, through extensive advertising. They'll 
be checking their Marlin dealers’ racks for a look 
at graceful new BISHOP-STYLE STOCKS. . . hand- 
some, PROTECTIVE WOOD-FINISHES . . . NEWLY 
DESIGNED SIGHTS . . . SLING SWIVELS . . . NEW 
RECEIVER- AND BOLT-FINISHES . . . more advan- 
tageous proportions and weights for FASTER 
HANDLING, and many other refinements and 
additions. 


Again and again, as each improved model ap- 
pears, Marlin will be the name that’s seen— 
talked about—singled out. °57 will be Marlin’s 
biggest year, by far—so keep up with ail the 
changes, and keep your Marlins up front! 


The Marlin Pay-Later Plan is boosting Marlin sales 
all over the country. Make sure your community 
knows your store is a Pay-Later Plan headquarters! 
Use this coupon to get any additional material you need. 


MARLIN FIREARMS CO. 
P. O. Box 995, New York 17, N. Y. 


Please send me: 
The Marlin Pay-Later Plan Kit, with complete information. 
Pay-Later Plan window stickers 
Pay-Later Plan window streamers > (State How Many) 
Customer-application forms 

Name 


Company..... 


Address.... 





8-ez. can 


System gums, 


moisture 





and OUTBOARDS 
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ad Fie! system 


removes fuel 
varnish and 


Cleans Cearburesor 





The Saturday Evening 


POST 
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. and knows it! 
GUMOUT DIVISION 


Pennsylvania Refining Company 


2680 Lisbon Road, Cleveland 4, Ohio 
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dissolves the gum and varnish that chokes off the air and 
gas supply. Simply add GUMOUT to the fuel. There’ 


nothing like it! It cleans as the mower operates. 
Be prepared. Stock plenty of this fast selling, nationally 
advertised carburetor cleaner. Order from your jobber, 


nish deposits that were built up during last summer’s use, 
GUMOUT cleans carburetors quickly and effectively ... 


Every power mower is clogged up with the gum and var- 
last winter’s storage. These deposits mean trouble... 


starting, low power, poor performance. 


Every power mower owner needs help.. 
That’s what sells GUMOUT for you. 





(lot a Cine! s KD 


FOR REAL GARDEN SUPPLY VOLUME 


This is the line that'll add real PUSH to your Garden Supply Busi- 
ness! Better design, better made, better prices... it all adds up to 
more sales and more profits for you. For more information and 
prices ask your jobber. 


LAWN SWEEPERS & DUNHAM LAWN ROLLERS 


TWO MODELS 


20°’ Sweeping Width A variety of models to meet 
24°’ Sweeping Width the needs of Home Owner, 
ne Golf Courses, Large 


BIG BASKET CAPACITY Ae Estates, etc 
20°’ Model 5'/, Bushels | | 
24°’ Model 7'/, Bushels 


RUGGED all steel 


frame Fill with water or sand 


Heavy duty brush Drum edges are rounded 
Ball bearing brush reel = F 
Detiien tees | i fax Self cleaning adjustable 

ia a. scraper 

This is the finest lown sweeper you hi ; . 

can sell. It's built for easy ae a 4 Oilite bearings 

handling and long service life. Dn : a 

Everything about it is rugged, 

everything about it is modern. 


SEES Lawn an HOME AND GARDEN 


GREEN AERATORS WHEELBARROW 


¢ 


* BUILT RIGHT 


* The Best Aerator * PRICED RIGHT 
© E-Z does it push pull | ™ : mS — — ayes 
. ; . & Top quaiity 
borrow built for 
easy handling on 
* Big seller to — : gardening ond 
homeowners ——_ " cround the house 
jobs. Big 3'/2 cu. ft 
capacity, 18 gauge 
steel tray, 10” ball 
bearing wheel. Al! 
nuts and bolts 
cadmium plated. 


action 


Manufactured by 
OHIO MACHINE PRODUCTS, Inc. 


COLUMBUS, OHIO 


LAWN SPREADER 


This is it for seeding and Manufacturers of the Dunham Hand 

feeding : . F and Fairway Water-Weight Rollers 

e Rugged, heovy duty ; fi 2 —ne Te ee 
construction Exclusive Sales Agent 


ovsespetia JOHN H. GRAHAM & CO. INC. 


f p | ' 
or every lawn 105 Duane Street, New York 8, N. Y. 
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Theyre New!... 








burch Maestro 


Unlimited Color Range... Mixed 





® Only 11 Concentrated Colorants for 
Rubberized, Alkyd and Oil-base Paints 





VOLUME PAINT USERS SAVE TIME AND 
REDUCE COSTS THESE IMPORTANT WAYS 


1. Match and mix colors accurately right on the job. 


2. Concentrated tube colorants disperse speedily and thor- 
oughly in a matter of minutes. 


3. Only 11 tube colorants give you 300 MAESTRO COLORS— 
and many other tints and shades. 


4. You need only two tinting bases for each type of paint. 


5. These tube colorants can be used with high-quality 
rubberized, alkyd and oil-base Pittsburgh Paint tinting 
bases for interiors and exteriors. 





PITTSBURGH CONCENTRATED COLORANTS are available 
for use in tinting bases of these famous Pittsburgh Paints 


e WALLHIDE Rubberized Satin Finish” SUN-PROOF® House Paint 
Wall Paint SUN-PROOF Trim Paint 
e WALLHIDE® Alkyd-type Flat Wall Paint SHAKE & SHINGLE Paint 


e WALLHIDE Gloss Enamel CEMENTHIDE® Rubberized 
e SATINHIDE® Enamel Masonry Paint 
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They re Revolutionary! 





oneentrated Colorants 


in Minutes...in 5-Gallon Containers! 





Handy Color Deck for Painters and Deceraters | 


@ Pittsburgh makes this color deck available for painting con- 
tractors and decorators. It contains large chips of the hundreds 
of smart, modern Pittsburgh MAESTRO COLORS. 


PITTSBURGH PAINTS 


PAINTS e GLASS e CHEMICALS e BRUSHES e PLASTICS e FIBER GLASS 
Pitt S$ BUR O.H e 4 At 4 GLASS COMPANY 


GENERAL OFFICE, PITTSBURGH, PA. IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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everywhere 
you 
look.... 


nncO-Mat 


MOST BEAUTIFUL CAN OPENER MADE 


Smart dealers everywhere are ( 
cashing in on Can-O-Mat as the 
demand for America’s most OP . g - i a “PUL 
widely ad ivertised can opener (AS > > 4 y Z 4 | 

rt lik ildfi 'C: {ie + _ 4 /; = ” = * Guaranteed by ™ 
spreads e WI! ire a n- J pe oe q f ” P ‘ Good Housekee pin Q 
Q-Mat beauty sells on sight ‘i 2 4 — F Or 4s at 

‘ mam j ia Ee j Ady 10% 

—and Can-O-Mat “be- gama | a i a 
longs” in modern living. 7 I ee vee a = 
Si in malin Mitt tele _ xe) hCls . |e More than 51 MILLION Readers 
sanitary can opener. Cutter = i ill i | d | 
and magnet are removable for ii : Will See Rival Aas! 
easier cleaning. No levers...single 


easy-gilide handle plerces and opens any & Biggest Rival Campaign Yet— 


~~ 


size or shape can. Folds flat against : Setting Up Sales for You! 


1 ail whet il not In use. 


ns ) ? ? > ith owayv ec °c j ~ } . ° , : : ° 
In Dp ark] ing chrome W itn pay colors. Al: om , Get in touch with your distributor or write 
all-chrome and in the new “Copper Touch’’®, 


RIVAL MFG. CO., K Cit , Mi 
Can-O-Mat prices start at $3.98. GNSaS VI gd issouri 


Rival Mfg. C of Car M 


NATIONALLY ADVERTISED POWERFULLY MERCHANDISED 


Feature Cou-O-Mat during 


hardware week 
April 25-May 4 
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J&L Double-Drain WARE...n- new quality line 
Laundry Tubs that selis on sight* 


Housewives appreciate exclu- 
sive features of these work 
savers. No lifting or carrying 
—they are emptied through 
drain outlets to which 30-inch 
hose sections are attached with 
hook, stopper and chain. Avail- 


able in two styles, double or 
single, they are mounted on . 
sturdy stands with rollers. Jones & Laughlin 


STEEL ...a great name in steel 


J&L, a great name in galvanized ware, is easy to sell, lasts longer, priced 
right for faster turnover and higher profits. Stock the best ... sell the 
best ... the new J&L galvanized ware. 

Order J&L ware today from your hardware jobber. For detailed informa- 
tion or help in obtaining the Jones & Laughlin galvanized ware line, write 
direct to the Container Division, 405 Lexington Ave., New York 17, N. Y. 


Galvanized Ware Plants: Toledo, Ohio; and Atlanta, Georgia 
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Danny Sows How Your Sates 


— 


——_- — 


CAN 


Grow! 





Danny and his helpmate Dot 
Look over lawn and garden plot, 
Soon discover that they need 
Help in fighting pest and weed. 


They buy the brands they know best: 
Eind-o-Weed and End-o-Pest, 
From the makers of Vigoro! 

That’s how your sales and profits grow! 





End-o-Pest and End-o- 
Weed Products make 
your garden department 
complete 
Stock them—Display them 

Priced to give you a good 
profit. 
you fast turnover 


Promoted to give 





The BIG line for BIG p 


’ + hy 
| LAWN WEED 
| KILLER 


GARDENERS COUNT ON IT! 
Instant Vigoro Complete Water- 
Soluble Plant Food is ideal for 
house plants, transplanting and 
supplemental feedings of every- 
thing that grows—lawns included. 
Double-acting: feeds plants thru 
both leaves and roots. Benefits 
plants in matter of hours. 


End-o-Pest 
Rose Dust 


““Best,”’ say rose grow- 
ers. Controls all pests 
and diseases for which 
cures are known today. 
Easiest to use, most ef- 
fective. In handy re- 
fillable dust guns with 
refill cartridges and in 
20-0z. packages. 





End-o-Pest 
Garden Spray 


Contains Malathion for 
sure death for hard-to- 
kill insects that attack 
vegetables and orna- 
mentals. Easy to mix. 
Safe. Used throughout 
growing season. Avail- 
able in 2-oz. and 6-o0z. 
sizes. 





End-o-Weed 
Lawn Weed Killer 


Sure death for weeds. 
Doesn’t harm grass. 
Easy to use, especially 
with Side Spray that 
fits ordinary gallon jug. 
Available in 8-oz. and 
qt. cans. Special End- 
o-Weed for crabgrass 
and chickweed in 7-oz. 
and 22-o0z. cans. 


oe ee. oe 


— 


VATER SOLUBLE 





Vigoro, End-o-Pest and End-o-Weed are trademarks of Swift & Compony 





Yat RES 
Bis So apes 


rofits 


nr. ~ Stock and display these Vigoro Plant Foods too: vig 
a“ 

,~’ NVigoro Complete Rose Food * Special Vigoro for camellias and _ 
azaleas ® Vigoro plus Chlordane * Vigoro Complete Plant Food \ 
GOLDEN VIGORO COMPLETE LAWN FOOD 

See your local Vigoro Plant Food Representative or write 
SWIFT & COMPANY 


Plant Food Division © Chicago, Illinois 


= "= a _ 
— — se ae ae oe oe oe 


End-o-Pest 
Garden Dust 


Big repeat item. Used 
regularly to control all 
types of fruit and vege- 
table insects and dis- 
eases. Safe to use. Avail- 
able in applicator guns, 
refill cartridges and 2- 
lb. canisters. 





End-o-Pest 
Tree Spray 


Big seller, protects 
home owner’s favorite 
trees — evergreen, fruit 
and ornamental. Con- 
trols chewing and suck- 
ing insects and many 
fungus diseases. All 
purpose. Available in 1- 
lb. and 3-lb. canisters. 





End-o-Pest ARC 
Ant and Lawn 
Insect Control 


In two forms: Dust— 
available in 1-lb. and 4- 
lb. canisters, controls 
ants, grubs and other 
soil insects. Liquid 
form—in 6-oz. and pint 
bottles—controls 
household pests as well. 


—_ 
~ 


~ 


‘ 


_——_ 
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FIBERGLAS. you build sales of 


a, AIR-LITE 
@ WONT STAIR 

@ WONT BULGE 
@ WEVER WEEDS OWENS-CORNING 


—. eee | 
\ w Sone ant k | RB ER G LA = 
SCREENING 





WATER 





Look around you. Ever seen so many patios 
and porches under construction? Each of them 
represents a Screening sale in the hundreds of feet. 


More and more home-owners have been 
asking for AiR-LITE FIBERGLAS, the 
strongest, longest-lasting Screening made. 
It’s the easiest to work with, too, as our 
million-dollar advertising campaign 
has told them. 


hi 


Plastic llloven Products Ine. 


51 CAMDEN STREET @ PATERSON 17,N. J. 





. weavers of AIR-LITE Fiberglas © AIR-LITE Chair Webbing © AIR-LITE Furniture Cloth 
New NRHA-Approved Display Rack 


Thi Gentlemen: A4 
This compact new rack wraps up the customer 


; Please Rush full information on AIR-LITE FIBERGLAS Screening. 
and sells him for you. Yours for less than 

half mfrs. cost with initial order for 6 rolls Name 

of Air-LiTeE FIBERGLAS. Shipment is pre-paid. 





Store Name 





Extra—$16 Bonus 


Order rack and 6 rolls now and get an extra 
50 ft. roll of 26” Atr-LITE FIBERGLAS Screen- 
ing—a $16 retailer—absolutely Free. Contact 


ee right away or clip coupon for oe en 
etails. 


Street 





City 
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TWO NEW LATEX | 


GOLD BOND VELVET ENAMEL... 
A Semi-Gloss Enamel 
made with Latex! 


NOW — sell your Customers all of the easv-to-use ftea- 
tures they like in latex paints — in a tine quality Semi- 
Gloss Enamel. 


Gold Bond Velvet Latex Enamel, made by an exclusive 
Gold Bond formula, is the pertect companion product 
for famous Gold Bond Velvet. It ofters the same un- 
questioned quality, the same ease of application and 16 
matching colors. 

Velvet Latex Enamel dries to the touch 

in less than two hours; is thoroughly 

dry and washable in 24 hours. Write 

today tor complete information and 

color card. National Gypsum Com. 

pany, Dept. HA-47, Buffalo 2, N. Y. 

FREE —This eye-stopping, self-service 

“Wheelbarrow” display. Holds 12 pint 

cans, shows oft both flat and semi 

gloss sheen in 16 matching colors. 





VELVET 2: ENANE! 


FO ORK 
“KITCHEN, BATHROOM AND WOO?™ 


MADE WITH LATE* 


---ANO ONLY GOLO BONO 









PAINT PROOUCT?S 


GOLD BOND HYDRO-CHECK 
guarantees 
dry basements! 


NOW —from Gold Bond’s million dollar re- 
search laboratories comes Hydro-Check! This 











fabulous latex-base paint offers your customers 
an easy, one-product solution to damp wet base- 
ments. Just brush iton. Stops wet basements once 
and for all! Sold with a Money Back Guarantee. 


FREE —a compact, counter top display that sells 
tor you. With this Hydro-Check “Wishing Well” 


your Customers Can prove 





to themselves how Hydro- 
Check stops water. One of 
these do-it-yourself sales- 
makers display free with 
each order. Write today 

tor complete product in- 
formation. National Gyp- 
sum Co., Dept. HA-47. 
Buftalo 2, N.Y. 
















HYDRO -CHECK 


MADE witH LATE* 





HAS THEM! 












There’s a ‘“‘pot-o-gold” awaiting the dealer 
who keeps his Revere Ware prominently on 
display—on his counters and in his windows! 
That’s because, when on display, Revere 
Ware is an item that sells on sight... that 
keeps constantly on the move... and con- 
stantly brings ina high profit! Why be content 
with less, when it is so easy to have more 
profits? Keep your Revere Ware out in the open 
where it sells! Revere Copper and Brass Incor- 
porated, Rome, New York. 
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which one/helps to sell all ervght? 
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The) American|Rental Sander.%..no doubt about it! 


Think of it, the sale of up to eight or more items everytime you rent this nationally publicized sander! 





















The American profit-proved rental sander is the best salesman you can hire to step up your overall net profit 


a $1,000 or more a year! Complete plan is blueprinted for you 


in new 48-page book. Easy-to-use American Sanders are 








4° <2 — F 
, Fr * - ace aw P = » « ae . —_— r fe tiga a 
preferred by your customers and are backed by a five-year Ly S Be — shows how | 
4 . ervthing 
Maintenance Guarantee! Write now for your free copy +4 , And how $1.000 
‘ “xtra ivet fter 
of “*$1.000”’ Book. aN 
Nant 1 aieual TOOL RENTAL PROFIT DIVISION 
Dealers Happy with American: American Floor Machine Co., 522 So. St. Cloir St., Toledo 3, Ohio 
_“ Please rush me my free copy of your “$1,000 Extra Net Profit” book. Also send me 
NEWPORT NEWS - . « Switched full information on the following: 
to American in 1950... very [] Send me your big illustrated catalog giving all the buying facts on sander rentals. 
happy since change ... never {] The sander rental business is oll you say it is, but | want to make even more net 
realized rental machines could cost profit so rush me literature on your new all-purpose wet-dry rental vacuum! 
so little to maintain repairs [] Please send me prices on Super Speed sondpaper for my rental sanders. 





have been nil. Our profits from 
machines, paper, finishes wax are 


; € 
gratifying plus gaining new cus- ME K LCs AN 


[] More and more folks want floor seal—what's the story on American Pentra-Seal? 


[] Send me a free supply of your How-To Booklet on floor sanding so | won't have 
to spend time explaining to customers how to operate a sander. 




















a. Name 
tomers through our rental depart- L FeGOS BACHE CE . 
ment.”’ W. R. Johnson, Lee White nig 
Hardware 522 So. St. Clair St., Toledo 3, Ohio | Street ee 
City State 
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M-D_Vamelal WEATHER STRIP M-D 4a GARD AUTOMATIC 
FOR DOORS}, ae DOOR BOTTOM 


sa 
oF 
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AN DOWN snugly 
matically to against floor 
clear carpet to seal out 
easily when eunt 6 oe drafts when 
door opens. , door closes. 

Here's the perfect automatic door bottom and draft eliminator 
for ALL doors. Easily installed on right or left hand door. 
Smartly designed with silvery-satin finish—will -not rust or 
tarnish. Furnished in standard lengths—28", 2, 42” 
and 48”. Packed in individual cartons. 

@eeeeeaeaeaooaoeaooaoeeeoeoea eee eee ee2e2e2e2e2e2202000808080068 


M-D EXTRUDED ALUMINUM 
THRESHOLDS WITH Viny/ Insert 


M-D PACKAGED SETS FOR DOORS 


This complete package unit means easier handling for you 
. easier installation for your customers. M-D Numetal door 
sets are available with regular door bottoms or with threshold 
and exposed hook. 
@eecoeeceaeeee eee eoeaoeo eee ee2oceae2 eee eee eeee eee @ 









































This beautiful vinyl-type threshold is available in either 
Alacrome or Anodized Albras finish. Albras is a permanent 
brass finish color that will never tarnish—never needs polishing. 
Matches most solid brass hardware. Available 334° wide by 
¥,” or 1Vg”" high; 1'%,%" wide by 5%” high. 


M-D Extruded M-D Extruded 


DOOR BOTTOM HEAVY DUTY 
Extruded aluminum and felt DRIP CAP 


door bottom — in natural Extruded heavy duty drip 

finish or anodized satin, cap—in natural finish or 

bright or brass colors. anodized satin, bright or 
brass colors. 


dl 
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M-D CALKING & GLAZING COMPOUND 


~Na (ALK 


World's best calking compound 

available in loads, with or with- 

out nozzle ... hand squeeze Vn (AL 

tubes ...or Y pt., pt., qt. and CALKING 
gal. cans. Also 5-gal. and 55- Compoun 
gal. drums, gun or knife grade. = 


NWu-Glaze 


You can use and recommend 

this glazing compound with 

complete confidence that it ar ( 
always “stays put.’" Packed in BLAZING 
Y2 pt., pt., and qt. cans, 25 Ib., Ompoun 
50 Ib., 100 Ib., 880 Ib. drums, _—— 


MACKLANBURG-DUNCAN CO. 


P.O. BOX 1197 * OKLAHOMA CITY 1, OKLAHOMA 


m-p. Nametal 
DOOR BOTTOMS 


Made of extra thick wool felt and 
heavy gauge stainless steel, brass 
or aluminum. Standard lengths— 
28”, 30”, 32", 36", 42" and 48" 
—packaged 1 doz. same length to 
carton. Special lengths available. 











QUALITY BUILDING SPECIALTIES 
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M-D Adjustable Screen Door Grilles 


available in 3 everlasting finishes 





silvery-Satin 
ALACROME 


al g 
ae 





America’s most beautiful screen door grilles are 
available in three permanent, exciting finishes. 
Never rust, never tarnish, never dull. Now you 
can offer your customers screen door grilles that 
match your front door hardware. 


M-D PUSH GRILLE NO. 23 


Here's a beautiful new addition to the M-D line 
of grilles for every type of screen door—wood 
| wd or metal. It's M-D Push Grille No. 23 ...a 
| smart, graceful new style designed to give extra 
| Neds protection where it is needed most. 23” high for 


32” or 36” doors. 12 to a carton. 


























FITS-ALL No. 9 FITS-ALL No. & SCOSCHCHSSOSSSSSSHSSSEEESES SEE4 


M-D Push Grille 
No. 4 
A graceful push grille 
4” high for 32” or 
36” doors. 12 to 
carton. 














M-D Push Grille 
No. 6 


A handsome, low- 
priced push grille for 
aluminum or wood 
doors. 12 to carton. 











M-D MESH GRILLE 
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FITS-ALL No. FS FITS-ALL No. $6 FITS-ALL Nos. 1, 3, 4, 7 


~~. 


FITS-ALL grilles Nos. 1, 3, 4, 7 have an accordian like action that 


%, 
makes them instantly adjustable. Each comes packed 12 to carton. . 


~ 
‘ 
» < . 


“ tae Doss 


No. 1 adjusts from 16” to 30%” in width between stiles, and _— 


~ 
402” to 30%" high. — 


i 


No. 3 adjusts from 14” to 25” wide, and 25” to 32%” high. M-D Push Grille No. 15 


A graceful addition to any M-D Push Grille No. 16 
door—wood or metal—16” Made especially for combi- 
high for 32” or 36° doors. nation doors. 12 to carton. 
12 to carton, 


No. 4 For upper section of doors. Adjusts from 19%” to 33%” 
wide, and 20%" to 34” high. 


No. 7 adjusts from 14” to 26” wide, and 33%” to 26” high. 
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BUILDERS 


>pend 
For highes! quality and aepe ; 
i city D proc wes 
ot oid by ha iwar | ) _ @lcet= Toleleh a Your order shipP 
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ijeqgiers promptly 
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CHARGES ARE RECORDED AS EASILY AS cash sales on these Nationa! 
providing better protection for both cus- 


Charge-Posting Registers, 
tomer and store. 
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“Our ational Charge-Posting Check-Out System 
saves us °4,500 a year... 


pays for itself every 12 months ‘- —Kelly’s Hardware, Bellaire, Texas 


“Under our old method of handling 
credit sales we were compelled to turn 
away a lot of good charge business,’’ 
writes Mr. Earl Kelly, owner of 
Kelly’s Hardware. ‘Since investing 
in a National Charge-Posting Check- 
Out System, our sales have increased 
by 20%, and statements are ready in 
just one-third the time it used to take! 

“Our Nationals handle each charge 
sale as easily as a cash sale. The cus- 
tomer receives a printed, itemized 
receipt showing the total amount of 
sale, the previous balance owed and 
the new total. Simultaneously a record 
is printed on the customer’s account 
card retained in the store. This simple 


operation provides the customer with 
an immediate permanent record of 
the transaction and greatly facilitates 
our record-keeping. 

“All sales rung up are automati- 
cally classified by departments, 
making it easy to determine the re- 
sults of special promotions and to 
spot slow departments. 

‘‘We are so pleased with the splen- 
did results of our original investment 
that we have already equipped our 
other two stores with Nationals, too. 
One bookkeeper is now able to handle 
the details of all three stores. At a 
conservative estimate our National 
Charge-Posting Check-Out System 


THE NATIONAL CASH REGISTER COMPANY, Dayton9, Ohio 


989 OFFICES IN 94 COUNTRIES 
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saves us $4,300 a year— pays for itself 
every twelve months!” 

Why not streamline your hardware 
store operation? Greater profits can 
be yours through Nationals’ many 
time-and-money-saving advantages. 
For full details, call your nearby Na- 
tional representative today. He’s 
listed in the yellow pages of your 
phone book. 


*TRAOE MARK REG. U.S. PAT. OFF. 


CASH REGISTERS +» ADDING MACHINES 
ACCOUNTING MACHINES 
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[Today s brushes with improved TYNEX® nylon bristles 
mean better painting performance for the user 


More and more painters... professionals and do-it-yourselfers...are find- 
ing that in the bristles of a paintbrush, man has found a way to improve 
on nature. They realize that today’s quality brushes have TyNEx nylon 
bristles, which are tipped, flagged and of varying lengths to give the 
greatest possible paint pickup per dip and more area of paint coverage. 
Improvements like these enable the brush to release paint smoothly and 
evenly on any surface...result in a streak-free finish every time. 

The quality of TyNex nylon bristles has been proven in extensive 
laboratory tests. Your customers know that their over-all costs are less 
when they buy better-made brushes with TyNex nylon bristles. Benefit 
from the improvements in today’s brushes with TyNex nylon bristles by 
stocking a complete selection. 

TYNEX ts the registered trademark for Du Pont nylon bristles 


TYNEX® . 


nylon bristles 
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Great new idea for summer...change your lighting 
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INDOORS 


Beauty Tone™ Aqua for the look of cool 
comfort. This popular member of the 
famous Beauty Tone trio is decorator- 
styled, actually tones down warm colors, 
“air conditions” with light! 








OUTDOORS 


Westinghouse Bug-A-Way™ yellow bulbs. 
These amazing light bulbs reduce the an- 
noyance of insects for more comfortable 
outdoor living and shed a cheerful light 
on terraces, lawns, porches. 


TWO WESTINGHOUSE SALES BOOSTERS GET TOGETHER 


TO MAKE EXTRA SUMMERTIME PROFITS FOR YOU 


Here’s a great new concept in light bulb merchan- 
dising, originated by Westinghouse to give your sum- 
mertime light bulb business a two-way boost. West- 
inghouse Beauty Tone Aqua and Bug-A-Way 
bulbs are naturals to sell together and increase 
your hot-weather profits. Each has already estab- 
lished tremendous acceptance—and now with this 
new idea of “‘Light for more pleasant summertime 
living,’’ your customers will grab ’em by handfuls. 


you CAN BE SURE... 


And to make selling these bulbs together prac- 
tically automatic, Westinghouse will supply a 
colorful FREE MERCHANDISER when you 
order 1 case each of Beauty Tone Aqua and Bug- 
A-Way bulbs in 60 and 100 watts. Store banner, 
self-merchandising cases, card holders, too. 

Here’s a profit opportunity too good to pass up. 
Call your Westinghouse lamp distributor and order 
today. 


iF its Westinghouse 
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WATER SYSTEMS GUIDE 


How to build profits, traffie 


... promote water systems and plumbing lines 


by Kenneth A. Heale, feature editor 


Have you had your share of the surging interest in electric water systems 
and the stepped up demand for related plumbing merchandise and fixtures? 

Have you wondered why the usual steady demand for electric water systems 
has suddenly increased? Are you aware that the sale of electric water systems 
and related merchandise is becoming a more vital part of the hardware store’s 
line up of merchandise? 

Here, in brief, are the big reasons for this surging interest in electric water 
systems. 

The growth of suburbs is fantastic. Builders are moving out beyond the 
water main areas. They need more land, less expensive land, on which to build 
homes. Once beyond the water mains, home owners need water systems. 

Older farm and suburban homes are being remodeled. Today two or more 
bathrooms, modern kitchen sinks, automatic washing equipment are musts. 
Without these advantages an older home is hard to sell. The next owner mod- 
ernizes the water system immediately. 

Businesses of all kinds are moving out along the main highways beyond the 
water main area. Restaurants, gasoline stations, furniture stores, service es- 
tablishments, all kinds of store, are getting lower rent, better parking facilities, 
more display area for their investments out in the country. These businesses 
need electric water systems, related plumbing merchandise. 

This HARDWARE AGE Merchandising Guide for Water Systems and Plumbing 
Supplies will get vou started on sharing in this surging market. This Guide 
will show you how to use electric water systems to build continuous store 
trafic for your plumbing department. This Guide will show you how to sell 
related merchandise that carries an excellent mark up, with above-average 
turnover rates. 

May 1 begins National Water Systems Month. What happens then? Millions 
of dollars will be spent telling your customers what running water can do for 
them. Cash in on this program. Build profits for the rest of 1957, and get set 
for bigger promotions, traffic, and profits in 1958. 

How long has it been since you took a long look at the margins of profit, 
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America’s farms and beyond the water main suburbs are going modern in 
water installations and plumbing merchandise. An adequate water system 
is the first step in modernization. Here is your annual Water Systems 

Guide to help your promotions in selling the related plumbing lines market. 


turnover rates, average units sales, and tie-in sales potentials you get from a 
busy water systems department? 

You'll find that they are all above average. 

The minimum sale for a non-farm pumping unit alone runs around $1050. 
Your profit on this sale averages $50. Electric water pumps turn over 2 to 5 
times a year. 

This Water Systems Guide has two aims: 

(1) To make dealers aware of the greatly increased market that is becoming 
more important, and to urge them to tie-in with National Water Systems Month 
to get a bigger share of it—this market. 

(2) To guide dealers in selling methods, gaging the market, and making 
related sales that outstrip original purchases by hundreds of dollars. 


HOW TO USE RELATED SELLING TO BUILD PROFITS 


HARDWARE AGE, APRIL 11, 19 


Learn the running water story. Learn what it means to the lives of your 
customers. Sell them on new comfort, new safety and health, and the better 
way of life that electrically pumped running water brings. Sell modern living 
instead of items. 

You will soon find sales of $500 to $2000 commonplace in non-farm areas. 
Farmers will spend more, with $3000 a median figure for the basic needs to 
install running water to house and outbuildings. 

Related selling is the secret. A pump just gets the sales ball rolling. Sinks, 
heaters, washers, tubs, plumbing, and dozens of farm needs will spread add-on 
sales over a long period of time. But first, you have to sell the running water 
story. Running water is the stepping stone from frontier days to the jet age. 
It is up to you to create the desire for this better way of life. The rest of the 
sale will come naturally. 

Of every 10 pump prospects who enter your store, four are still pumping 
water by hand, or having it hauled in. The other six have running water under 
pressure. But the needs placed on their systems have made them outmoded. 

When you do these things, and this Guide shows you how, you develop a 
dealer-customer relationship that will bring you plus profits over the years. 

The rewards? 

Big-ticket sales. 

Profitable credit sales. 

Steady trafic for many other lines. 

Profit averaging 33 percent or better on all lines. 

A turnover rate in excess of the 2.15 national average for all lines in all 
hardware stores. 

When the 9th Annual Water Systems Month begins, magazine, billboard. 
newspaper, bus, and radio and TV ads will help you put across the running 
water story. The May campaign will be augmented by a new fall sales drive, 
Sept. 15 to Nov. 1. 

These campaigns are the work of the Electric Water Systems Council and 
the National Assn. of Domestic & Farm Pump Manufacturers. These selling 
programs that make your promotional job easier are the result of a full year 
of planning by the two groups. 
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Planning for those tie-in sales 





The pump is only the beginning. It brings to light a wholly new 
way of life for families who have lacked this convenience and its 


accessories. Dealers who gear their selling to a plan for credit 
in big-ticket items sell 5 to 10 times the price of the pumping unit 


alone 


Many customers who come to your store for 
the first time to examine pumps for conversion 
to running water have little knowledge of the 
wonderful changes about to take place in their 
way of life. 

Most of them have in mind a sink or two, a 
toilet, and maybe laundry tubs. But the ma- 
jority of them have not opened their eyes to 
the many work and time savers that are basic 
in most modern households. 

You must tread lightly when suggesting ex- 
pensive new items. You may scare away a live 
prospect who has set a low limit on how much 
he wants to spend. Sell him a pump, and the 
necessities he has in mind. The other things 
for functional, modern living on the farm or in 
the home will gradually fall into line. 

And you will get this heavy add-on business 
if you have gained the customer’s confidence 
from the beginning. 

If you have given him helpful advice to get 
him started, he will come back to you to buy 
again and again. He'll want more of the fix- 
tures, appliances, and improvements he and 
his family are suddenly learning that they 
cannot do without. 

There are several ways to insure business 
later on: 

(1) Soft sell. The man who is just con- 
verting to running water is probably not well- 
to-do. Don’t try to steer him to the most ex- 
pensive accessories. Show low to medium price 
lines. A long list of high priced items may kill 
a sale before it starts. (Continued on page 91) 
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VW Outbuildings on the farm 


Here are a typical farmer’s needs for outbuild- 
ings when he decides to convert to running 
water. Help him draw a plan of his buildings 
and grounds to estimate pipe lengths, connec- 
tions, number of faucets, and number of hy- 
drants. Then use this as your check list for in- 
terior fittings: 


(1) Pump—Deep or shallow well; piston, ejec- 
tor, or submersible type. 

(2) Milk house—Water heater, faucets, and 1 
in. galvanized or %4 in. copper pipe (hot and 
cold lines), and fittings. 

(3) Barn—Automatic drinking cups, faucets, 
cold water lines, and fittings. 

(4) Hog house—Automatic regulator for stock 
tanks, faucets, cold water lines, and fittings. 
(5) Shop—Faucets, cold water lines, and fit- 
tings. 

(6) Chicken house—Automatic regulator for 
stock tanks, faucets, cold water lines, and fit- 
tings. 

Garage—Faucets, cold water lines and fittings. 
Ground hydrants—Should be freeze-proof, sev- 
eral usually needed. 


Profit margins on big ticket items: to 50 per- 
cent. 


Profit margins on small items: to 100 percent. 
A $500 purchase of pump, lines, and fittings 
should give you a net margin of profit of from 


$150 to $250. Profit on installation and credit 
is extra. 
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(4) Hog house 








(6) Chicken house 
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Planning for tie-ins 





For the home 


It costs more than five times the price of the pump to fully 
modernize a home with running water. It costs nearly that 
much again for a hot water heating plant. Together, these 
items can cost more than $2000 for a five or six room house, 
plus installation costs 


Yc 
v7 . . . 
Fixtures and plumbing 


Item Typical retail 








1. Pump and tank .............§160 





2. Water softener .............. L100 
3. Water heater ................ 100 
4. Laundry tubs ................ 30 


>». Automatic washer ....... 













sink .............4-. 


Kitchen 














Dishwasher .................. 
8. Powder room lavatory ......... 40 | | 
wy 


9. Powder room toilet and seat.... 50 










a 
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10. Bath tub } — | —, 
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Total plumbing to connect 






Approximate total retail ... .$1380* 








Approximate average margin. .30% 


Sillcock 





Approximate net profit 





















high freight affects re-§ 












*Varies where 
tail prices. 











**Any profit on installation or credit is 
extra. 
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To out-buildings 
and garden 








Help a customer with his rough-ins 




















When you help a customer with problems such as 
roughing in a toilet, you save him time and mis- 
takes. Most toilets need 12 in. or more spacing 
from the center of the bowl outlet to the wall. Make 
a rough like the one pictured to guide the customer 
in his planning. 














oa 2” or more 
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The heating plant for this 
five or six room home will 
average $600-800 at retail. 
You will find that most 
homes that convert to run- 
ning water are in need of 
modern heat to replace old 
central plant units. Your 
profit on the complete unit 
will average $200-300, plus 
extras if you carry your own 
credit paper, and/or do 
your own installing. Some 
dealers sell heating plants 
from wholesaler's catalogs 
without ever actually stock- 
ing the merchandise. 











(2) Provide the means for the customer to ware to fit the item. Remember, making the sale 


buy. If your customer is on a budget, and most 
of them will be. this investment will be a big 
one. So be set up for credit. Have your own 
time pay plan, or a connection with a bank to 
handle your paper. Revolving credit is impor- 
tant in running water sales. Your customer 
can buy other items as he pays off the balance. 
Many dealers have started a revolving credit 
sale with a $500 purchase. In the following 
year or two the same account is added-to to 
the tune of more than $1000 without the need 
for refinancing. 

(3) Do the whole job. If you don’t handle 
your own installations, be set up to have the 
job done at once for the customer. Many a re- 
tailer has lost customers because he delivered 
some appliance, pump or fixture to a rural door- 
step far from mechanics, couplings, and hard- 


is only part of the job. The customer is not satis- 
fied until the item is plugged in and working as 
you said it would. 

(4) Be known for service. Lack of promised 
service loses more customers than any other 
weakness in merchandising big-ticket lines. 
Know your commitments for service on the 
items you sell. And be prepared to live up to 
them, cheerfully and quickly. If the free ser- 
vice period has expired, your customer still ex- 
pects you to handle the adjustment or repair 
for him. Dealers that make the most of service 
as a selling tool are banking sales Insurance 
for the future. 

As a rule, you are dealing with persons on a 
budget. Treat them right with help in planning 
advice in installation, credit and service. Don’t 
try to sell out the store on the first order. 





y < ° © ns 
Can you help plan a bathroom? 20" to 22 


—30"to 36“> 





>! 


When your customer shows you 
his dimensions for a bathroom or 
powder room, can you help him 
map in the essentials before mak- 


< 262" to 30° 


ing the sale? It is important to WATER CLOSET 


know maximum and minimum sizes 
of standard fixtures. Use figures 
in these drawings to help you 
plan bathroom layouts. 


2" 


12" to 2 


' 
—_>| 
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How pump makers promote 


sales at consumer level 


by John Hosford 
Executive Secretary 
National Association 
of Domestic & Farm 
Pump Manufacturers 





The ninth annual National Water Systems 
Month in May can be the biggest volume month 
in history for hardware dealers. 

Two powerful sales drives directed to farm- 
ers and non-farm rural residents will get these 
people to spend more dollars for better living. 

These are Better Your Living Month, spon- 
sored by Operation Home [mprovement (OHI), 
and Plumbing-Heating-Cooling Month, an in- 
dustry-wide effort. 

With National Water Systems Month and 
these two campaigns, homeowners will hear 
from all quarters about the advantages of 
water systems modernization. 

The stakes are high. OHI estimates that 
homeowners will invest $18 billion in remodel- 
ing and home improvements this year. This 
will be 20 percent more than the $15 billion 
spent in 1956. 

Modernization means more sales for hara- 
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ware dealers. A pump is the first step toward 
modern living for families without running 
water under pressure. Many farm families in 
all parts of the country will buy water systems 
this year. 

Many rural residents will buy new pumps to 
replace obsolete or inadequate capacity units. 
These replacement sales number at least 250,- 
000. These homeowners use water systems 12 
to 15 years old. They are hot sales prospects 
now. 

The farm market is big. If 10 percent of the 
farm market for pumps is sold this year, that 
would mean a quarter of a million pumps right 
there. 

Farmers have the money to spend for basic 
improvements like running water under pres- 
sure. Recent figures show farm cash income 
at nearly the $30 billion level. This is nearly 
$1 billion above the 1950 figure, nearly $8 bil- 
lion above 1945. This is almost 3.5 times as 
much as in 1940. 

Yes, farmers can afford to buy water sys- 
tems. But they have to be sold. 

In the residential field four important fac- 
tors are operating to the benefit of all those 
who sell electric water systems. These are: 

(1) Rising land costs, forcing builders to 
buy and develop lower-priced tracts out beyond 
the water mains. 

(2) Larger and higher-priced homes. 

(3) Better-equipped homes with more auto- 
matic appliances and basic utilities, like an 
automatic water system. 

(4) Increased use of well water for air- 
conditioning. 
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Will the decline in home building adversely 
affect pump sales? 

This could conceivably reduce the total num- 
ber of pumps sold. Sales of more higher-priced 
units should more than offset this decline. In 
other words, a quality builder market is de- 
veloping. 

The era of cheap money and easy financing 
is over for builders. Without this stimulus to 
quick sales, builders are concentrating on qual- 
ity homes to justify increased prices and stiffer 
financing terms. 

The result is a general upgrading of homes 
and the equipment built into them. Quality 
outweighs price as a determining factor in 
builders’ purchases for new home construction. 
Pumps are included in these purchases. 

What does this mean? You have a good 
opportunity to sell up and to boost your profits 
from unit sales. 

Pump manufacturers and cooperating power 
suppliers have issued an attractive and effecc- 
tive poster to help dealers “Sell running water 
first.” Display this poster by mid-April, to 
cash in on the full sales impact of National 
Water Systems Month in May. 

It is estimated that every water system sold 


makes a potential market of at least $750 or 
more in related home appliances. On the farm 
that pump sale can mean sales of from $3000 
to $5000 in water-using equipment to improve 
farming and increase profits. 

Display the National Water Systems Month 
poster in your store. 

Here are other things you can do to make a 
May pump promotion pay: 

Feature display other appliances with pumps. 
To stimulate related item sales, advertise. Use 
newspapers, radio and direct mail to the full 
extent your budget will allow. Check prospect 
lists. Pull leads from your service records. 

Schedule an open house in May. This event 
will familiarize prospects with your store, your 
pump lines and water-use appliances. Work 
closely with power suppliers, who can help you 
develop prospect lists for water systems and 
related items. 

The market for farm, residential and re- 
placement pump sales was never better. 

Make a strong tie-in with National Water 
Systems Month in May. You will benefit im- 
measurably from the two concurrent home im- 
provement programs of OHI and from Plumb- 
ing-Heating-Cooling Month. 


Your National Water Systems Month Official Poster 
Your pump distributor has free copies of this poster for you. It is a four-color job and measures 16 


x 25 in. You get an easel-type edition, same size, from your distributor at $1.95 per copy. For 
other promotional material write the association and your water systems manufacturer. 


THIS is NATIONAL WATER SYSTEMS MONTH! 


io. A 


BUY Pil A WATER (is PRESSURE 
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How to set-up yo 


| 
ur market 


Here is a plan to develop live prospects throughout your market area for 


water systems and plumbing supplies, along with information you'll need 


to sell these prospects 


What is your electric water systems market? 

Make personal calls on farm homes, non-farm 
homes and business places beyond the water 
mains. 

Check your power company and REA offices 
for addresses of properties without running 
water. 

Realtors, banks and mortgage companies can 
give you the addresses of good prospects. Your 
county agent can help you, too. 

Check your own sales and repair records for 
prospects. These records can give you the 
names of prospects for replacements or supple- 
mental units. 

Make a house-by-house check of any rural road 
in your trading area. This will give you a fairly 
good gage as to the sales potential for that sec- 
tion. Check all houses, farms and business 
places on both sides of the road. Make similar 
checks in other sections of the township. Do 
not skip any home because of its modest ap- 
pearance. 

Unless you check all homes in selected areas 
you run the risk of getting an inaccurate pic- 
ture. 

Use a large map of your territory to spot 
your prospects. That map should be complete. 
showing federal, state and county highways. 

Use colored pins to show your prospects. 

Pins of one color can show where there are 
obsolete water systems which should be re- 
placed. 
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Another color pin can show homes with elec- 
tricity but with no running water. 

Your prospect cards should show complete 
data about a home, farm or business place. 

Show acreage, number of employees, number 
of people living or working on property, type 
and number of stock. List the number, type and 
size of all buildings on the property, and their 
general condition. 

Use your prospect cards to build a mailing 
list. Send good prospects catalogs, direct mail 
pieces, and personal letters. 

When you sell and install a water system 
make a complete record of that job. Show data 
as to type and depth of well, and who drilled it. 
List types, age, make and capacity of water-use 
big-ticket items the customer owns. 

Here is a summary of your market program: 

(1) Uncover prospects through surveys of 
your market. 

(2) Pin point prospects on an area map so 
you can intensively go after these prospects. 

(3) Keep complete records of your calls, and 
sales, to have a backlog of information for sell- 
ing related plumbing and heating big-ticket 
items. 

A kit of sales helps is on the opposite page. 
Use it to develop your market. The kit shows 
you: your prospects; what their potential wa- 
ter requirements are; and how the purchases 
of water systems and related lines can be fi- 
nanced through government approved loans. 
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Your kit of sales 


Where your customers can make 
loans to pay for water systems 


Qualified borrowers can get a maximum loan 
of $3500 from a bank under Federal Housing 
Administration, Title 1, to buy a water system 
or its components. The system must be bought 
for use in an existing farm dwelling. 

A borrower gets up to five years to repay a 
Title 1 loan in excess of $600. He must repay a 
smaller loan in three years. The maximum fi- 
nancing charge is $5 per $100 per year. No 
down payment is required. Security is not 
usually required. 

A farmer granted a Title 1 loan for a water 
system can pay off part of it, then get an addi- 
tional loan for another pump. He cannot owe 
more than $3500 for the combined old and new 
loans. 

Individuals can get Farmers Home Adminis- 
tration loans for water development, conserva- 
tion and use. This could include the cost of an 
irrigation system. 

Individuals can get Farmers Home Adminis- 
tration loans for water development, etc., for 
as long as 20 years. The loans can be granted 
by the administration or by a financial institu- 
tion up to $25,000. When the administration 
makes the loan, security is required usually in 
the form of a second trust on real estate and 
on the water system. 

When the Farmers Home Administration 


tools to sell water systems 


makes the loan the borrower does not have to 
make any down payment. 

The Farmers Home Administration also of- 
fers a direct farm housing loan. The direct 
loan can cover water systems for either new or 
existing structures. 

When this type of loan is granted the bor- 
rower gets 33 years to repay the loan. He pays 
4 percent interest. These loans are secured by 
a mortagage on the farm, subject to prior liens, 
and such other security as the agency may find 
necessary. 





How to estimate water needs 


Use these figures in deciding what capacity 
water system to sell to your farmer customers 


Gallons per day 


URE. SNE TROUE «. v vic Sciceee ve ceceteure 50 
ee Se WES owe eee pee ueee ces 10 
ge eee ee 12 
ey Se OO OES a. c.o.5- 0d caw ebiceeee cen 25 
I I is a a ee ate eae aa 3 
NY: I I on bc cnn ccten caerbeawes 2 
Every 100 chickens need .............4... 6 
Emergency needs: 

Per: Ci ee Re ive a ein 4s a ce o ht SS 100 


For fire fighting, until firemen arrive, 500 gal- 
lons. 





Where to sell water systems 


Airports Fish hatcheries 
Amusement parks Florists 
Animal hospitals Fruit farms 
Bakeries Garages 

Banks 


Golf courses 


Barber and beauty shops Greenhouses 


Boarding houses 


Hospitals 
Boat yards tals 
Bottling works Institutions 
— : Kennels 
roe came Livestock farms 
pera Lodge halls 
Country clubs Nurseries 
Dairy farms Parks 
Dry cleaners Police stations 
Estates Poultry farms 
Factories Printing shops 
Filling stations Public buildings 
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Realtors 

Repair shops 
Refreshment stands 
Restaurants 
Roadside markets 
Schools 

Storage warehouses 
Stores 

Summer homes 
Summer theatres 
Super markets 
Tailor shops 
Taverns 

Theatres 

Trailer camps 
Tourist homes 
Truck farms 
Undertakers 
Vegetable farms 














HARDWARE AGE 


WATER SYSTEMS GUIDE 





24 tested promotions 


... to sell more electric water systems 


Do know water needs for people and livestock. 
Use estimate data in this Guide to show cus- 
tomers how much water they need daily for 
family and livestock use. 

Add at least 600 gallons per day above the 
needs of your family and stock for emergency 
needs. Allow 100 gallons per day for sickness 
and 500 gallons per hour to fight fire until fire- 
men arrive. 

>on 


Do know your water systems. Help customer 
select a pump to meet present and foreseeable 
needs for next 10 years. 

Advise customer why jet, reciprocating, or 
submersible type will best meet his needs. Re- 
member that shallow-well units are for use where 
low-water level is not greater than 22 ft. 


mat Tea 


Do sell labor savings to farmer. Show Mr. 
Farmer how running water decreases his labor 
costs, increases the weight of his cattle and 
poultry. Dairy cattle that drink all the water 
they want increase production 10 to 22 percent. 
Egg production can be increased 8 to 10 percent. 
Meat animals that get water when they want it, 
increase weight from 10 to 20 percent. 


i « — 


Do sell the comfort story to Mrs. Farmer. Mrs. 
Farmer is interested in lower farming costs be- 


96 


cause they mean more money for comforts for 
her family and herself. Show her how lower 
farming costs can help pay for modern bath, 
kitchen, and laundry equipment. Remind her 
that she walks 70 miles a year when she hauls 
water by hand and that she washes a full acre of 
dishes each year. 
mar FS 

Do tell the easier living story to younger 
people. The younger generation is interested in 
running water as a way to ease their daily chores. 


rma SS 


Do have service arrangements. If you cannot 
give 24-hour service with your own staff, be sure 
your customer can get help from some reliable 
firm. Know the service charges of these outside 
firms. Include in your service lists plumbers, 
electricians and well drillers. 


mA TSS 


Do sell the 5-year budget plan. Show your 
customer with limited funds how to set up a five- 
vear plan to install pump, water lines, and water 
use units. 

Suggest pump and rough plumbing for entire 
farm during first year, with water lines to cattle, 
poultry and farm buildings. The second year 
extend water to kitchen. Plan the first bathroom 
for the third year, with laundry for the fourth 
year. Suggest installation of powder room and 
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extra showers or bathrooms for the fifth year. 

For the non-farm home suggest pump and 
kitchen sink, plus rough plumbing for entire 
home. Schedule the first bathroom for the second 
year, a laundry for the third. An additional bath 
or powder room could be slated for fourth year. 
In the fifth year the plan might include extra 
showers. 

> ~~ 

Do offer planning service. Give free planning 
service on kitchen, bath, and laundry layouts. 
Be able to plan water systems for complete farms. 
Include in these plans pump location, drainage 
facilities, hydrants, water fixtures and show 
where water lines run. 

Include as much rough plumbing for later 
hook-ups as possible. 


mat OS 
Do give customer complete list of items needed. 
When you sell a pump and its installation, in- 
clude cost of pump, tank, pipe, fittings, and elec- 
tric work which you will provide, 


> 2 
Do have printed contracts. Use printed con- 
tracts with typewritten insertions to cover all 
details as to what you include in your contract. 
Show in your contract those parts of the job 
which could cost more because of conditions 
beyond your control. 


RAT Ta 
Do make check-back calls. These calls can fore- 
stall complaints. They can give you names of 
prospects for water-use equipment. At the time 
of the check-back your employee can make any 
needed minor adjustments. 
mA RSL 
Do know your water system loan plans. Have 
details of the loans local banks will grant on 
water systems. Know the facts about govern- 
ment agency guaranteed loans outlined in this 
(;ulde. 
mat T= 
Do make personal calls. Farmers like to have 
a man that can talk their language call on them 
to talk about pumps. 


mat TS 
Do have stand-by unit. It is important that 
your customer, whose pump needs to be removed 
for service, be able to get water while that unit 
is away. Keep a loan unit to meet this need. Do 
not make any charge for use of this unit. Tell 
your customer about this service when he buys 
his pump. 
> ~~ 
Do loan tools to do-it-yourself plumbers. Have 
at least one kit of installation and service tools 
for free use of do-it-yourself water system cus- 
tomers. 
se 
Do display pumps near big-ticket plumbing. 
Show kitchen, bath, and laundry equipment near 
your pump section. These displays help sell your 
customers that your store is headquarters for 
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running water and plumbing equipment. Have 
as much of this equipment hooked up for demon- 
stration as possible. 
mat a 
Do discuss big-ticket prices in privacy. You 
get a better chance to talk terms, other details, 
if your big-ticket sales are completed in privacy. 
If you have catalogs on pumps, and water-use 
units in your office, you may sell additional big- 
ticket equipment. 
mart Ta 
Don’t make contracts for service you do not 
give. If your service work is to be handled by an 
outside firm, have customer sign contract with 
that firm. Should you be a party to a contract 
which the outside service firm fails to fulfill, you 
put yourself in an awkward position. You may 
lose a good customer. Instead, check carefully 
with the service firm as to what it does for your 
customer. 
2 
Don’t be technical unless customer wants you 
to be. All customers want to know what running 
water will do for them. Be technical about the 
pump only if the customer wants it that way. A 
woman customer will be confused if you give 
technical data. She wants to know what the pump 
will do for her family, and at what cost. 
mA TS 
Don’t discourage time-payment sales. Unless 
you know that a customer is a poor credit risk, 
promote time-payment sales. Handle the pump 
sale right and you open the door to larger sales 
of complete bathrooms, laundries, kitchen instal- 
lations, also poultry and stock watering equip- 
ment. 
mA TS ay 
Don’t keep water system display hidden. Un- 
less a working unit is in good order, where all 
customers may see it and turn faucet on and off, 
it loses its value. Be sure, too, that the area in 
which display is used is clean at all times. 
mat 


Don’t sell pump without a bid for related sales. 
When you sell the pump, try to get the customer 
to buy pipe, electrical installation and materials 
from you. This starts that cycle of sales from 
which you make greater profits. 

mat TS 

Don’t sell pump without checking drainage fa- 
cilities. If you neglect to check the drainage fa- 
cilities when you sell a pump you may be asking 
for complaints. Show customers how to handle 
drainage problems and sell extra materials. 

> ¢ i 

Don’t install a pump unless water purity has 
been checked. A well should be checked for pur- 
ity and water hardness when the customer wants 
to buy a pump. If the quality of the water is 
poor, try to get the customer to seek another 
source. Suggest a water softener if water is 
hard. 





How to promote water systems 


Here is your 1957 calendar. Use it to set up a schedule 
for displays, personal selling, mail campaigns to meet 
the needs of your trade area 


April 15 


April 16 


April 17 


April 18 


April 22 


April 24 


April 26 


April 29 


April 30 


May 1-31 


June 1-30 


July 1-Sept. 14 


Sept. 15-Nov. 1 


Order your extra copies of National Water Systems Month posters and 
easel-type posters. Write for a copy of the circular, “Beyond the water 
mains, a guide to planning your modern water system.” 


Check your electric water systems inventory. Bring your stock up to date. 
Order at least one unit of each model you do not have in stock, but for 
which there is demand in your trading area. 


Talk to your local banker about financing plans for electric water systems 
and water-use equipment. Review guaranteed loan plans for water sys- 
tems as offered by Federal Housing Administration and Farmers Home 
Administration. 


Check local newspaper for advertising rates. Ask the editor what he will 
do to give you news stories tying in with the national campaign. Begin 
your survey to find water systems prospects in your trading area. Plan 
your window and in-store displays for National Water Systems Month. 


Install an operating electric water system in your store window. 


Send direct material to all water systems prospects. Include a copy of 
“Beyond the water mains” in your mailings with circulars on specific makes 
of pumps. 


Conclude your survey to locate prospects for new installations, replace- 
ments, supplemental units or lawn sprinkler kits. 


Start phone and personal calls on water systems prospects. 


Install tie-in water systems displays at banks, REA offices and utility 
companies. 


Intensify your newspaper advertising. Use spot radio announcements. 
Continue personal contacts with prospects. 


Continue use of your working unit display in the store or in a window. 
Send letters and circulars on water systems and water-use items to good 
prospects. 


Intensify your warm weather campaigning on water systems. Be sure that 
working unit is used in a window or in the store. 


Tie in with association’s fall promotion aimed at farm trade. The theme 
of that promotion will be “Make farm water pay—get a modern pump 
today.” The fall campaign’s aim will be to sell replacement systems, auxil- 
iary units for irrigation and for greater fire protection. 





What does it take to make 


a hardware store salesman? 


This is the first of three articles in a Store Owner’s Management Guidance 
Series. The qualities that make up a successful hardware store salesman, 
plus tips on opening and closing sales, are taken up in this first article. 
You can use this article for discussion in your sales meetings. Read the 
questions, and ask your salesmen to give their own answers. Or, discuss 
the questions and answers, and ask salesmen to rate themselves with the 
answers given in the article. The other articles will take up how to handle 
objections customers raise to buying, and some major obstacles confronting 


dealers today. 


Part | 
by Irving Sherman 


Question: 


Does a certain amount of formal education help 
to make a successful retail hardware salesman? 


Answer: 


No. A knack for merchandising and knowledge of 
good business principles are the big needs for suc- 
cess in hardware retailing. 

Formal education, training, and a broad general 
experience are helpful, but these alone are not 
enough. 

You must like to meet and talk to people. You 
must have the knack to succeed. 


HARDWARE AGE, APRIL 11, 1957 


Question: 


Do former wholesale salesmen make the best 
hardware store salesmen? 


Answer: 


A single quality or background in itself will not 
make a successful retail salesman. Instead, a com- 
bination of aptitudes is what does the trick. 

For instance, a wholesaler’s experience is concen- 
trated on moving volumes of goods to specialists 
(retailers). But, a dealer must sell his lines to a 
fickle public against mighty tough competition. 

Here is the point where the person’s knack for 


the business must take over, regardless of back- 
ground. 


Question: 


How aggressive should a salesman be in merchan- 
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What does it take to make a hardware store salesman? 








dising and in his dealings with retail customers? 


Answer: 

Here, aggressiveness means initiative. 

The salesman must have selling ideas and be will- 
ing to try them. In customer contacts, for instance, 
an undecided, wishy-washy shopper compels fast 
action. Otherwise, this customer will fritter away 
valuable time. 


But, beware! Don’t misread the hesitancy of some 


shoppers. They may only be deciding which to buy 
rather than if to buy. Misplaced aggression in the 
form of a wrong word here could be dynamite, a lost 
sale and a permanently lost customer. 

Weigh your ideas carefully and use tact in cus- 
tomer contacts. But, get positive. Make things hap- 
pen in the store. Your initiative will make the cash 
register hum. 


Question: 

Advice is given to show initiative but not to be 
too aggressive in customer contacts. Where does 
initiative leave off and aggressiveness begin? 


Answer: 


If a salesman has initiative, he masters all situa- 
tions in customer contacts. He impresses the cus- 
tomer with his authority on merchandise. For each 
negative point advanced by the customer he has a 
positive answer. 

Mistaken notions about an item must be corrected. 
The salesman doesn’t argue to do this. He proves 
his points. He handles his customer, the customer 
doesn’t handle him. 

Thus, in using initiative and real salesmanship, 
the salesman employs tact, courtesy, and considera- 
tion. 

Aggressiveness includes none of these. It is 
merely an attempt to beat down the customer with a 
loud voice or other bullying tactics. Just being 
aggressive loses sales and customers. 
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(Continued) 


Question: 
What is the best way to open a sales talk? 


Answer: 

Your first objective is to find out the customer’s 
needs. To do this, wait until the customer has con- 
centrated on some merchandise and then comment 
favorably on it. This should give you a chance to 
learn the customer’s problem. 

Another opening is to mention the arrival of new 
merchandise that may interest the prospect. 

The sales opening must be in keeping with the 
apparent interest of the shopper and also his needs, 
the type of person he is and whether he is just a 
visitor or an interested shopper. 


Question: 


What is the best way to close a sale? 


Answer: 

One theory is that, if the opening is well managed 
the closing comes automatically. Whether this is 
true or not, closings often require their own tech- 
niques. 

A good closing gives the customer a choice. 

“Would you like it wrapped, or shall I send it?” 

“Do you prefer the small or the large size?” 

Questions, such as these, take the customer’s mind 
off the problem of whether or not to buy now. The 
customer is given a new decision to make. 

Enumerating values of items will tend to over- 
shadow customer objections to them. If objections 
persist they should be eliminated as fast as possible. 

Several opportunities arise to close during a 
transaction. The trick is to recognize one early. A 
chances missed means that each succeeding chance 
will be tougher to come by. This can cause a previ- 
ously interested customer to walk out empty handed. 


Editor’s Note: The next article in this series will take 
up the handling of customer objections to buying in 
your store. The questions and answers in this article 
are useful to both the store owner and to salesmen. 
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Want a theme for a sale? 


Here’s one dealer's suggestion .. . 


88 years and 8&¢ pricing caught the fancy of customers 
... and Guenther Hardware was never busier 


If you are scratching your head in search for a sale 
theme that will be different this year, take a page out 
of the book of Guenther Hardware Co. 

This Owensboro, Ky., store recently turned 88 years 
of age. 

Now 88 is a sort of odd figure. But it’s one you 
remember easily. And Guenther turned it into a sales 
gold mine. 

Is your store 11 years old? 33? or 271%? 

No matter what its age, you can put a dollar and 
cents mark next to that figure and have the basis for 
an unusual sale. And you don’t have to have a newly 
remodeled store to do it in. 

Guenther Hardware was remodeled . . . from stem 
to stern. But chances are its big 88¢ sale would have 
been highly profitable, even if it still looked like its 
rustic 1868 forerunner. 


Of course, there are many advantages to running 


Items are easy to get at on department- 
marked counters. Wide aisles invite family 


shopping trips. 
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(continued) 


YOU are cordially invited to attend 


r Hardware Company s 
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PRICES HAVE BEEN SLASHED! 





a sale in a remodeled store. Here are some of 
Guenther’s benefits: 


1. Room for more stock and more customers. Four- 
decked islands hold many times the stock of old glass 
or wood paneled box fixtures. They give a clean sweep 
look to wide aisles. Stocks look better, too. There’s 
ease of handling, marking, moving, and buying. 


2. Wall-to-wall and ceiling-to-floor perforated panel- 
ing makes every inch of wasted space a premium dis- 
play spot. No more pull-out or sliding door panels 
with samples nailed or wired down. Each item sample 
is showcased by soft diffused light, and highlighted 
by pastel-tinted backdrops of perforated paneling. 


3. Fast shopping is encouraged by straight-line 
modern floor layout, and easy-to-get-at, clearly marked 
stock. Customers in a hurry help themselves and rush 
through the check out station. Customers in need of 
sales advice get it quickly. Eash counter carries an 
identification number and list of items displayed. 
Check out stations flank front and rear entrances. 


4. Parking was a headache, even with the horse 
and buggy. Guenther’s lot holds nearly 50 cars just 
behind the main store. This is traffic insurance, and 
a modern improvement that is fast becoming a must. 


From the smallest to the largest 


Manager Walter F. Davis lead the modernization 
program of Guenther Hardware. Then he conceived 
the idea of making the most of the store’s 88 years 
by putting 88’s on his price tags and in his adver- 
tising. 

Every item, from 9¢ to $895.95, that could be con- 
ceivably rounded off to end in 8¢ or 88¢ or $8.88 was 
trimmed a little in price. These little shavings didn’t 
hurt profit more than a fraction. 

But they did stir up faster turnover which more 
than covered slight markdowns. The 88 figure became 
the theme for the reopening celebration. Full page 
ads said: “88 years,” and kept the figure ringing with 
almost 100 percent 88¢ pricing on every item, from 
chalk lines to power corn pickers. 
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DRAWING FOR GRAND PRIZES - SATURDAY 4 P. M. | ° “w= 


© Copper Tone 
Fintshi 


© Kitchen Tested! 
® Flever Tested! 


DRAWING EACH DAY OF SALE! 


REGISTRATION FOR ADULTS ONLY! 


$938 





CONVENIENT PARKING AT REAR OF STORE! 


DRIVE-IN BETWEEN 2nd and 3rd ON ST. ELIZABETH 
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% Door Prizes! Special Low Prices! YOU SAVE AT THE FARM STORE, TOO! 
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3 And 
as EG) OT Pe 88: 
ANNIVERSARY 
CELEBRATION 
FREE Further traffic insurance was added with free door NIENT 
GIFTS prizes totaling over $2000. There were demonstra- 
: tions, free gifts, and night openings. But the magic KING 
ee that kept traffic at peak was the 8&8. OF STORE! 
- ; . ) @ BRD ON ST. MLIZABETH 
) Some sample prices: 
Farin e 9¢ flashlight batteries, 8¢. LARGE 
© Complete With Hoist White house paint (name-brand) $3.88 a gallon. ; Funnel 
wagers A $2.75 lunch kit, $2.28. Strainer 
SALE s 
PRICE 





A $22.05 rifle, $16.88. 48: 
Work gloves, 18¢. y 


— AE, 417 W. Ind 
A canister-type vacuum cleaner, $38.88. 


GRAIN Folding carpenters’ rules, 58¢. \OOFING 
Quelity 


—FARM STOR 








$4.00 SAL on t have just another sale $a88 
VALUE PRIC New customers flocked to Guenther’s. Old customers ily 
—FARM STOR found preferred lines easier to find and test in new “417 W. and 








surroundings. The remodeling was an all-around 


success. MS FA 
Instead of just another opening event, remodeling seainen eunaieain 


sale, or fall sale, Guenther’s had the kind of traffic 
dealers dream about. You can stimulate this kind of BLE! 
sales action in your own store. You need a theme, el he tee 
and you need to advertise it. 
There is nothing new about loading a counter with SEE US 
assorted items at a take-your-pick price. It is a widely FOR 
used promotional gimmick in every type of retail COMPLETE 
store. Guenther used this thinking in grand fashion. WELL 


It capitalized on a tested idea by making the most of 
: SUPPLIES! 






















Promote specials people recognize 


Want a theme for a truly exciting and prontable 
sale? Pin your theme on an unusual price, whether or 
not it coincides with the actual age of your store. 

The aim of most advertising is to get attention. 
An unusual price does this. Use 7s, 3s, or 8s. But use 
enough of them on recognized values to make it count. 

And advertise your specials so that your town will 
A etrlig hy tate know you are running a sale. 














When your customers see a $9.95 hammer or gar- 
bage can advertised in your store for $3.88 or $3.77, 
Heats Up To 4 R they will be stimulated to buy. Your slight markdown 
Reg. $ may double or triple your turnover rate. And that’s 
$129.95 : 
where the profit is. ® End 
— PLUS — 
50 GALLONS 
FREE OIL! 

















omenanenel WATER SYSTEMS 


Guenther Hardware Company 


Regular Store Hours Will Be From 7:30 A.M. ToS P.M. 224 FREDERICA STREET OPEN FRIDAY NIGHTS ‘TIL 8:30! 
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Sales builders 





It’s the extras that build 


siftwares profits 


How a wide selection shown on two floors provides more ideas 


for gift buyers. Extra services promote word-of-mouth advertising 


Do you find that your first-floor display of gift- 
wares and other housewares is too crowded to pro- 
vide the proper sales setting? Have you ever given 
thought to breaking that section into two depart- 
ments with one on another floor? 

Do you wrap giftwares purchases in a distinctive 
package that pleases the buyer, the recipient and 
also advertises your store? 


Firm says its thank you 


When a woman buys a gift at your store, do you 
ever give her a little inexpensive thank-you gift for 
herself? 

At the Harrison & Gould, Inc., hardware store in 
Milford, Conn., these policies have been found to be 
profit makers. 

The first-floor housewares and giftwares sections 
of the store were so bulging with neat displays that 
the firm decided to break the department into two 
units. A second-floor Gift Mart was created to fea- 
ture gift items for special occasions. Dinnerware, 
housewares, glassware, stationery, fountain pens and 
utility type housewares were kept on the main floor. 


Creation of the Gift Mart resulted in much word- 


104 





of-mouth advertising, and encouraged more custom- 
ers to shop in the first-floor display area, and then 
go to the second-floor department. 

Every gift purchase is placed in a distinctive plum 
colored bag with gold lettering with the firm name 
and address and a sketch showing a woman in 
colonial costume looking at a display labelled gifts. 
The firm’s slogan, “we supply hardware to build your 
home and housewares to equip it” is included on the 
bag. 

For larger and more fragile gifts, a specially de- 
signed gift box is provided. 

A small charge is made for wrapping gifts which 
cost up to $3. For gifts having a higher price no 
wrapping charge is made. Thus the customer who 
spends more money gets a plus value in the special 
wrap. 

The housewares and gift department customer 
often finds herself getting little gifts from the firm 
as she comes to the store. One time it may be a small 
note pad which she can carry in her purse. The cover 
carries the store’s name, address and a line of copy 
saying that it is Milford’s Shopping Center. 

At another time she may find a few pencils in the 
package, carrying the store name. Then again the 
gift may be a good quality nail clipper. All these 
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Window trim in hardware store (above) ad- 
vertises giftwares and attracts pedestrian 
traffic to second floor giftwares department 
shown at right. 


items are purchased in large quantities which bring 
the per item cost down very low. Customers really 
appreciate these little gifts and talk about them. The 
cost is charged to advertising. 


Notes sent on post cards 


When Mr. Harrison or a member of the staff has 
occasion to send a note to a customer or prospect, a 
picture photo card is used. The postals have a pic- 
ture of the store front, or two or three views of 
merchandise departments. Postcards like this are 
noticed by customers and have high advertising 
value. 

A neat desk in the first-floor gift department where 
customers can address cards is covered with a plas- 
tic material which often attracts the attention of 
many customers as they write cards. The material 
is displayed nearby, so that clerks can quickly show 
it to interested customers. 

A greeting card department in the store, estab- 
lished some years ago, has grown steadily until it 
is now 35 ft long. It has one of the largest stock of 
greeting cards in Milford, a fact which helps boost 
the first-floor traffic. The adjacent housewares and 
gift sections benefit from this heavy greeting card 
traffic. 

Signs on the first floor, too, advise customers that 
the store has a second-floor Gift Mart. 
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Stationery, lamps, wicker baskets and other items 
are stocked on attractive islands near the front of 
the first floor. The islands are 2 ft wide wita rounded 
corners and 10 ft long. They were made locally and 
have served well for many years. A group of other 
first-floor islands are 5x10-ft units with square cor- 
ners. 


The store has a well-stocked fountain pen and 
pencil showcase. Sales of pens, stationery and greet- 
ing cards tie in very well, reports the management. 
Distinctive stickers are placed on each gift package, 
which takes the advertising of this department into 
many homes in the area. © End 
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Store revamped 


Eye-catcher display unit just inside store window 
built by sales clerks. 


—sales go up 29% 


For more than 30 years the Red- 
wood City (Calif.) Hardware Co. 
has occupied the same quarters at 
2615 Broadway. But if you visited 
the store three years ago and came 
back again today you wouldn’t rec- 
ognize it. 

The owners, W. E. Ayer and 
A. G. Keney, are equally amazed 
at the changes in the profit and 
loss statements. Overall volume 
has increased more than 25 per- 
cent since the changes were made. 

The remodeling program began 
in 1953 and was finished early in 
1955 at cost of $6,500. The major 
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California store pushed up its volume after two-year 
project was finished. New setup features giftwares 
and other feminine lines in front-of-store displays 


appliance department, which ran 
most of the length of one wall, 
was eliminated. The partners 
thought that they would suffer a 
drop in gross sales. They were 
surprised when they made a gain. 

The old fixtures which filled the 
75 ft square interior were dis- 
carded or rebuilt. Aisles as nar- 
row as two feet were broadened to 
a minimum of five feet. More cus- 
tomers browse in the store. They 


buy more impulse items. 


An open front storage balcony 
at the rear, was enclosed and cov- 
ered with yellow and green wall- 


paper with bamboo motif. The 
colors set the pattern for the rest 
of the store and fixtures. 

Clarence Terry, who describes 
himself as just a clerk, sparked 
the entire project. He was aided 
by Nick Greco, another sales clerk. 
Mr. Terry built many of the fix- 
tures in off-duty hours at his 
home; others he and Mr. Greco 
built right in the store. 

They closed off only one aisle 
at a time, and that only when nec- 
essary, so that the store was open 
during the entire change period. 

Fixtures were built in five-foot 

(Continued on page 110) 
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MR. HARDY WARE 


=) IF ONLY THE BOY KNEW 
)) (MORE ABOUT PLUMBING... 
7\(MAYBE A PLUMB SHOP® 


\" MERCHANDISER 











IS THE 


; ANSWER... 
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THE PLUMBING 


_ (veer. SURE IS SLOW— 
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CUSTOMER 
NOW... ILL 
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BOY, DO YOU CARRY P/PE? 
TRY TH’ TOBACCO STORE! ) 




























NO, NO! Y'KNOW 
WHAT A PLUMBING {a 
JOINT LOOKS LIKE? a | 


NO CRACKS ABOUT 
TH’ STORE, BUD! 
Gp 














YOU DONT UNDER- 
STAND — / NEED 
A FITTING! 


I'LL SAY! 
THAT SUIT LOOKS 
LIKE YA’ SLEPT... 





THAT DOES 
IT—ITS 


FOR ME! 



















-»eAND HOW \ fehl ee 
TO INSTALL 





LATER 

| LIKE TH WAY 

IT TELLS WHAT 
SUPPLIES TO BUY... 















—_ 
THAN ae 







EVERY ITEM 
IS MARKED 

WITH PRICE, 
PART NO. AND 






PLUMB SHOP TH 
PLUMBING DEPT. 


IS SURE HUMMIN 
Lowy) 
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f PLUMB SHOP MERCHAN- 
DISER “RACKS” ALi THE 
FLEXIBLE SUPPLIES, VALVES 
AND FITTINGS NECESSARY FOR 
WATER SUPPLY HOOKUP 
TO SINK, BASIN'N’ TOILET. 


Please send the following: 
[] Free Explanatory Folder 
[] Merchandiser #100 (327 piece assortment) ......cceccceccceees $110.19 
[] Merchandiser #200 (122 piece assortment) ......66+sceeececeees $46.87 















Name (please print) 

Address 

City State 
Wholesaler 














(Do not send payment. Wholesaler will invoice you.) 


PLUMB SHOP 1341 TEMPLE - DETROIT 1, MICH. 
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Bright, gleaming 
finish from 
tip to top! 


















From point 
to threads, 
one steel forging! 






‘> 





Even the 
threads are 
galvanized! 


S 
‘ 
- 


On the shelf 

or in the ground, 
they stay new 
longer! 





Your customers prefer the advantages 
of Clayton Mark Well Points ...and now 
CHROMATE keeps them new-looking longer 


and — 


Now—thanks to the Clayton Mark Chromate 
process—you can sell well points that look as 
good as they are’ Clayton Mark Chromated 
Well Points resist rust and corrosion—the dam- 
aging effects of condensation and electrolysis— 
many times longer than unprotected points. 
And this wonderful protection lasts and lasts, 
even after the point is in the ground. 

This is another BIG well point FIRST for 
Clayton Mark! First to make well points .. . 
first with forged steel well points . . . first with 
one-piece well points . . . and now first with 









the bright, long-lasting protection of Chromate 
—the protective film that retards corrosion! 

Even the threads are galvanized, so Clayton 
Mark Well Points are easier to assemble and 
use. No messy greases to contend with. And 
Clayton Mark Well Points have a forged steel 
body from tip to threads; they’re stronger, and 
it’s easier to drive them straight and true. 

You sell the best when you sell Clayton 
Mark. So be sure to get the well points that 
LOOK better—because they ARE better—they 
WORK better—and they SELL better! 


The GREATEST name in water! 


on Samer, 





CLAYTON MARK & COMPANY 
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YTON MARK 


the ONLY well point 
that has EVERYTHI 


-z,and it costs 
no more! 


Octagonal forged 
driving point means 
Straight driving 
every time! 


Rectangular 
holes in body 
give full 
water flow ! 


cM 














1900 DEMPSTER STREET EVANSTON, 
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Store is revamped; 


sales go up 25 percent 
(Continued from page 106) 


units, so that plywood could be or- 
dered in 10-ft sheets and needed 
only a single cut. Fixtures were 
built to display maximum mer- 
chandise in the least space. The 
old fixtures were mostly flat and 
wide tables. 

One of the first major changes 
was a great increase in the level 
of illumination. The entire store 
was formerly lighted by six 300- 
watt bulbs on the 16-ft ceiling. 
Now there are 320 linear feet of 
fluorescent tubing. Adjustable 
spotlights add to the level of light. 

Display window backs were re- 
moved to make a_ visual-front 
store. This lets passersby look 
into the display room. 

Seventy-five percent more mer- 
chandise is now displayed. Items 
that were formerly stored in the 
back room or on the balcony are 
now shown in sample or mass dis- 
play sections. 


Tool volume boosted 


The tool department has shown 
a good sales increase since the 
changes were made. 

Mr. Terry says, “We’re selling 
more tools than we did before. 
Here’s why: Previously, hand tools 
were displayed in closed cabinets 
which projected four feet from a 
side wall out into the aisle. A 
sampling of tools was shown on 
the cabinet doors, but it failed to 
even hint at the total stock. 

“Now there is a solid 50-ft row 
of hand tools, more than twice the 
old stock, on open display in half 
the space. Tool volume has risen 
20 percent. A carpenter dropped 
in to buy a hammer. Tempted by 
the wide display of tools, he 
bought a $38 order.” 


The garden tool section, occu- 
ples 16 linear feet just inside one 
of the two sets of front doors. This 
is a new department. These lines 
were stocked, but were kept out of 
sight in a back room. Since this 
stock was brought out in the open, 
sales have increased at least 40 
percent in these lines. Garden 
pesticides and related lines have 
chalked up a 40 percent or better 


(Continued on page 126) 






























Clarance Terry selects a handle 
from stock kept in rack built into 
the back room. 
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Small table near paint service 
counter, left, shows house paint 


in warm months, repair items in 


other seasons. 


< 


or W.E. Ayer, right, with customer at new cash-wrap table. 


hiss ; : 
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TYPE PE-A v-112 hp. Facemount 
design NEW NEMA type motor. Com- 
pact, efficient, shaft seal equipped. 


TYPE BSP 34 hp. Close coupled, 


you just can’t beat 
the Line that’s Complete 











TYPE PE-200 2, 3, 5, 7% hp. Eco- 


nomical, compact. Facemount design. 
Versatile, good looking. 


lade: ESP V2, %, 1 hp. Facemount 








selfpriming pump. Excellently suited 


design. ideal for swimming pools. 
to high capacity pumping. 


Versatile, shaft seal equipped. 


Types, sizes, models for 


every need on every job! 
PEERLESS GENERAL PURPOSE /. 


They all have built-in quality,—_that’s Peerless craftsmanship. They all 
have excellent performance ratings,—that’s Peerless efficiency. They all 
have remarkably trouble-free operating records,—that’s Peerless depend- 
ability. They all are quality engineered, reasonably priced,—that’s Peer- 
less economy. And all are quickly available from two big factories,— 
that’s Peerless service. Get the facts today. 


PEERLESS PUMP DIVISION 
FOOD MACHINERY AND CHEMICAL CORPORATION 
Factories: Los Angeles 31, California and Indianapolis 8, Indiana 


PEERLESS PUMP DIVISION 


TYPE PN V4, V3, V2 hp. For low 


head pumping. Shaft seal equipped. 
New facemount NEMA type motor. 


TYPE CP & TCP Vertical flanged 


suction pump. Open or explosion-proof 
motors. 1/4 to 7/2 hp. Excellent ratings. 




































AD 
FOOD MACHINERY AND CHEMICAL CORPORATION 
2005 Northwestern Avenue, Indianapolis 8, Ind. 
or 301 West Avenue 26, to 65 gpm to 110 ft. 
Los Angeles 31, California. 
Please send bulletins on pumps ’ 
vce Py in at to 190 gpm to 140 ft 
[] Type PEA [] Type PE 200 [] Type PN 
CO Type BSP C Type ESP C] Type CP to 60 gpm to 30 ft. 
[} Complete Line 

Name_____ ee: Jig ae to78 gpm to 55 ft. 
Compeny_.._ 

m to 50 ft. 
Address to 69 gP 
~ “ ae to 250 gpm to 100 ft. 
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Take to the boats... 


it pays off 


This Rhode Island firm makes money from 


outboards and parts. Here is how it does it 


An outboard motor department can make high These six things help C. L. Durfee Hardware 
volume and profit. Store in Cranston, R.I., make a profit in outboard 
Here are six ways to put that section in the motors and parts. 
profit-maker class: This department began growing nine years 
1-Feature nationally advertised brands. ago. Clarence L. Durfee, and his son, Raymond 
2-Show complete line in your store. M., made this section active by moving it from 
3-Offer a large stock of parts. cramped street floor space to the second floor. 
4-Provide fast repair service. Outboard motors and parts occupy space 18x22-ft 
5-Employ salesmen who know motors. in the selling season. 
6-Advertise the department. The firm displays 12 different outboard motors 


Robert W. Miller, who manages sales of motors, power tools and lawn mowers. He selects outboard motor parts from 
stock drawers. 


» 
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Announcing... 
7/200)? 


PLASTIC PIPE now available 
AT POPULAR PRICES 


Widespread acceptance makes KLEARCOR the fastest-selling premium quality plastic pipe. 
KLEARCOR has the greatest sales appeal ever because of availability af new popular prices 
brought about by greater expanded production facilities. No other plastic pipe sells on sight 
so easily. The smooth, pearl-clear inner core shows it’s made wholly of premium grade virgin 
polyethylene. Protective black sheath is an added factor against checking in sunlight. 


KLEARCOR is the overwhelming choice of all users of plastic pipe. Research shows KLEARCOR 
is chosen by 9 out of 10 dealers in preference to ordinary plastic pipe. Our customers are en- 
thusiastic about KLEARCOR— increased sales will make you enthusiastic too. Lightweight, flexi- 
ble, corrosion-proof, smoother-greater flow, KLEARCOR lasts indefinitely. Really a seller for 
°, Home Water systems, Farms, Jet Pump Well installations, Municipal Water Lines, Food Process- 
*, ing applications, Chemical Processing solutions and Water Distribution lines. 

“eo. (R) Registered Patent Pending 





NEW WESTERN KRALASTIC DROP PIPE 


Permits the use of plastic pipe to be set at greater depths than ever before. 


Check these advantages of WESTERN KRALASTIC DROP PIPE 
for Twin Pipe Jet Pump installations: 

















¢ Manufactured of 100% virgin Kralastic; heavy wall protection against 
burst or collapse: smooth walls improve flow, cut friction loss. 


¢ Lightweight—less than one-tenth the weight of equivalent iron pipe. 
¢ Easy to handle—offered in 5’, 10’ and 20’ Joints. 
¢ Pressure rating of 150 pounds per sq. in.—used to depths of 250 feet. 


¢ Complete with fittings attached; no solvent welding or clamps needed; 
no special tools needed; easy to take apart. 


© Corrosion resistant; will not rust or rot; lasts indefinitely. 
¢ Greatest economy; popular prices. 
® Sizes: 1° x 14%", and 1%” x 14%”. 


| r _M7R AIL THIS COUPON TODAY! . 
: ; | Oo Y ain | am interested in a dealership. | 


[| Please have representative contact me. 
[| Please send literature on KLEARCOR PIPE. 
[| Please send literature on KRALASTIC DROP PIPE. 












Write, Wire, Call: 








WESTERN PLASTICS CORP. — 
Box EEtLM Hastings, Nebraska tg COUNTY STATE 











Phone 3-136} 





Name and address of your distributor 
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One of the firm's six-line business- 
puller ads in the boots and acces- 
sories section. 


Outboard motors 





on the floor in season. Motor prices run from 
$230 for a 6 h.p. unit to $738 for an electric 
powered model. 

The firm stocks parts in metal file drawers 
with adjustable partitions. The partitions can 
be placed one inch apart to make space for 18 
different items. Each drawer bears a card which 
lists the groups of items it contains. 

Robert W. Miller, manager of the department, 
says, “We make many parts sales which total 
from $30 to $45. Some customers buy as much 
as $75 worth of parts when they do a complete 
overhaul job. 

“Propellors are a profitable item. They sell ai 
around $15 each. Customers buy them for re- 
placements for old motors, and also as spare 
parts. 

“Customers buy motors with all-purpose type 
propellors. Some of them want other types. 
Heavy-duty propellors are needed for water 
skiing, for example. 

“It takes time to sell parts. We give technical 
advice to those who want to do their own repairs. 
Some of our customers do complete overhaul 
jobs on their own motors.” 


Marine item display includes motor parts and wide range of accessory 


items. 











This firm displays propellors on a 6-ft table, 
plus the top of a giass case. It shows some of 
them over the top of a wall case. 

The department’s display space is taken over 
by power tools and related items in the cool 
months. 

Durfee’s advertise motors and parts daily in 
the boating season in six-line classified ads in 
the boats and accessories section. Copy runs on 
a 10-day rate. Text is changed every 10 days. 

The firm first used classified ads for motors 
about seven years ago. 

The first ad cost $3.13 and helped the firm 
sell $750 worth of motors and related lines. 

Repair jobs are handled by four outsids shops 
in different areas. Each gives fast service, in- 
cluding one-day tune-up. Many repair calls are 
answered within 20 minutes of the time the 
request is made. 

In the cool months the firm shows power tools 
and related items in place of the motors. 

Mr. Miller manages the sale of both outboard 


motors and power tools. He also directs sale of 
power lawn mowers in the store. © End 
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Series 4100 Adapto-Jet—converts from 
shallow to deep well operation with one Prog 1055 
minor adjustment. Two sizes, 4% H.P.— 
capacities to 740 GPH—and \&% H. P.— 


capacities to 875 GPH. by des ton 





Series 4300 Century Deluge—low cost 
shallow well system. Compact, easy to in- 
stall. Two sizés, 14 H.P.—capacities to 740 
GPH—and \% H.P.—capacities to 875 GPH. 


M£Donald Water Systems with the features your customers want most 


Convertibility—Series 4100 Adapto-Jet—Converts from shallow to deep well operation 
with no additional cost, nothing extra to buy, one simple adjustment does it. And there’s no sacrifice 
of capacity for convertibility. For customers who want a convertible, compact, neat, low cost, 
completely packaged unit specify the M£Donald Series 4100 Adapto-Jet. 


Low Cost—Series 4300 Century Deluge— Meets the big demand for low cost shallow well 
installations. Provides excellent capacities at normal operating pressures. An ideal unit for farms, 
suburban homes and cottages. For customers who want efficient, trouble-free performance at low 
cost, specify the M£Donald Series 4300 Century Deluge. Write for complete information. 


A. Y. M-DONALD Mfg. Co., Dubuque, lowa - Pumps + Brass Goods 


Oil Equipment + Drains 
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LANCO MATERIAL HAN OLIMG EQUIPMENT 





QUALITY 
WHEELBARROWS | 
SINCE 1881 


SPARTAN 


Deluxe model lawn and 
garden barrow. Rolls easily, 
has 3 co. ft. capacity. Qual- 
ity built, attractively painted 
—— a sure seller. 


ES APPEAL 


. «- COMPETITIVELY PRICED 
WITH FEATURES THAT SELL 


Lansing wheelbarrows are first with dealers 
because they're first with customers. A complete 
line, from lightweight tubular steel to heavy 
duty contractor's barrows, is engineered to last 
longer and priced to sell. 


A low priced utility bar- The ideal barrow for 
row for wet or dry use. home or farm use. Light- 
Sturdy with extra-strong weight and serviceable with 
braces. 3 cu. ft. capacity. 3 cu, ft. capacity. 


ASK YOUR HARDWARE WHOLESALER FOR COMPLETE CATALOG 
SHOWING WHEELBARROWS FOR HOMES * FARMS * CONTRACTORS 


LANSING, MICH. 
BOSTON, MASS. 


ANSING CO. 


4ANCO MATERIAL HANDLING EQUIPMENT 





MINNEAPOLIS, MINN. ,, 





Color selling, your key 
to greater paint sales 


Sell an idea. Then sell the mer- 
chandise. That is a fundamental 
business maxim. 

To do this in paint departments, 
many hardware dealers have at 
least one color guide. 

A New England dealer sells 
three major lines of paint. He has 
one color guide for each line. 

He says, “Variety is especially 
important today. All home plan- 
ning and decorating centers 
around the color theme. We talk 
color at all times. 

“If the customer is uncertain as 
to her choice after seeing one 
color guide, we show her a second. 
Sometimes it is necessary to show 
her each of our three guides. 

“We try not to confuse the cus- 
tomer by shcwing more than one 
guide. It is only when the cus- 
tomer wants to see the second or 
third guide that we show it to 
her.” 

The firm permits customers to 
take these guides home over night 
or for a week end. 


Household brushes shown 
near paint department 


A wide selection of household clean- 
ing brushes are on brown perforated 
board panels near the paint depart- 
ment of Airline Hardware in New 
Orleans. Brush customers often be- 
come interested in paint purchases 
when they see this neat display. Paint 
customers also look at brushes not 
connected with painting jobs. 
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CaPaoaP ter 


BRASS OR HOT DIPPED GALVANIZED 


MALE AND FEMALE 
ADAPTERS 


WELL SEAL ELBOW 
A one-piece free- 
flow pattern that 
goes through the well 
seal. Threaded one 
end or serrations on 
both ends. 


@ Will not crack 


INSERT COUPLING ® Re-usable 


® individually 
thread protected 


® Cartoned 


MALE AND FEMALE 
VENTURIS 


| CAPITOL 


MFG. & SUPPLY CO. 


COLUMBUS, OHIO : 

















This paint by the year idea sells price-minded 
customers on better quality paint’s real value 


The price of quality paint makes 
some do-it-yourselfers inquire 
about lower-priced materials. 

Here’s where salesmanship en- 
ters the picture. 

Homes, automobiles, roofing and 
any number of major purchases 
are sold in terms of their cost per 
year. Paint can be sold with the 
same approach. 

An eastern dealer faced with 
the “Your paint is too expensive” 


complaint smiles. Then he tells 
the customer that he sells paint 
by the year rather than by the 
gallon. The customer is told how 
and why the top quality paint 
Saves money and time. 

The dealer tells the customer 
how many years a good paint job 
should last, and then divides the 
estimated total cost by the number 
of years. If the customer is not 
convinced, then the probable life 














WHEN YOU PLAN WITH AN 
M&D STORE PLANNING 
ENGINEER AND INSTALL 
M&D STORE FIXTURES 


Let the M&D QUALIFIED Store Planning Engineer show you on the premises —right in your store — 


7 the best possible floor plan 
df the proper type of fixtures 
¢ the right fixture accessories 


SO THAT EVERY INCH OF YOUR SELLING FLOOR SPACE IS PUT TO WORK PROFITABLY 


THIS is why M&D fixtured stores have become the 
standard — THE FIXTURES OF CHOICE —in Hardware 
Stores all over the nation. 


And because these premium quality fixtures are sold 
nationally on such a large scale, prices are competitive. 
You get the best — without paying a premium when 
you order M & D. 


M &D is represented nationally by the leading Hard- 
ware Associations and large Wholesale Hardware firms. 
Contact your local association or Wholesaler for cata- 
log and general information. OR 

If you're planning over-all store improvements —a new 
store —or just a sectional upgrading. Whether it’s dis- 
play islands—gondolas—platforms—or wall sections, 
let the M & D man assist you with your plans without 
charge. 





Wall Cases () 





NAME 


TEAR ME OFF AND MAIL ME TODAY to cur nearest office, please. 


Have your Store Planning Engineer contact me. I am interested in: 
Complete Store Installation § Upgrading or remodeling Gondolas () 
Islands() Platforms () 
M & D Store Fixtures, Inc. 

245 Vineland Avenue — La Puente, California 


or 


502 South Green Street — Cambridge City, Indiana 





STREET 
































of a cheaper paint and its initial 
lower cost are used to determine 
the cost per year for it. 

The savings in time and in 
money impress the _ do-it-your- 
selfer. This dealer also reminds 
the do-it-yourselfer that time 
saved by using quality paint gives 
more time for other fix-it projects. 


Are You Missing Sales 
By Being Out of Stock? 


Are your best sellers turning 
over so fast that you are losing 
sales by being out of stock? 

You can cure out of stocks with 
HARDWARE AGE Pocket Want Cards. 
They are pocket size, for every clerk 
to carry and use every day. 

And how about requests for new 
items that your clerks get almost 
every day? You may never hear 
about them. Pocket Want Cards 
provide handy listing space for 
these, too. 

Write today. Attach $1 to your 
letterhead, marked “Pocket Want 
Cards.” This will get you 70 cards. 
Or you can get 450 cards for $4.95 
and save more than $1. 

Address requests to Editor, 
HARDWARE AGE, Chestnut & 56th 
Sts., Philadelphia 39. 


In-store traffic guides 

Four arrow-shaped signs remind 
customers of departments in an 
adjoining store building for Dall- 





































man & Cooper Supply Co. in Fond 
du Lac, Wis. Toy, appliance and 
television department signs are 
suspended from the ceiling. Each 
sign is finished in a different color. 
A fourth and lower sign directs 
customers to the firm’s bargain 
shop. 
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STA-RITE PUTS 


in 


NEW 


multi-stage 


JET PUMPS 


PUMP TO 300 FEET... 
PRESSURES TO I1QOO LBS. 


Ever wish you could put the cost-saving economy of a jet 
pump on 300 ft. wells? Here’s your answer. New 1% and 
2 H.P. 3-stage pumps go deep to 300 feet. Deliver the extra 
gallons your customers need at the short lifts, too. 


This is a complete new line of Sta-Rite Multi-Stage jet 
pumps. Newly engineered 34, 1, 1%, 2 H.P. pumps reach 
30% deeper, develop pressure up to 100 lbs. Available with 
2”, 2%", 3” single pipe and 4” and 5” double pipe jets. 


If you want “‘muscle’” where it counts most—down 
deep—get all the facts about NEW STA-RITE Multi- 
Stage Jet Pumps. 


SUPERIOR FEATURES * PEAK PERFORMANCE 


New 3-stage volute design (does the work of 4—at less cost) * Positive 
non-leaking seals (no more tinkering with packing glands) ° Space- 
saving vertical construction ° All-bronze, high-capacity impellers 
(machine-finished inside for free-flowing, low-friction water passage) 
Husky capacitor motors (specially made fo stringent Sta-Rite specifications) 


EASY TO INSTALL BOOSTS CUSTOMERS INTO 
EASY TO SERVICE PROFITABLE PUMP SALES 


That’s because pump installers told us There’s more profit for you, when you 
what they wanted in multi-stage jet trade customers up to these heavy-duty 
pumps—deep pumping, high pressure, pumps. Assures ’round-the-clock water 
seal-type construction, space-saving, supply, adequate pressure for today’s 


vertical design. modern, appliance-filled living. 





MUSCLE E 











HHT 


GET THE FACTS... CLIP THE WORD STA-RITE 
from bottom of this ad, write your name and address in the 
margin and mail to: 


a 






Shopping Carts Increase Store Impulse Sales 30-60-90 day plan will 


sell large paint orders 

If a customer balks at the cost 
of paint for improving the outside 
of his home, offer to make the 
sale for credit. 

When the customer’s credit rat- 
ing is high, let him take the paint 
on a 30-60-90 day payment plan. 
Encourage the customer to make 
payments in person at your store. 

How much merchandise you sell 
the customer on each of these 
bill-paying visits, depends upon 
your salesmanship and your dis- 
plays. 

When the paint-on-credit cus- 
tomer makes a payment at the 
store, be sure to inquire as to 
how the painted surfaces look. If 
the customer complains that the 
painted surface does not look 
good, offer to visit her home to 
check up on the job. 





If the customer is at fault, then 
try to make her realize it. Where 
a small quantity of paint will do 


Self service type merchandising uses shopping carts to keep customers in 
stores longer. Customers are not wearied by carrying packages, and by 
using carts tend to stay longer in store and view displays. Hardware dealers 


find carts get more use when stored at strategic locations throughout the to make the job right, — deal- 
store, such as at the end of islands. Customers who do not take a cart when ers will give that paint to the 
entering store will use one later when they are located throughout the store. customer. 





CARTRIDGES FIT ALL LEADING FILTER MAKES 


—— — peer pres 
we he RS a 


ancarigate Kl OS Give Your Customers 
| the Famous Filtering Efficiency 
of Wool Felt—GENUINE GF CARTRIDGES 


One look at a General Filters Replacement Cartridge tells 
you here is more than cotton waste or impregnated paper. 
Here is the finest WOOL FELT — plus fine mesh screen 































ae % FAMOUS center core (with patented treatment!) that positively pre- 

4 — enemas FOR vents lint from escaping into oil lines. This specially treated 
F WOOL FELT I a TO core eliminates danger of oil bypassing, and provides finer 
“STEP-BACK” filtration by making inner surfaces of the felt more dense. 


Here also is practical “‘step-back’’ cartridge design for 
more usable filtering area—and cleaner, better burning oils. 


Shops featuring famous GF cartridges need stock and sell 
only one line . . . because Generals fit practically every 
filter housing made! Regardless what filter you’ve been 
selling, make sure of renewing filtering efficiency every 
season (and making a handsome profit) by installing a 
genuine GF cartridge replacement! 





GENERAL FILTERS, INC. 
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. Hole A is open during refill 
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: fetes: eet tank fo weary — then float arm assumes position 
Operated without failure for a million §— cin 'tat't nu'tea‘t ‘gp ts 


cycles ... equal to 17 YEARS OF = tern: = 
CONTINUOUS SERVICE woe: rics 's coses 


Here at last is a new float valve. New in principle a ye 
..new in operation. The HUSHFLO is a dia- _ position, shutting off 
: the flow of water to 

phragm type valve that shuts off flow by quick the tank. 
hydraulic action—yet avoids water hammer. The 
pressure of the water supply does the closing 
and keeps it closed. Noisy turbulence of water charge tube 
entering the tank has been reduced to a whisper an 
..and the refill time has been cut in half. Slow _flowing from .— = 
action, sizzling and singing noises are a thing of ~~ oa 

the past. Here is the valve the public has been 
crying for ...a valve that obsoletes present day 
valves...a float valve that will sell on sight. 























Operates on any pressure 
Quiet... Fast Filling 
Closes Hydraulically 
Fits ALL Makes of Tanks 


Be the first to reap the profits from the sale of Romar Manufacturing Cor poration 
HUSHFLO hydraulic float valves. It’s the first Toew sow RUSS Mymenlis Peat Valve sands 
real improvement in float valves since the overhead tank. HUSHFLO will | 

I deal W holesal v 
be nationally advertised. Only once in a lifetime a money-making oppor- Lj emote 1 olesaler {_| Representative 
tunity like this comes along. We need experienced representatives, jobbers, LJ +n at GemeRh cy 
dealers. Let’s talk it over. Mail the coupon today and we'll do the rest. «= F —-_ Area COvErER.....--..eeeeececeesesesnensnesesnessnnenaneanensnnneensnenconenee 
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Pick-up trucks promote 


lawn mower service jobs 

Alvin G. McClellan specializes 
in lawn and garden equipment at 
his store in Spring House, Pa. But 
he gets the lion’s share of sales in 
his area because of his reputation 
for service. 

One of the reasons his service 
excels is rapid pick-up and deliv- 
ery of every size and type of hand 
or power mower. And these two 
half-ton pick-ups are used in door 


free profits aatke / 
CHECK pias 
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Fully Guaranteed? 


Plastex is — against Rust, Rot, Corrosion, Defects 


Different types for different needs? 


Plastex gives you four — to meet more piping needs 


Choice of Pressure Ratings? 
Plastex offers you regular, 75 psi, 100 psi 


Permanently Measure Marked? 


Every 10 feet — for fast, easy selling 


Wrapped? 


For faster handling, economical storage, protection 


NSF Approved? 


Your guarantee — your customer's guarantee — of purity 


Jumbo Coils? 


Lengths up to 600’ — save costly remnants 


Immediate Shipment from Stock? 


Plastex will ship within 24 hours of order. 


COCK 4K 
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If your present plastic pipe doesn’t score 100%, 
then for profit’s sake get PLASTEX PIPE! 


THE DLASTEY 0. 


Makers of Plastex, Twin-Tex, Pressur-Tex and Yello-Tex Plastic Pipe 
3232 CLEVELAND AVENUE ® COLUMBUS 11, OHIO 
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to door canvassing for new ac- 
counts. 

Gradually, all suburban and ru- 
ral mower-owners in the Spring 
House area are being paid a visit. 
If they decide to let McClellan Co. 
check and repair their mowers, 
the job is loaded right on these 
trucks and returned to McClel- 
lan’s huge repair shop. 

When the firm’s truck picks up a 
mower for service, or returns one 
which has been checked, the cus- 
tomer sometimes asks about other 
services. Extra volume is created 
in orders for merchandise and ser- 
vice work. 


Time-Saver Display 
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Stock is preserved, time and foot 
work saved by the use of stove, fur- 
nace pipe and elbow display at the 
Termin & Doering Hardware, a Mar- 
shall-Wells associates store in Seattle. 
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90° Elbow 

45° Elbow 

90° Street Elbow 
45° Street Elbow 
Side Outlet Elbow 
Drop Elbow 
Tee 

Street Tee 

Wash Tray Tee 
Side Outlet Tee 
Extension Piece 


Coupling 





Reducer 
Floor Flange 


i Ath thd 







Caps 

Waste Nut 
Lock Nut 
45° Y-Branch 
Cross 

Return Bend 
Bushing 


Ahhh 


‘car 
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Face Bushing 

Plug 

Boiler Union Elbows 
Boiler Couplings 
Unions 

Reducing Nipple 
Nipple 

Hydrant Clamp 


Increase your plumbing department sales 
with U-BRAND pipe fittings 


iqger Protits 
| Packaging for Bigger 
: d Special Hardware 
Most Complete Line an 


Completeness of Line: You save time in filling customer orders... 
give them exactly what they want by stocking the complete U-Brand 
line of quality pipe fittings available in all standard shapes and sizes. 
You can be sure of customer satisfaction for every U-Brand fitting is 


individually inspected. This extra care helps build your reputation as 
well as your profits. 


Ui 
Special Packaging: Order your U-Brand fittings in Handi-Paks, the e 2 
first and only pipe fitting package designed specifically for hardware Cf -) money... 


sales. With this convenient package you order in easy-to-handle, full- 


box quantities .. . save as much as 35% of your stock space. Instant Stock and sell the complete U- 
fitting identification reduces sales time. Handi-Paks make attractive Brand line of pipe fittings in 
displaysg. . . put sales appéal into pipe fittings for increased sales. Handi-Paks. Order from your 





wholesaler today! 
The 


Union Malleable 


Manufacturing Company 
Ashland, Ohio 


A single source for ali your pipe fitting needs 


Galvanized and Black U-Cote Malleable Iron Pipe 
Fittings—Unicns—Plugs and Bushings—Cast Iron 
Drainage and Screwed Fittings—Steel Nipples 
and Couplings—lInsert Fittings for Plastic Pipe. 
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and head. 


steel bow!. 








~~. and economical. 








eee widely used ...easily sold 
ecoomnew profits! 


HAWS 


Model 3C—Vitreous china bow! 


Model 3J—Lifetime stainless * 





OUTDOOR 
DRINKING 
FOUNTAINS 


DISPLAY AND SELL DRINKING FOUNTAINS for patio or garden 
... keeps traffic out of kitchen...eliminates steps and untidiness. 


SIMPLE INSTALLATION... attaches to ordinary 4” hose-bibb favu- 
~-. cet and simple T-connection and pipe extension. Bowl catches waste 
water, which can be directed to wherever desired. Neat, convenient 


Stock these popular items! Write today for details 
and the name of your nearest HAWS representative. 


DRINKING FAUCET CO. 


Leader in drinking facilities since 1909 





FOURTH AND PAGE STREETS + BERKELEY 10, CALIFORNIA 





SQUARESPRAY 


Famous model 433. It gets the cor- 
ners. Hookup in tandem or use to 
fertilize while you water. $2.95. 


WATERSPIKE 


Amazing model 553 
~—2 woy watering de- 
vice. Waters over- 
head or flip valve for 
sub-surface irri- 
gation directly 

to roots. 


$4.90 ea. 


WATERFEEDER 


Model 954. Applicator for cartridge 
type fertilizers. Attaches easily to 
faucet or hose. Use any watering de- 
vice. Fertilize while 
you water. $1.99. 


WATERFEED 


Weter soluble 
cartridge type fer- 
tilizer. 2 formuloe, 
30-10-10 and 15- 
40-10. No lawn 
burn. Leaf feed- 
ing. Box of 20 
cartridges $1.00 or 
in bulk pock. 


PROEN 
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. 9th & GRAYSON ~- BERKELEY 10+ CALIFORNIA 
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Your customers will welcome the 
convenience of buying spring lock 
washers in NEW UNI PAK®. 
These sturdy, visible, space-saving 
paks make these spring lock wash- 
ers easier to handle on any job. 
Sell UNI PAK@® because they're 
the most up-to-date and most use- 
ful package of spring lock washers. 
They'll boost your profits by boost- 
ing lock washer sales. 

Write for complete details, job- 
bers discounts and FREE 
SAMPLES. 

PHILADELPHIA STEEL AND WIRE 
CORPORATION 
Penn St. and Belfield Ave., Phila. 44, Pa. 
Sales Offices and Warehouses: 
New York, Detroit, Chicago, Cleveland 





NEVERSLIP 


SPRING LOCK WASHERS 


HAE—PS346—1 256 





Your 


, most 
profitable way 
to buy, stock and sell 
SPRING LOCK WASHERS 


‘UNI PAK 














Toilet seats displayed 
on special wall panel 





[omar 20 y 
M eee: 

















































A wide variety of colors, finishes and 
shapes of toilet seats are effectively 
shown on this light cream colored 
wall panel at Lyndale Hardware in 
Minneapolis. The panel is close to 
tables and manufacturers’ display 
units featuring plumbing and do-it 
yourself supplies. Each seat shows 
its own price tag which helps custom- 
ers to make quick selection. Eighteen 
seats are displayed on this panel, but 
only half of them are shown in this 
picture. Although many sales are 
made to people who come into the 
store to buy speictic items, impulse 
sales run high in toilet seats and for 
do-it-yourself plumbing supplies. 





HARDWARE HUMOR 








"My husband wants a COLD chisel— 
this one is barely cool.” 
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Single and two-stage deluxe quality vertical jet pumps have 
been added to the fast-selling Rapidayton Champion line. Here’s 
why Rapidayton Vertical Champions will mean quick, 
profitable sales to you: (1) They have many exclusive, deluxe 
“sellable’” features. (2) They are exceptionally easy to install and 
prime. They are tailor-made for over-the-well installations, 
since the exclusive recessed base fits directly over the well 
casing or bolts directly on the Rapidayton single-pipe adapter. 
This is the pump for your quality, high-profit market. The big 
Rapidayton features sell your customer. And Rapidayton 
dependability satisfies and holds your customer. 


important features for retailers 


Heavy-duty capacitor motors * Quality brass construction 
Efficient Quad-Volute stage design * Low inventory and easy 
service because standard parts are interchangeable 

with other Rapidayton Champion pumps 


OTHER FAST-SELLING CHAMPIONS 


Freshwater CHAMPION—O to 70 ft. 
Only packaged system with stainless 
stee! tank. Terrific competitive item. 


new! Kepidagion 
vertical champion 


single and two-stage jet pumps 
easy to sell - easy to install 








Shallew Well CHAMPION—O to 25 ft. 
Premium quality at low price. Hits 
heart of big volume market. Com- 
pletely packaged. 
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Convertible CHAMPION—O to 80 ft. 
Converts for shallow or deep wells 
without additional pump parts. No. | 
all-purpose pump. 


Vertical CHAMPIONS — 
0 to 150 feet 


Yo hp. single stage model. Fast- 
selling, big volume item. For depths 
20 to 80 feet. Capacities range up 
to 810 g.p.h. 
Y to 1% hp. two-stage models. 
Two impellers give full capacity at 
40 Ibs. For depths 20 to 150 feet. 
Capacities range up to 1220 gp.h. 


Write For New 1957 Catalog. 




















ogee: 


& 
= 2S i RR a SR SR at SE OREM PI a 





ib Sav ee i ae 





The Tait Manufacturing Company, Dayton 1, Ohio 


Established 1908 as The Dayton Pump and Manufacturing Co. 
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PRECISION ENGINEERED AND MANUFACTURED 
FOR LIFETIME SATISFACTION AT SOMERSET, PA. 


NCIS CO 


PENNA 








sales increase. These lines now 
have 16 linear feet of display 
Space on a special gondola. 
Cutlery had been shown behind 
glass doors. Mr. Terry replaced 
that display with a special 3x6-ft 
fixture for kitchen knives and scis- 
sors. He says, “This fixture sells 
25 percent more of these lines.” 
Paint sales have shown a 40 
percent rise since the flat and wide 
tables were replaced with adjus- 
table wall shelves. Twice as much 
paint is now shown in half the 
space. Shelving fits the cans. 
The department mixes colors to 
meet customer needs. A large sign 
in the section names this unit as 
the store’s Custom Color Service. 
Another sales gimmick is a 
three-foot square wrought iron leg 
table used to feature outside house 
paint in summer. In the winter, 
roof seal or repair items are pro- 
moted on this unit. 


Wrap table relocated 


The staff rebuilt the 3x8-ft cash- 
wrap table and moved it from its 
old location near a flight of stairs 
at the rear to the center of the 
store. Now the table has a hard 
plastic covered surface. There is 
space below for rolls of paper and 
other gift-wrap materials. 

The store’s back room has been 
revamped. A former storage sec- 
tion has been made into a build- 
ers’ hardware department. This 
section was formerly on the bal- 
cony. With the new location or- 
ders can be filled and moved right 
out the back door without going 
through the rest of the store. 

One idea that helps keep the 
back room neat is a simple over- 
head rack for the storage of long- 
handled items such as mops. The 
rack, was built of 1x2’s and 2x4’s. 

Hardware cloth is now also 
stored on reels made from lengths 
of capped pipe resting in slots. 
The material can be measured off 
with a yardstick and cut at con- 
venient height instead of being un- 
rolled along the floor. 


Firm revamps store layout to build its sales 





(Continued from page 110) 


The former major appliance sec- 
tion is now occupied by a highly 
profitable dinnerware and gift- 
ware department, extending 50 ft 
into the store from the front win- 
dow. The display begins just op- 
posite the front door, with a 
shadow-box picture frame on a 
perforated background. The gift 
and dinnerware fixture was re- 
placed by a more modern one that 
took up a foot less of aisle space, 
showed double the stock and even 
allowed for storage in sliding-door 
cupboards. 


Fixture is adaptable 


One fixture, designed and built 
by the store staff is highly adap- 
table. It is a low table, five feet 
square, with storage space below. 
Sut on one side it has three 2x2’s 
attached vertically, each with ad- 
justable slotted brackets inset. 
The brackets support adjustable 
glass shelves, and a _ four-foot- 
square sheet of plate glass rests 
on the bottom brackets and on two 
cylinders of plastic, 15 in. above 
the table proper. 

The 2x2’s may be mounted sep- 
arately in the back of one of the 
display windows for a see-through 
display. 

Some fixtures have been de- 
signed to do double duty as the 
seasons change. A platform near 
the left front doors holds fire- 
screens in winter, barbecue equip- 
ment in summer. At right front 
a matching platform displays gar- 
den hose in summer and fireplace 
grates in winter. A third low 
table holds picnic items in season 
and giftware in the cool months. 
The space near the front allotted 
to power and hand type lawn mow- 
ers in warm weather is adaptable 
to display several types of door- 
mats in wintertime. 

Some fixtures were made of 
parts the firm sells to do-it-your- 
self fans. One example is a three- 
tiered shelf, five feet long, made 
from wrought iron brackets. ® End 
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‘ALERT’ 


..- the fast-moving, profitable line of 








"Everybody 
Wants ‘em" 


“ALERT” friction-free 
TANK BALL & GUIDE 


Stops running toilets, ends 
toilet handle jiggling. 
Round rubber ball, “kink- 
proof” Monel chain and 
polystyrene cylinder as- 
sure perfect flush every 
time. Easily installed by 
anyonein 10 min. Nothing 
to get out of order. 3 year 
guarantee. Over 6 million 
satisfied users. Self-selling 
counter display. $2.29 ea. 
list. 






























“ALERT” FAUCET REPAIR KIT 


Puts smooth finish on seat—assures true align- 
ment. Easy to use... can’t damage faucets. One 
tool fits all sizes. On individual 
display cards. 89c ea. list. 








“ALERT” WATER-MISER® 
Ball-Bearing FAUCET WASHER 





Stainless steel ball bearings eliminate grind that wears 
out ordinary washers. Simple to install. Available in 
Yy", %&" and 14” sizes. Fits 00 to 44" L. Colorful display 
39c ea. list. 


carton contains 2 doz. se sizes. 


“ALERT” Float-Rite 
TOILET FLOAT ADJUSTER 


Stops toilet hissing, overflushing and 
overflowing. Easily installed. Saves up 
to 15,000 gallons of water a year. Cor- 
rosion-resistant brass. 3 year guarantee. 
Colorful display box. 49c ea. list. 


FREE! Promotion and 


Displays: 


wspaper @ 
Thiitee 


sales helps. 
streamers, Ne at 


Prices slightly higher 





In Canada: Fox Agencies Ltd., 
Port Credit, Ont. 


Order now from your jobber, or write direct. 
ARDMORE PRODUCTS CO. CONSHOHOCKEN 5, PA. 
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WATER SAVERS 





in 11 western states. 





| 
| ® 
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build profits ! 










Available in 2A oz., 
1 lb. and 5 lb. cans; 
25 Ib. and 50 Ib. bags. 


Revolutionary “high nitrogen” fertilizer 
fees LASTS ALL SEASON 





Slow release 

Clean, odorless 

e Won't cake or burn 

e Easy to apply 

e Won't leach or wash away 

e Ideal for turf and ornamentals, 


; | garden and potting soils 
é hoy 4 nie VS 7 . 


Saves customer’s trucking and 
FERTILIZER COMPOUM 


handling time, and saves 
shipping and storage costs 

e Used by nurserymen, greens- 
superintendents, park and 
highway maintenance men 





Display and sell the many advantages of BORDEN’S 38 
for satisfied customers and handsome profits. It’s the 
safe, highly concentrated “‘once-a-year” nitrogen plant 


| food that assures steady, luxuriant growth all season long. 
_ And pound for pound, the cost of nitrogen in BORDEN’S 


38 costs no more than fertilizers containing only 3% to 
| 7% nitrogen. For descriptive literature, and the name of 
| your nearest distributor, write to the address below. 


_ 


CHEMICAL DIVISION 


350 MADISON AVENUE, NEW YORK 17, N. Y. 





How would you settle this? 





The Balky Shipping Clerk 


If you operate trucks, this case 
history of a union grievance and 
how it was arbitrated, is must read- 
ing. The facts of this case are from 
the files of the American Arbitra- 
tion Association. 


A truck driver employed by a 
hardware company quit. The other 
men expected the company to post 
the vacancy, in accordance with the 
seniority provision of the collective 
bargaining agreement, and fill the 
job with one of the men in the ship- 
ping department. 

Several weeks went by and 
nothing happened. A shipping clerk 


was asked to drive the panel truck 
from time to time, but no one was 
officially reclassified as truck driver. 

Since a driver didn’t have a 
higher wage rate than a shipping 
clerk, it didn’t seem to management 
to make any difference how the 
driving was accomplished. 

But employees weren’t satisfied 
with this arrangement. A number 
of meetings were held between 
union representatives and the com- 
pany.. But before a_ settlement 
could be reached, employees took 
matters into their own hands. 


The next time a shipping clerk 





was asked to drive the truck he re- 
fused. The foreman warned him 
that he was inviting disciplinary 
action, but the clerk still refused to 
drive the truck, whereupon the per- 
sonnel manager laid him off for five 
days without pay. 

The suspended worker filed a 
grievance. When it came to arbitra- 
tion, the union argued that a man 
had the right to refuse to work out 
of his classification, when there was 
plenty of his own work to do. Fur- 
thermore, if there is truck driving 
to be done, said the shop steward, 
the company ought to appoint some- 
one to that classification and make 
it official. 


How would you decide the case 

The company replied: The ship- 
ping clerk had disobeyed a direct 
order and was deserving of the 
one week’s layoff. After all the evi- 
dence was in and arguments con- 
cluded, the arbitrator declared the 
hearing closed and retired to make 
his award. 

What the arbitrator decided: “‘A 





company cannot operate efficiently 






















THE SEASON WHEN ... 
THE REASON WHY... 


MORE OF YOUR CUSTOMERS 
WILL ASK FOR THE 


"PROGRESS PLEASURE CHEST 


Summer’s just around the corner—and so are your BIG 
SUMMER PROFITS from PLEASURE CHESTS — the 
ideal coolers for picnics, sporting trips, vacations — any 
event that calls for food and drink. 


And here’s why wise buyers prefer the PLEASURE 
CHEST. It’s all heavy-gauge steel—zinc-coated, bond- 
erized exterior and galvanized interior with fiber glass 
insulation. 


Bottle opener—lift-out food tray. Baked-on red finish 
—white letters. 

















MODEL No. A3 





Capacity: (standing upright) 
22 6-oz. bottles or 20 12-oz. 
bottles, ice and lunch. 
Outside Dimensions: 1414” 
length x 1134” width x 16” 
overall height. Packed one to 
carton. Shipping wt. 15 lbs. 


“THE PAL” 
MODEL No. Aé 


Outside Dimensions: 18” 
length x 834” width x 
1134” overall height. 
Capacity: 21 6-oz. bottles 
or 18 12-oz. bottles, ice 
and lunch. 

Also available: Large-size 
“The Master’’ Model No. 
A9. Capacity: 32 6-oz. 
bottles. 


ORDER NOW FROM YOUR JOB- 
BER’S STOCK. ASK YOUR JOBBER 
FOR FREE ADVERTISING MATS. 





















THERE’S PROFIT IN 
Ap 








REFRIGERATOR CO., LOUISVILLE, KY. 
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DONT LOSE SALES BY NOT HAVING | 





EXACTLY THE RIGHT WATER SYSTEM! 












It’s easy to sell that customer when you 
can show him a water system that exactly 
meets his needs. Every well is different — 
every farm or home has different require- 
ments as to pressure, quality, and cost. 

That’s where the wide-range Dempster 
Jetmaster line is your answer — for a top- 
quality water system that can do the job at 
lowest cost, because it can be selected for 
the exact needs. 


DUAL-JETMASTER for that extra 
depth, pressure or capacity (or 
combination of all three) that a sin- 
gle stage pump can’t provide... 
yet without the cost of a multi-stage 
pump. In dual and parallel pipe 


systems, with top quality %4 HP 
motor. 























JETMASTER—the most efficient and 
rugged single-stage ejector type 
pump i shallow or deep 
well models. Ample pressure and 
desired flow per hour by selecting 
right horsepower motor. 





MULTI-STAGE JETMASTER — for 
maximum depth, pressure, flow. In 
two or three stage models, with 
choice of motor horsepower to 
gneet any demand. 









Pe 


a al 
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CONVERT-O-JETMASTER 
where price and well depth 
are factors. Converts quick- 
ly from shallow to deep 
well operation without cost 
of a new pump. So com- 
pact it will fit under kitch- 
en sink. Thrifty Ys or pow- 
erful Y2 HP motors. 


All Jetmaster systems are backed by Dempster’s 
78 Years of Water 





stem Experience 











if each worker is permitted to con- 
stitute himself judge of his rights 
under the labor agreement. The 
shipping clerk was no doubt sincere 
in his belief that if he continued to 
drive the truck he would be working 
out of his classification. No doubt 
he was also sincere in his belief 
that the truck driving job should be 
posted. 

does not 


“However, an employee 


have the right to refuse to accept 


an assignment because he feels the 
assignment violates the agreement. 
The proper and accepted practice is 
to perform the assignment and then 
file a grievance.”’ 


Caution: The award in this case 
is not an indication of how other 
arbitrators might rule in other 
apparently similar cases. Arbi- 
trators do not follow precedents. 
Each case is decided on the basis 
of the particular history, con- 
tract, testimony and other facts 
involved. 





CREAM 





Waterless Hand Cleaner 


“The Best Friend a Worker Ever Had!” 


“The Best Friend a Profit-Minded Dealer Ever Had!” 


TWO NEW PROFIT MAKERS 





MASTICLEAN Adhesive Remover 






ror | 


ASPHALT 
& VINYL 


PLASTICLEAN Stotic-Free Tile 


Cleaner 





au 
geyyiie 
WALL TILE 


Removes paint, adhesives, dirt smudges 
without loosening or softening the tile. 


QUICKEE PRODUCTS, 
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INC. Yonkers, N. Y. 














Do you use competitors 
to help hold your trade? 


Some merchants shrug their 
shoulders when a customer wants 
something that is out of stock. 
Others promise to get that item as 
soon as possible. 

The aggressive dealer notes 
that item in his want book, but he 
also gets it as fast as possible for 
the customer. 

A New York state dealer im- 
mediately tries to locate the item 
his customer wants by phoning 
another hardware store in his own 
trading area. When the item is 
located, this dealer suggests that 
his customer go to the other store 
to pick up the merchandise. 

Does that dealer lose customers 
this way? He says, “no.” Instead 
of losing that customer, because 
he did not have the item in stock, 
he impresses the visitor with his 
desire to be of service. 

If several requests are received 
for an item not stocked, this deal- 
er will put in a limited stock. 


Your entire store should 
promote paint and light 


One of the simplest ways to pro- 
mote paint is to use it and to show 
it off under effective lighting. 

Clean and freshly painted walls 
tell the story of cleanliness and 
good housekeeping. Light walls 
so that they actually sparkle and 
you attract more store traffic. 

The dealer who _ frequently 
changes the paint scheme in his 
store just to make customers ask 
about it, gets many queries. Peo- 
ple may not always want paint of 
the same shade as you use. But if 
you get enough people to ask 
about and talk about paint you will 
sell more of it. 


Tie that clean paint look in with 
good lighting, and you have cus- 
tomers for lamps, lighting equip- 
ment, and supplies as well as for 
paint. 

When you sell paint, try to sell 
lamps. When you sell lamps try to 
put in a plug for your paint de- 
partment. 

You know that light and paint 
help sell each other. Try to get 
more customers to buy both light 
and paint at the same time. 
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This 


A 
Tenite tag is 19 mane Exim,» 
tells your EON ar 
customers tty time  VLER, 

of pipe “eat Sea 
they can 


Tough pipe made of Tenite Polyethylene 
helps bring water where it's needed 





=== Plastic pipe made of Tenite Polyethylene is a time-saver around the 
farm and home, helping your customers install long-lasting water lines quickly, 
and at low cost. 

Pipe made of Tenite Polyethylene, an Eastman plastic, is light in weight. It's 
flexible and can be curved around obstructions. It’s available in rolls for long, 


coupling-free runs, yet can be cut quickly with a knife. Rapid connections can 
be made with simple fittings. What’s more, pipe made of this plastic resists 
weathering, corrosion, and electrolytic attack. It's ideal for carrying water for 


drinking, irrigation, animal watering, lawn sprinkling systems—or wherever cold 
POLYETHYLENE water must be brought from one location to another. 
an Eastman P lastic Tenite Polyethylene plastic is made by Eastman and supplied to extruders who 
produce the actual pipe. This pipe carries the tag you see above, your customers’ 
guarantee that they’re getting all the advantages of Tenite Polyethylene. 

Be sure you stock this pipe and display the tag that identifies it. For a list of 
extruders, as well as additional information about pipe made of Tenite Poly- 
ethylene, write: EASTMAN CHEMICAL PRODUCTS, INC., subsidiary of Eastman Kodak 

Company, KINGSPORT, TENNESSEE. 
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Pricing in Prosperity is a hand- 
book of importance to dealers and 
wholesale hardware officials. Part 
“Marketing for 
this booklet covers six 


of a series called 
Executives,”’ 


T Buy these 
6 Quarts — 6 Pints 


Get these FREE! 


KLEAN- cTRIP 6 HALF tied eg SALES AIDS 
Little Dixie eal” 


Here’s your best paint remover buy 
ever. Six each of the three popular 
sizes of non-inflammable Klean- 
Strip .. . and the half-pints in this 
package are yours FREE, 


with sales-making display material. 


along 


There’s no limit on quantity so stock 
up now for spring and summer sales. 


Klean-Strip- Y 
Strip- Your cost 1044 
RETAILS FOR $20.88 
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For free sample 
and jobber’s name write 


THE KLEAN-STRIP CO., INC. 
9340 S. Lauderdale, Memphis 6, Tenn. 


KLEAN-STRIP ‘Peck off Pais’ 


for a dealer's library 


major 
Integrated pricing policy, 
new products, 


‘G2 ager | 


a 


3 


Be 





Prefer a 
wash-away remover? 








Just ask for Heavy-Bodied Klean- 

Strip . . . a semi-paste fully water- 

washable remover at regular price. 

Same deal applies with half-pints 

FREE in the Little Dixie Package. 

Heavy-Bodied- Your cost 1134 
RETAILS FOR $22.32 


phases of pricing control: 
pricing 
effect of packaging 
on price, effect of distribution costs 
on pricing, relationship of advertis- 



















ing to pricing, and how a manufac- 
turer looks at pricing. Each sub- 
ject is covered by an expert in his 
field. American Marketing Assn., 
27 E. Monroe St., Chicago 3. Price 
$1. Pages: 22. 


Retailers’ Excise Tax Guide will 
help dealers save time if they sell 
merchandise subject to the retail- 
ers’ excise tax. This handy refer- 
ence manual reflects changes in the 
new Internal Revenue Code, and all 
late rulings. 
index to 


It has an exhaustive 
taxable and non-taxable 
items. Subject indexing saves you 
time. Loose-leaf bind lets you in- 
sert future supplementary material 
to keep manual up to date. Manual 
National Retail Dry 
Goods Assn., 100 W. 31st St., New 
York City 1. Price $4.25 to mem- 
bers, $7.50 to non-members. 


is issued by 


Credit 
Laws 


Manual of Commercial 
brings dealers and whole- 
salers up to date on revised federal 
and state laws on instalment sales, 
bad checks, contracts, wage assign- 
ments, and many others involved 
in running a business. Not a sub- 
stitute for an attorney’s services, 
the book gives every manager or 
owner of a business a one-volume 
digest of federal and state statutes 
which affect his everyday pro- 
cedures. National Assn. of Credit 
Men, 229 Fourth Ave., New York 
3, N. Y. Price $10. Pages: 736. 


~ 
ae \N 
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"That will do fine. Please gift wrap it, 
and send it to Mr. 34876, State 


Prison. 
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see this GOULDS display...in POs 


because yOu oe pend 0 
depend on WATER — GOULDS water syste 


Get yours now —and get set for 
your biggest pump year yet! 


KIM)\A/] 


| joulds beats them all to a new big-time pro- 
motion program to help dealers sell more pumps! We think 
vou || agree that this co or ful “Best Jet Yet’ display will 
be the dollar-gettingest tool in your pump department. 
To make dc uDly § ire, we re uSINg giant magazines like the 
POS! and JOURNAL to reach your best pump 
prospects ing them to buy trom the dealer who tea- 
tures this display. And when they see it in your store 
be ready for plenty of action! 

May is National Water Systems Month — a good time to 
have your Goulds Distributor show you how Goulds new 
pump display — plus Goulds national advertising—really 
helps you sell more pumps, during May and every month MAY IS NATIONAL 


of the year! See him soon or write... WATER SYSTEMS MONTH 
Goulds Pumps, Inc., pept. HA-457, Seneca Falls, N.Y. 


Sell the pumps that help sell you... ere} 0) & es} PUMPS 


for every farm and home need 
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INSECT 
“mn *"* WIRE SCREENING 


IT'S TRUE . . . Cortland Brand Screening is more popular (and 
profitable) than ever. And Wickwire's Multi-Wire Edge is the 
reason. This special edge gives Cortland Screening the extra 
features customers want: added strength on the tacking edge 

. easier handling, cutting and installing . . . plus the con- 
venience of lying flat when unrolled. 


STOCK ALL 3 Cortland Brand Insect Wire Screenings . . . gal- 
vanized, bronze and aluminum. They're available from your jobber 
in 100 linear ft. rolls, 18 x 14 mesh, 24” to 48” widths. Meet 
U. S$. Department of Commerce Commercial Standard. 


Offer your customers all 3 
CORTLAND BRONZE Rust-resistant, special 


copper alloy screening. Strong, extreme- 
ly long lasting. Bright or "Antique" finish. 


CORTLAND GRAY-WICK Durable, zinc- 
coated screening. Made from finest electric 
furnace steel. Attractive light gray finish. 











CORTLAND ALUMINUM Finest rust-stain- 
proof screening, made from Alclad alumi- 
num wire. Strong, durable, light. 












Free Dealer Rit! 


Contains folders, stream- 
ers, newspaper mots .. 
everything you need to 
sell Cortland Brand pro- 
ducts. Send for it! 










Nails & Brads ©@® Hardware Cloth 
Poultry Netting 


WICKWIRE BROTHERS, INC., Cortland, N. Y. 
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from Hardware Age readers 


A Congressman Answers 


Editor’s note: Reader Oren 
Shires of Tulsa, Oklahoma, wrote 
his Representative in Congress 
about the effects of trading stamps 
on retailing, as suggested in HARD- 
WARE AGE, Feb. 14, p. 10. Here is 
the reply of his congressman: 

Dear Mr. Shires: 

Thank you for your letter rela- 
tive to Trading Stamps that are 
issued to customers. 

There is no legislation on a 
national basis concerning this 
matter; however, some States 
forbid them. I can certainly un- 
derstand your concern, and I was 
glad to hear from you. 

I do not know at this time if 
this will be made a national 
issue, but at any rate I appre- 
ciated having your views on the 
subject and will welcome your 
further comments and sugges- 
tions at any time. 

With kindest regards, I am 

Sincerely yours, 
Page Belcher 

Member of Congress 

Ist District, Oklahoma 





Have you written your congress- 
man? 


Warehouseman: 65 years 


Dear Editors: 
I have been reading your HARD- 
WARE AGE for a long time and I 


have been interested a lot in the 


' 


contest for long service among 
salesmen for various hardware 
wholesalers. 

I am not a salesman, but a ware- 
houseman. And I have been en- 
gaged in this kind of work for 65 
years. 

I was born on a farm in Heaths- 
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ville, Va. Oct. 23, 1874, and, if I 
add up right, that will make me 
83 years old this fall. 

I went through grade school in 





Lawson A. Headley 


Heathsville, the first school in the 
county. 

Then I went to work at the age 
of 18 at a general merchandise 
store in Coan, Va., where I stayed 
until coming to the May Hardware 
Co. where I have been ever since 
— a total of 65 working years. 

I have not been converted into 
a watchman, elevator operator, or 
time-clock attendant — I am a 
stock man-mail order picker. 

I am in fine health and work 
eight hours each day. 

I think with a little envy, fre- 
quently the young men in the ware- 
house ask me where I get all this 
energy and vitality. My stock reply 
is, “I never smoke, take only a 
daily nip, and plan not to marry 
until I retire.” 

I am in charge of a section in 
May’s warehouse, where I get out 
orders, and while I don’t handle 
barbed wire, nails, or roofing, I 
claim my section is ship shape and 
my orders are worked as speedily 
as any others. 

If I need from overhead over- 
stock full cases of light bulbs, 
freezer bags, weatherstrip, mouse 
traps, and the like, and if the fork 
lifts are busy elsewhere, I swing 
up a ladder, maybe not as nimbly 
as 50 years ago, but without any 
time loss, and haul down cartons 
to replace shelf stock. 

Sixty five years! Is this a re- 
cord? 

Yours very truly, 

Lawson A. Headley 
227 Nicholson St., N. E. 
Washington, D. C. 
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COMPLETE OXCO 
FLOOR SWEEP DISPLAY 


brings increased 





volume on profitable 


| 
floor sweeps H | 













of sweeps ie 
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Sells sweeps 
by use 
and proper 
| style 








Floor Sweep 
Display No. ! 
Here’s your opportunity to increase volume and enjoy 


greater dollar return on Oxco floor sweeps, just as stores 


all over the country are doing. This handsome Display, 





a complete selling and storage unit, brings floor sweeps 
out of the stockroom, makes them popular sellers and 


real money-makers. 


All packed in one carton. Easy to set up—no complica- 











ted bolts or nuts—rack simply unfolds and it’s ready for 
stocking. Top sign tells customer style of sweep needed 
for his floor surface. Saves your selling time yet brings 


more sales at a nice profit! eee ee 


OX FIBRE BRUSH COMPANY, INC. 
sreoericx <el@aéGished /SF4 iS 





Displays and 
stocks handies 





"S808 Fon Sce 7 Stocks 


Gg 2 = on 
Displays 4 styles L Anne 


sweeps 


Very 
little 
floor 

space 
2414" x 


18 SWEEPS AND HANDLES PLUS METAL RACK 
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Qo NEWS 


America’s fast-selling 


ss ) —_—— home-freezing container 
LUBRIPLATE co 
Businessmen are optimistic, | N 3 p () 7 lf LA r 


_ plan to spend record amount 
MAKES OUTBOARD MOTORS | S 7 F § 


Optimism about business condi- 
tions in 1957 is reflected in the 
plans of businessmen to spend rec- 
ord amounts for new plants and 
equipment during the year, the 
government reports. 

According to a survey by the 
Commerce Dept. and the Securi- 
ties and Exchange Commission, 
businessmen plan to spend a rec- 
ord $37% billion for new plants 
and equipment during 1957. 

This is $2 billion, or 6% per- 
cent, more than the all-time high 
established in 1956. PINT 1Y%> PINT QUART 

3usinessmen also expect sales Same lid fits all 3 sizes 
to reach new highs in 1957, the 
survey shows. 


RUN BETTER — LAST LONGER 











he 





is pre-selling your 
customers through the 





Manufacturers expect increases 


Sone e BIGGEST PROMOTION 
tetailers and w salers ex- 
Complete LUBRIPLATE ke ee IN THE INDUSTRY! 


pect increases of 4 percent. 





Outboard Lubrication Higher selling prices and in- 

crease capital goods costs were 
FOR ENGINE LUBRICATION (to mix given as factors for the expected 
with gas) New Lubriplate 2-C Mo- increased sales and investments. 





tor Oil. A fine new oil especially 
processed for outboard motors. Lu- 





bricates better, burns completely — Government releasing more 
keeps engine clean—insures quicker, ~ r 
surer starting, economical. hog bristle from stockpile 

FOR UNDERWATER GEARS The government plans to make 
Lebriplate 105—qrease type. lube? more Chinese hog bristle available 
cant for use in underwater gears of from the national stockpile. 
non-gear shift types of outboard The General Services Adminis- | 
motors. pays ; : | 
Lubriplate Hypoid-90—Fluid type tration was scheduled to receive | 
for underwater gears of gear-shift bids this week for 500,000 Ib. 


type outboards. The bristle is used in making e More than 40 miilion advertising 


NATIONALLY ADVERTISED paint and varnish brushes. messages in Household, Farm 


’ 7 
Outboard owners everywhere will Journal, Capper’s Farmer, Suc 


read about LUBRIPLATE outboard cessful Farming. 

prec er ap tet pourceng: Bate Congress talks of tax cuts, Impact publicity, reaching the 
ning Post, American 10Nn, Z : | 
Mechanics, Outdoor Life, Field & but don't look for any yet heart of your home-freezing market 


through TELEVISION, RADIO, 
MAGAZINES, NEWSPAPERS. 


Stream, True, Motor Boating, Out- 


board and other magazines Congress is starting to talk 


about tax cuts again. But don’t 
SEE YOUR HARDWARE look for any tax relief immedi- 


ately. 
AND MARINE JOBBER Most of the talk about cutting 


LUBRIPLATE taxes stems from the fact that 
1958 is a Congressional election 


e FREE selling aids — 
home-freezing booklets 
for your customers, and 
the new self-merchan- 
dising display-shipper. 

















THE MODERN LUBRICANT year. Congressmen are fully aware Cail your distributor, or write 
memes §6| Of the vote-getting power of a CONTAINER CORPORATION 
ay tax cut. ~~ 
oOo 
However, Congressional leaders OF AMERICA TH 
| have their hands full now trying 1301 W. 35th Street, Chicago 9, Illinois 
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Suggested 
Retail 


$1.50 
per pair 





LIGHTWEIGHT 
Packed in \@ i435 PADS ; 


a plastic 








re-usable 


Bag 





@ GOOD PROFITS 
@ YEAR-ROUND DEMAND 
@ PRICED TO SELL 


ReGGy 0017 ane @ GOOD TURNOVER 


roofers, landscapers, cotton pickers, truck 
farmers, miners — anyone who works on 
his knees. 


made by 
JUDSEN RUBBER WORKS, wc 


4107 W. KINZIE STREET CHICAGO 24, ILLINOIS 











Model P5518 R 


Best Seller 


This Pincor reel-type mower has 
all the deluxe features. Recoil 
starter, adjustable cutting height, 
big diamond tread tires and a 
PINCOR 1.6 H.P. engine with re- 
coil starter. 


om $7 A 


f.o.b. factory. Incl. F.E.T. 





PIONEER Gen-E-Motor Corp. 
5841 West Dickens Avenue, Chicago 39, Iilinols 















SELL GENUINE 


RUBBERCOR SINKERS 





On with a twist of the rubber 


. off just as easy 
Line Wraps in Rubber... Assures 
®NO SLIPPING WITH NO 
TYING 
eNO LINE BREAKS OR 
FRAYING 
Available in 8 Assorted Sizes from 
1/16 oz. to 1V2 oz. 


TO HELP SELL... 
RUBBERCOR SINKERS 
COME IN STURDY, 
ALL-CLEAR 


COUNTER 





PACKS 


‘OR HANDY, STEEL 
“SELF-SERVICE” 
COUNTER 
ASSORTMENT 


THIS ATTRACTIVE 
COUNTER DISPLAY 
BUILDS SINKER SALES 


Ask your jobber or write 


} for free samples 
GG: 





“tt 


fi Malerrombin 
ie WHITE BEAR @ LAKE, MINNESOTA 


CASH IN ON RUBBERCOR'’S 


NATIONAL ADVERTISING 








FEATURE THESE FAST- 
SELLING FIX-IT PRODUCTS 


to find ways to trim President 
Eisenhower’s record budget. Un- 
less they can come up with some 
big cuts in the budget, it seems 
unlikely that they will be able to 
reduce taxes appreciably next 
year in the face of heavy govern- 
ment spending. 

Talk about proposed tax cuts 
will continue, however, and some- 
thing may materialize if Congress- 
men feel tax relief is necessary 
for reelection next year. 


Tight money is responsible 
for home building decline 

Tight mortgage money is reduc- 
ing the number of new houses be- 
ing built, and the situation will 
get worse unless something is 
done soon to improve financing for 
new home construction. 

That’s what the Senate Housing 
Subcommittee was told by hous- 
ing industry representatives dur- 
ing a hearing on proposals to spur 
home construction. 

Witnesses predicted housing 
starts in 1957 may drop as low as 
800,000 units compared with the 
1.1 million units started in 1956 
if there is no easing of mortgage 
credit. 

Most of the witnesses testifying 
before the Senate group favored 
flexible interest rates on govern- 
ment backed mortgages in order 
to attract more money into the 
housing field. 

The Senate group will make 
its recommendations to Congress 
after the hearings are concluded. 





DURO Plastic 
Aluminum 


Hundreds of uses for 
this amazing metal in 
putty form that fixes 
everything from pots 
and pans to auto bod- 
ies. No tools, heat, or 
flame necessary. $1.00 
retail. 12 big 5% oz. 
tubes to the display. 


Post Office eliminates lots 
of red tape to speed service 


The government is taking steps 
to speed your postal service. 

The Post Office Dept. has been 
simplifying the work of its em- 
ployees and making life easier for 
you by eliminating most of the 
forms that had to be filled out. 

Among the simplified forms to 
help you are applications for 
money orders and claim forms for 
lost parcel post or C.O.D. pack- 
ages. 

Already 1685 different forms 
have been eliminated since 1953. 
In addition, another 8000 forms 
will be replaced by 174 forms. 


(Resume reading on page 11) 





Make More 
Money 


handy-patch 


DURO handy-patch, the 
self-soldering patch, is 
ideal for repairing large 
rusted out areas, rips, 
leaks and tears in 
with the original big metal, wood, canvas and 


rubber. Six kits to the 
display carton. $1.00. 


SOPULAR 
| MECHANICS 


5'’2 oz tube of DURO 
PLASTIC ALUMINUM 
eTareMisl-Relasle Palate p O16) .1@) 
handy-patch kit. 





ER FROM YOUR JOBBER 


WOODHILL CHEMICAL COMPANY 
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RED JACKET 















FOR THE MONTH OF FEBRUARY 1957 


HERE THEY ARE! $=% 


~ 


















te yo 
a A ad 
$ 00 WINNER $ 00 WINNER 
GUY AMACHER W. L. ZAVITZ 


Sibley, Illinois Morrell, Kansas 


$ 00 WINNER ¢ 00 WINNER 
BORN WELL 
ERNEST R. STONE 
1872 S. Tennyson ong oy 
Denver, Colo. c . 
Coram, N. Y. 





ANOTHER LINE OF WINNERS...RED JACKET 
“"CJ'' CONVERTIBLE AND ‘''SJ'' SHALLOW 
WELL PUMPS AND WATER SYSTEMS 











FEATURES 


THAT MAKE EASIER, MORE 
PROFITABLE SALES 


ye CONVERTIBILITY 

The "CJ" line features quick 
economical conversion from 
shallow to deep well operation 
when necessary. 


% FLEXIBILITY 

30 and 42 gallon pressure tanks 
can be set either horizontally 
or vertically, self-priming in 
either position. 


* PACKAGING 
Both the ‘'SJ"* Shallow Well and 


"CJ" Convertible water system 
are completely packaged — 


THIS ready to hook up. ; 
COLORFUL 4 RANGE OF MODELS TRY AGAIN: 
Available in '/, and '/, H.P. lf you are not one of the lucky winners 
Free DISPLAY ype Mang oh agg 5 oon above, try again. Send in your entry card 
SELLS PUMPS . for the March drawing. Ask your jobber 
ose fut i salesman for entry card. 


TO WORK 


cosccccccssssoses MAIL COUPON TODAS eeceseceeescecs 
FOR YOU! 


RED JACKET MANUFACTURING CO. 
Dept. HA-47, Davenport, lowe 


| would like to have one of your complete catalogs 
#and price sheets on your new Models "CJ" and "SJ" 
Jet Water Systems. 


>. 

. 

« 

. 

+ 

> 

— j « 

aa 4 NE - 


leat... NSE Te 


Tea iy me 












service 
elglities 


RED JACKET ovivinrorr, tows 


"The Choice That's Made Friends’ — SINCE 1878 





NAME 





ADDRESS 





ciTyY STATE 





NAME OF YOUR JOBBER 
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NEW CONS 


Here’s 







Continuous 





<< : PUN OF 


$* Guaranteed by > 
Good Housekeeping 


«Xt 
CT AS apventistd HE 









New “Brush-Mobile”’ Wall 
Display Makes No Demands 
on Counter Space 









Attached to the wall by a sturdy bracket, 
it takes up little room, releases up to 
4 sq. ft. of counter space. It is 36 inches 
high . . . revolves freely at the touch of 
the interested customer’s finger. Each 
panel of the display is a different color, 
and the unit displays a large number and 
variety of brushes for easy inspection. 
It rings up sales as if it were geared to 
the cash register! 


the Blue Chip Brush 





magazines will reach 41,550,000 readers—help pre-sell your 
customers on the complete line of Rubberset paint brushes. 


New Rubberset “3-D”’ Display 
Selis for You in Three Dimensions 


This modular display panel strikes a compelling modern note, 
Use it as a single unit or in numerous interesting and effective 
combinations featuring the use of curves. Dimensions are 24” 
by 24” (perimeter), and up to 20 sizes of brushes can be displayed. 
Both sides are finished in vivid Chinese red lacquer. 


UMER ADVERTISING! NEW 


why this big new promotional 












advertising in GOOD HOUSEKEEPING and LIFE 


Famous Good Housekeeping Guaranty Seal on all Rubberset j 
brushes works hard for you at the point of sale. Of all the } 
women interviewed in a recent survey, 79% said the seal 
influences their purchases. 










Senior Panel Board Display 


Makes an impressive display. It is 
36” x 24” and comes equipped with 
20 single-prong holders. Lacquer fin- 
ish is a neuttal gray. 























q Junior Panel Board Display 


For use in limited space 
or an assembly in multi- 
ple-unit displays. Holds 
Rubberset brushes in 7 
graduated sizes. Dimen- 
sions 24” by 12”. Furnished 
with 7 single-prong holders, 
2 legs. Neutral gray lacquer. 





Ca ee WE ee OE 
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DISPLAYS! UNIQUE PACKAGING! 


program makes 


Line for 57 | 









Fit two 3-D Panels around 
support post for more effi- 


cient use of space. 





A 3-D Panel set on double- 
prong legs makes a 1-piece 


standing unit. 
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ubberset” i», 








Rubberset’s unique, colorful Inspecto-Pak packaging promotes 
easy identification, protects the brush, permits easy inspection, 
and stresses the salient points which sell the customer the quality 
brush for his job. Good Housekeeping seal and “As advertised 
in LIFE” sticker help to cinch the sale. Each Rubberset brush 
now has a convenient hole in the handle to facilitate dealer dis- 
play, make storage by customer easy. Another good reason they'll 
prefer Rubberset! 


And Here Are a Few of the Ways 
You Can Set Up These Rubberset Displays 
to Make Your Brush Department 70% “Self-Service” 








: 

















Butterfly display formed by 


two 3-D Panels back to 
back. 





Both sides of a 3-D Panel 
placed on end are usable. 


Two 3-D Panels make S- 
shaped display for counter 
or wall. 


inverted 3-D Panel makes 
good island display on 
counter. 
































A 3-D Panel and a Junior 
Panel, attached to wall, 
supply maximum display in 
small space. 


Tent of 2 Junior Panels or 
2 Senior Panels forms 
island display. 


Use 3-D Panel and Senior 
Panel to form modern wall 
display center. 


Use Senior Panel flanked 
by 2 Junior Panels for 
massive wall display. 





See your Rubberset representative NOW for full details on this new '57 promotion 


RU BBERSET COMPANY 900 Passaic Avenue, East Newark, N. J. 























Medel 622 4R 


Best Seller 


A deluxe, moderately priced 22” 
rotary. Powered by PINCOR’S 
NEW lightweight vertical-shaft 
4-cycle engine. Sturdy die-cast 
chassis with off-set wheel. Like 
all Pincor rotary mowers for 1957, 
this handsome mower trims up 
close to walls and trees. 


Dealer Cost hg” 


f.o.b. factory. Incl. F.E.T. | 








PIONEER Gen-E-Motor Corp. 


5841 West Dickens Avenue, Chicago 39. Illinois 








WOW! 


Scientific discovery 
turning industry 
upside down... 






1957 


Convention Calendar 


1958 





conventions 


shows 


conferences 








the alphabetical listing 
1957 
May 
16-17 National Assn. of Sheet Metal 


adelphia 
June 
2-4 Ace Hardware Corp. 
Convention & Toy Show 


Conventions, San Antonio 


-raNncisco 





Convention Check List 


compiete details about the « nvenrTions 


following this quick check list. 


Distributors Spring Meeting Phil- July 


Summer 


13-15 Texas Hardware Boosters Club & August 


Texas Wholesale Hardware Assn. 


18-20 Industrial Supply Convention, San 





listed by dates below use 


International House 


4 Second 
wares Show, New York 


30-July 


7-11 National Retail Hardware Assn. 
Congress, Dallas 
8-12 National Housewares 


lantic City 


Exhibit, Aft- 


4.7 Gift Show, San Francisco 
11-14 Gift Show, Portland, Ore. 
18-21 Gift Show, Seattle 
25-27 Gift Show, Spokane 


























sensational 


“Wee 


The Original Wash Away 
PAINT REMOVER 


TM-4 has taken Paint 
Remover out of back 
rooms and out 


from under counters 
UP FRONT to 





the best-seller 
of the industry! 
Sell MORE with 
TM-4 ... the ONLY 
Paint Remover with an 
unconditional 
money-back 
guarantee! 





















Write for brochure 


WINFIELD BROOKS CO., Inc. 


WOBURN, MASSACHUSETTS 












National Events 


Industrial Supply Convention, June 
18-20, at San Francisco, Calif. At- 
tendance restricted to members. 
Mark Hopkins Hotel headquarters 
for American Supply & Machinery 
Mfrs. Assn.; Fairmont Hotel head- 
quarters for National Southern Dis- 
tributors Assn. and Southern Indus- 
trial Distributors’ Assn. Sponsored 
by ASMMA, W. B. Thomas, Hunter- 
Thomas Associates, 2130 Keith 
Bldg., Cleveland 15, Ohio, business 
manager; NIAD, 1900 Arch St., 
Philadelphia 3, Pa., Robert C. Fern- 
ley, executive secretary; SIDA, 712 
Volunteer Bldg., Atlanta, Ga., E. L. 
Pugh, secretary-treasurer. 


National Assn. of Sheet Metal Dis- 
tributors Spring Meeting, May 16- 
17, at the Warwick Hotel, Philadel- 
phia. Thomas A. Fernley Jr., 
executive secretary, 1900 Arch St., 
Philadelphia 3, Pa. 


National Housewares Exhibit, July 
8-12, Convention Hall, Atlantic City, 
N. J. Sponsored by the National 
Housewares Mfrs. Assn., 1140 Mer- 
chandise Mart, Chicago 54; Dolph 
Zapfel, executive secretary. 


National Retail Hardware Assn. Con- 
gress, July 7-11, Statler - Hilton 
Hotel, Dallas, Texas. Sponsored by 
National Retail Hardware Assn., 
964 N. Pennsylvania St., Indian- 

apolis 4, Ind. 


Second International Housewares 
Show, June 30-July 4, at the Coli- 
seum, New York, N. Y. Sponsored 
by Orkin Expositions Management, 
19 W. 44th St., New York 36, N. Y. 


Regional Events 


Ace Hardware Corp. Summer Conven- 
tion & Toy Show, June 2-4, at the 
company warehouse, 2355 S. Blue 
Island Ave., Chicago 8, IIl. 


Gift Shows: San Francisco, Calif., in 
Civic Auditorium, Sheraton-Palace, 
St. Francis and Sir Francis Drake 
Hotels and Western Merchandise 
Mart, Aug 4-7; Portland, Ore., in 
Portland Public Auditorium and 
Plaza and Benson Hotels, Aug 11- 
14; Seattle, Wash., in Civic Audi- 
torium, Olympic and New Wash- 
ington Hotels and Terminal Sales 
Building, Aug. 18 - 21; Spokane, 
Wash., in Davenport Hotel, Aug. 


25-27. Western Merchandise Ex- 
hibitors Assn., Kay Leber, show 
manager, 1355 Market St., San 


Francisco 3, Calif. 


State Events 


Texas Wholesale Hardware Assn. and 
Texas Boosters Club Annual Con- 
ventions, June 13-15, San Antonio. 
Howard Weddington, 1327 National 
City Bldg., Dallas 1. 
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_ “For highest sales and profits— 


sell your customers top-quality 
CYCLONE LAWN FENCE” 


YCLONE “Red Tag” Lawn Fence is in a class by itself! It’s made 
better . . . so it sells better. That means more sales and higher 
profits for you. Feature CYCLONE Lawn Fence. Put it up front where 
everybody can see it. And make sure it’s displayed with the nationally 
known CYCLONE “Red Tag” label—the symbol that means quality, 
value and dependability. CycLone Lawn Fence is available in both 


woven and welded, and in single- and double-loop styles . . 


of 36, 42 and 48 inches. 





CYCLONE 
rat pmaraaer oma 











Firmly and uniformly ¥ woven. Curved 
picket tops are even and symmetrical. 
Ends are locked securely into two top 
cables. Picket spacing is uniform. Ex- 
tra-deep crimp of picket wires forms a 
lock for cables. Horizontal cable wires 
are 2-ply twisted, with a triple twist 
between pickets. Cable twist is re- 
versed on pickets instead of between 


. heights 


CYCLONE 
WELDED LAWN FENCE 


Every wire held firmly in place by a 
strong, clean weld at every joint. All 
wires are straight and true. Welding 
is done neatly, without burnt wires. 
Arches in picket tops are uniform, so 
is spacing between wires. Horizontal 
cable wires are deeply crimped, giving 
added stability. All wires galvanized. 
Extremely rigid enclosure for level 


them, forming a lock on pickets. property. 


Check your stock right now. Then place your order through your 


CYCLONE jobber. And remember, there’s a complete line of matching 
Gates, as well as Flower Bed Border and Trellis, too. 


This FREE FOLDER brings in more business 


Every buyer of CrcLoNeE Lawn Fence should get a copy of this folder. 
It explains in clear-cut, easily understood language how to erect a fence. 
It’s a wonderful aid in clinching the sale, and it makes more friends for 
your store. 


CYCLONE FENCE DEPARTMENT, AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS © SALES OFFICES COAST-TO-COAST + UWITED STATES STEEL EXPORT COMPANY, NEW YORK 


USS CYCLONE-ped 109 
_, RARDWARI PRODUCTS 


GATES 





wire SCREENING 


INSECT d-Bronze Aluminum 


Galvonit' 


S 1S 
FLEXIBLE — maa" caTCH-ALt BASKET 


AWN FENCE 
198 5 eparate were 


a ged Fabric 
Wove 
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The average, successful Where do 


hardware dealer gets 20% 


of his gross annual sales 
from his PAINT DEPARTMENT® YOU stand? 
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According to an extensive survey 


conducted by Hardware Age 








— - - CO ee 
—-———__-—-—- a --— nS - 











lf your Paint Department is not contributing 20%... 





to your total annual sales, then it’s time you talked to the man 
from Acme. He has one of the greatest new paint-selling programs 
ever introduced to the business. It’s fresh! It’s been tested! It works! 
Move up today—take the step to the greatest paint sales you have 
ever had. Just contact your regular source of supply—or phone, 
write, or wire: W. H. Stephens, Acme Quality Paints, Inc., 
Detroit 11, Michigan. Phone: TR 2-4800. 
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A gourmet shop can pull 
traffic for your store 


More than one hardware dealer 
has taken on a line of gourmet 
items to add variety to his Christ- 
mas campaign. When the line con- 
tinued to sell after Christmas some 
dealers have expanded their gour- 
met offerings. 

Gourmet like spices of all kinds. 
Many of them like to do their own 
cooking indoors and out. Get them 
interested in your gourmet shop, 
and you build traffic on fancy cook- 
ing utensils, pottery, spices and 
such items as pepper mills. 

A West Coast dealer put in a 
limited line of gourmet items sev- 
eral years ago as a holiday season 
experiment. The idea clicked and 
in a short time the firm had to 
more than double its inventory. 

This dealer says, “A woman has 
charge of our Gourmet Shop. She 
is accustomed to handling foods. 
What she did not know about the 
special products of a Gourmet Shop 
she quickly learned from reading 
manufacturers’ literature.” 

Located at the front of the house- 
wares section, this specialty shop 
occupies more than 16 ft of wal! 
space. Wallpaper which makes the 
section look like a_ brick-walled 
room, adds atmosphere to the shop. 

Women who visit the store to 
buy utility houseware items buy 
gourmet items on impulse. Traffic 
attracted by the special display 
helps to build a good volume of im- 
pulse sales. 


Free gas pulls traffic 
during store promotion 

Gimmicks and giveaways can pull 
store traffic. 

Some merchants complain when 
others give away merchandise to 
pull traffic. 

The Tooele (Utah) Hardware 
store recently built traffic with free 
gasoline. For each $5 worth of 
merchandise any customer bought, 
the firm gave a coupon redeemable 
for a gallon of gasoline. 

The free gas offer was part of a 
store-wide promotion. It built traf- 
fic and created word-of-mouth ad- 
vertising. 

Some customers upped their or- 


ders enough to get the free gaso- 
line. 
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Beoutitully finished, high quality 
HAROWARE CONVENIENCES 


= 
- 


~/aaal 


Vi 


Biggest, newest advance in mod- 
ern merchandising—that’s SKIN 
PACKAGING as pioneered by 
H-W in combination with dra- 
matic, self-service sales displays! Here are com- 
bined the ultirnate in 
finger-tip selection for hurried shoppers 
finger-tip inventory control for busy dealers 
hoppers find these glamorous assortments of 
most-needed hardware conveniences irresistible; 
sparkling bright chrome and brass door stops, 
wardrobe hooks, sash fasteners, chain door guards, 
handrail brackets—and many other specialties for 
home improvement; ALL factory-fresh because 
protected by Hall-Wessel superior skin packaging; 
all complete with needed screws, components. 

So easy to see . . . such fun to select; no wonder 
the cash register rings up so many extra “impulse 
sales” wherever they’re featured. 

Cash in with the best made, best packaged H-W 
COMPAKS. Save handling, selling, storage costs 
that result in BONUS profits! 


Ps.» 
*) 
td ‘fm 4 


FEATURE TO00, FOR PROFESSIONAL BUILDERS 


H-W POLLY PAKS 


Customers take to their jobs the exact hardware 
units they’re installing, complete, in one plastic bag 
with the right size and the right quantity of needed 
screws, other components. 

Merchandise is always clean and bright—*‘factory- 
fresh,’’ free from scuffs. 

YOU will find H-W single-unit hardware POLLY- 
PAKS a wonderful way to store, protect and handle 
your stock . . . supply the exact quantity of any 
wanted item without counting out needed screws. 

COST NO MORE than old-fashioned packing: 
have added sales-appeal. Available with all items 
previously tissue wrapped. 


HALL-WESSEL CO. 


919-931 N. 5th St., Philadelphia 23, Pa. 
In Canada: Geo. S. Hall Co., 25 Grenville St., Toronto 1 
Export: Hall & Reis, Inc., 165 Broadway, New York 6. 


specialties 


Hardware 








WHAT'S NEW 











@ For more information on these products and services 


use free post card on page 149. 


(Continued from page 15) 
Portable barbecue and table 

Here is an item that will appeal 

to your outdoor living customers. 





It is a portable barbecue and table, 
Big Bar-O. Unit nas a 16 x 20 in. 
grill and a 17 x 22 in. table. Unit 
folds easily for carrying and stor- 
ing in auto. Retails for $16.95. 
K. G. Niblack Co. 


For more data circle No. 10 on postcard, p. 149 


Charcoal lighter in cans 


Barbecue enthusiasts will be cus- 
tomers for this charcoal lighter 
which comes packaged in self- 
selling cans. Lighter comes in pint 






CHARCOAL 
LIGHTER 


and quart cans. Fluid is hickory- 
scented. Harrison Oil Products, 
Ine. 


For more data circle No. 11 on postcard, p. 149 


Dry-land version of a sled 


Here is a dry-land version of a 
sled that will appeal to youngsters. 


146 


Flexy Racer is equipped with wheels 
like a coaster wagon, but is built 
like a sled except for the runners. 
Racer has steering unit and built- 
in braking system. Racer can be 
used in sitting position, prone 
position, or as a knee coaster. S. L. 
Allen & Co., Inc. 


For more data circle No. 12 on postcard, p. 149 


Rotary mower blade file 


This file has been designed espe- 
cially for sharpening rotary mower 
blades. Each file comes in a plastic 
envelope and has a hole in the end 
for hangup purposes. The Nichol- 





son and Black Diamond brand ro- 
tary mower file sells for 89¢. One 
dozen to a display card. Nicholson 
File Co. 


For more data circle No. 13 on postcard, p. 149 


Double burner table range 


Here is a handy automatic double 
burner table range for use in gen- 





eral and utility cooking purposes. 
Fingertip dial switches to both ele- 
ments provide heat settings from 
simmer to high. The burners are 
chrome plated and the top is por- 
celain with a white enamel base. 
The $19.95 range is 20 x 11% x 
6 in. Dominion Electric Corp. 


For more data circle No. 14 on postcard, p. 149 


Portable 6'/2 in. power saw 
This portable power saw is fea- 
tured in Skil’s 1957 line at $49.95. 





The 6% in. saw is equipped with 
a variable torque clutch which helps 
prevent motor burnout and exces- 
sive wear on gears. Saw cuts verti- 
cally to a depth of 2 3/16 in. and to 
134 in. at 45 degrees. Available for 
use with 115 or 220 voltage. Skil 
Corp. 


For more data circle No. 15 on postcard, p. 149 


Center-back hunting quiver 


This center back hunting quiver 
for archery fans features improved 


. 
Be 
ser 





pack harness straps to hold it se- 
curely in the center of the archer’s 
back. The center back quiver is 
21 in. long, 8 in. at the top and 
6 in. at the bottom. There is also a 
knife sheath and a zippered acces- 

(Continued on page 148) 
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INCREASE YOUR PROFITS WITH THE 


| MOST VERSATILE 


OF ALL BOLT MERCHANDISERS 


<——_ 
- 


7 


j 


CHECK THESE 
VERSATILE FEATURES: 


INCLUDES 

FIVE ASSORTMENTS 
—Carriage Bolts, Small and 
Large Machine Bolts, Cap 
Screws and Stove Bolts... 
91 types and sizes to satisfy 
the needs of 80% of your 
fastener customers. 


REFILLS PACKAGED IN SMALL 
QUANTITIES to stock only 


1 one compartment. Eliminates 
half-filled cartons of back- 
up inventory. 


THE LAMSON ~._,. yor BOLT TRAY 


NAL @ 
410 fr. 





ALL LAMSON SERVE YOURSELF PRODUCTS ARE GIVEN A RICH, 
LUSTROUS PLATING OF ZINC AND ADDITIONAL, CLEAR CHROMATE 
TREATMENT FOR A FINISH THAT LASTS . . . AND SELLS! 


ANELAAD 2, OWS + PLANTS AT CLEVELAND AMD WERT, OMNIS + ErmmGMn » G 


+ oa 
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WHAT'S NEW 








(Continued from page 146) 
sories pocket. Retails for $14.50. 
Also available is a 3-compartment 
Field and Hunting quiver (not 
shown) that retails for $19.50. 
Both quivers come in two-tone elk 
and saddle leathers, or in dark 
brown elk. Ben Pearson, Inc. 


For more data circle No. 16 on postcard, p. 149 


Air volume control for wells 


Pump repairmen and installers 





will be interested in this new air 


volume control for use with all 
shallow well and deep well jet 
pumps. Control comes in one size 


that fits all popular vertical and 
horizontal tank sizes through 82 


gal. Unit comes packaged with 
necessary tube and fittings. Sta- 


Rite Products, Inc. 


For more data circle No. 17 on postcard, p. 149 


Portable folding table 
Here is a lightweight, compact 
portable folding table that folds to 








an 18 x 30 in. carrying case with a 
built-in handle. The metal table 
comes with a Black Marble or white 
etched Leatherette top in three 
lengths—54, 72, and 96 in. Also 
available from this company is 
Stack ’N Add metal sectional shelv- 
ing for home and office. Basic unit 
stands 32 in. high by 24 in. long. 
Quaker Industries. 


For more data circle No. 18 on postcard, p. 149 





Chrome, copper kitchen sets 


Housewives will be customers 


for these Space Saver kitchen sets 





with copper or chrome trim. Color 
combinations 


include turquoise 


Stainless steel cans-pails 


These stainless steel cans and 


pails are constructed of 24-gauge 
steel with a 2B finish and have a 


le x 2) in. stainless steel band at 


top and bottom. A snug-fitting lid 
locks out 


foreign matter. Cans 





' 2 : 
{ wilt 
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come in 12%, 16, 20, 27 and 
33 gal sizes. Pails are 5, 7, 8% and 
10 gal sizes. These containers are 
useful for institutional and manu- 
facturing needs. Witt Cornice Co. 


For more data circle No. 19 on postcard, p. 149 


Embossed gift wrap ribbons 


Sasheen brand ribbons for wed- 
ding and shower gift wraps are 
available in two embossed designs, 
both in white. Flower and Swir! 
come in retail rolls and in 100 yd 
rolls for instore use. Widths are % 
in. and % in. respectively. A new 
114 in. ribbon width is also avail- 
able in three open stock selections 
of Sasheen. There are a total of 26 
Sasheen colors now available. Min- 
nesota Mining & Mfg. Co. 


For more data circle No. 20 on postcard, p. 149 





with chrome, white with chrome, 
and pink with copper. Sets include 
cannister sets, bread box sets, 
step-on can and wastebasket. Prices 
start at $3.49. Harvell Mfg. Corp. 


For more data circle No. 21 on postcard, p. 149 


Iceless picnic cooler case 

Here is a handy picnic cooler that 
opens like a suitcase. The Frigi- 
Nette is made of one piece seam- 
less steel with rounded corners and 
is insulated with 1 in. thickness of 
fiber glass. Four dry refrigerant 
cans come with the portable case 








which is available in three colors. 
National Steel Cabinet Co. 


For more data circle No. 22 on postcard, p. 149 


Redesigned traverse rods 
Home makers will be interested 
in these adjustable traverse rods, 
the Anne Davis series. All rods in 
the line are 20 percent heavier and 
come in carnation, champagne, san- 
dalwood, tawny beige and willow 
plus white. Included in this series 
(Continued on page 152) 
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Be sure to write name 
and address on post card. 


Please use this P. O. 
Box Address for Quick 
Check Cards Only 
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CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 








FIRST CLASS 
PERMIT NO. 3 
(Sec. 34.9 P.L.&R.) 
New York, N. Y. 








BUSINESS REPLY CARD 


No postage necessary if mailed in the United States 





POSTAGE WiLL BE PAID 8BY 


HARDWARE AGE 


Post Office Bex 660 
Village Station 
NEW YORK 14, N. Y. 


—_ ——— ee —e os =e au Gee nee ee ee ee _ 
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Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 4/11/57 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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HARDWARE AGE then in any ether magazine. 


under the individuel item description. 


will be sent you on each item. 
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Here is Your Quick Check Card 


What it is... Hew it works 


@ Each issue brings yeu dozens ef descriptiens ef new products, new dis- 
plays, etc., in the “What's New’ columns. You get more of these in 


@ When you wont more free infermation en any of these products, simply 
mark a circle around the same number on the post card as appears 


@ Drop the post card in the mail bex. Ne pestage is needed. You will 
quickly receive, free, complete details en the preduct from the manufac- 
turer. You may circle as many items as yeu wish. Separate information 


@ Be sure to give your full name and address en the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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Pestcard velid 8 weeks enly. After thet use own letterhead fully describing item wanted. 4/11/57 


Please send me further information on the WHAT'S NEW items, code numbers 
fer which | have circled below. 
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FIRM ADDRESS .....cccccccvccccses YTTTTITITITTT TIT TTTTTTTTT eeecees 
CITY or TOWN... ...ccccccees ceccece eccccees ZONE....... STATE... ..ee05 eee 
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FIRST CLASS 
PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 
New York, N. Y. 





BUSINESS REPLY CARD 





Ne pestege necessary if mailed in the United States 





POSTAGE WILL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 
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WHAT'S NEW 


@ For more information on these products and services 
use free post card on page 149. 











































(Continued from page 148) Steam radiator angle valve 
Here is a heavy-duty steam radi- 
ator angle valve with angle female 
and union male outlet designed for 
200 lb steam pressure and meets 
federal specifications. Features in- 
clude an oversized bonnet and 
stem, a gland follower, double pack- 
ing and an extra large stuffing box. 
Valve will: backseat for repacking 





are two-way draw, adjustable 
traverse rods for ordinary win- 
dows; one-way draw rods for cor- 
ner and bay windows; extending 
traverse rods for narrow windows 
















Perhaps 
you've never 
seen a really 


“Gay Blade” in and adjustable combination tra- 
your store... | Verse and valance rods for special 
maybe you don't applications. A 24 x 46 in. display 
know just how (shown) is available for wall or 


ood our GRIFFIN . , . 
9 : easel use. Stanley-Judd Div., Stan- 
Blades are. Take o : 


minute and look at ley Works. 
what these For more data circle No. 23 on postcard, p. 149 under pressure. Hammond Brass 


Works. 


For more data circle No. 25 on postcard, p. 149 





blades have to offer 






Rotary riding 24 in. mower 
EACH BLADE — 
Clearly Marked Lawn-owners will be interested 
Tooth Size and ° " o ae H 
What it Will Cut | in this rotary riding mower, the Easy-to-use paint remover 
| Your paint customers will be in- 
EACH BLADE — terested in this paint remover that 
Merten Set-reee ne is applied with an ordinary paint 
brush and then sprayed off with 
water. Rinse Away Paint and Var- 
nish Remover leaves a clean sur- 
face ready for painting. Remover 
is non-inflammable and comes pack- 





EACH BLADE — 
Top Quality 
The Best in Blades 
Since 1880 





EACH BLADE — 
Painted, Looks Good 
No Rust, No Scale 


All BLADES — 


Factory Guaranteed 











Ask your jobber for 
GRIFFIN HACKSAW BLADES, 


COPING SAW BLADES, SCROLL Pw DA 3 : ar 
Saad MAREE. oe wectes Ses Excello. The 24 in. mower: has a 
additional information and 3.09 hp 4-cycle engine controlled by 


dealer prices. 


ie a hand throttle. There is a clutch 
control handle for shifting to re- 
verse and a control that disengages 
the blade for safe traveling any- 








G. W. GRIFFIN COMPANY | where. Trims to within ™% in. of 

Franklin, New Hampshire | obstacles. Several attachments are 
Sales Representatives | available for the mower that sells aged in pint, quart, and gallon con- 
Joha 1. Sronam & Co, tac. for about $330. Heineke Co. tainers. Pittsburgh Plate Glass Co. 







+105 Duane Street, New York 8, N. Y; | 


Baise | | Fer more data circle No. 24 on postcard, p. 149 For more data circle No. 26 on postcard, p. 149 
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Direct drive chain saw 
This gasoline powered direct 
drive chain saw is in the all-pur- 








pose, 34% hp class. Silver Logmas- 
ter a lightweight companion 
model to the Golden Logmaster 
chain saw. Features include an ai} 
filter with push button release, fuel 
finder gasoline pick-up, built-in 
spark arrester muffler, and a pres- 
sure sealed thumb button oiler. 
Available in 18, 24 and 30 in. bar 
lengths. Mall Tool Co., Div.. Rem- 
ington Arms Co., Ine. 


IS 


For more data circle No. 27 on postcard, p. 149 


Bolt expansion shield 
Here is an improved machine 
bolt expansion shield called Ty-Ton 





that 
power. 
and long 


extreme 


features 
The shield comes in short 


holding 


lengths with diameter 
sizes ¥ through ™ in. Ty-Ton, 
which is made of zinc, works on 
the tapered wedge principle. U. S. 
Expansion Bolt Co. 


For more data circle No. 28 on postcard, p. 149 


Rust solvent and penetrant 

This fast-drying, non-flammable, 
non-explosive, non-oily and non- 
conductive rust solvent and pene- 
trant comes in a 16 oz. aerosol can. 
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. TELL 


3 to 4 Time Turnover with 3373% Margin 
Means Big Profits with S-K/Lectrolite Wrench Program 


A sales records of hardware stores in large cities and 
small towns show that the S-K/Lectrolite line of quality 

, socket and flat wrenches provides a steady 3 to 4 time turn- 

, over—or even more. And every S-K/Lectrolite wrench you 

sell returns a 33!/,% profit. 

To do a good business in socket and flat wrenches, hard- 
ware stores must offer full coverage of the most popular 
wrench sizes in a top quality line—competitively priced and 
properly displayed. The S-K/Lectrolite Wrench Merchan- 
dising Program gives you these four essentials for greater 
sales— 

1. Full Coverage—with a minimum stock of socket and flat 
wrenches, the program covers more than 90% of everyday 
wrench applications. 

2. Top Quality—S-K/Lectrolite wrenches are perfectly bal- 
anced, beautifully finished and fully guaranteed. 

3. Competitive Pricing—prices of wrenches in the S-K/ 
Lectrolite Wrench Merchandising Program make you 
truly competitive with al// other tool outlets. 

4. Proper Display—complete flexibility with special display 
accessories that fit existing store fixtures and create eye- 
catching displays—that capture customer interest and stim- 
ulate sales. 

The S-K/Lectrolite Wrench Merchandising Program 
opens a big new source of volume and profits—it enhances 
the sales value of the entire tool department—yet it means 
only a very small investment. That’s why it will pay you 
to ask your wholesaler’s salesman about the S-K /Lectrolite 
° Program ... or write today for complete details. 





nrha 
APPROVED 
MERCHANDISING 


PROGRAM 

















S-K /LECTROLITE TOOLS 





3535 WEST 47TH ST., CHICAGO 32, ILL. 
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WHAT’S NEW 














Floor-protectors... 
or sales-makers? 


Your customers think of Bassick Rubber 
Cushion Glides as floor-protectors. 
Bassick’s year-in, year-out advertising to 
Saturday Evening Post’s almost 5,000,000 
families has seen to that. 

That’s why — for you — Bassick Rubber 
Cushion Glides are such easy sales-mak- 
ers. Especially now, with the new see-’n- 
sell tubes and self-merchandising display 
package. (They're still available in bulk 
too, of course, for large orders.) 





New display package (decimal 
packaging) starts impulse sales. 

This smart new packaging lends itself to 
display—does part of the selling for you. Or- 
der from your wholesaler, open up the dis- 
play flap on the carton, and set yourself up 
some sales-making glide displays. Display 
them in both your houseware and hard- 
ware departments — because women are 
even better glide prospects than men. THE 
BASSICK COMPANY, 
Bridgeport 2, Conn. Jn 
Canada: Belleville, Ont. 
7.22 
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@ For more information on these products and services 
use free post card on page 149. 
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The spray is handy for use on 
garden tools, locks, cars, hinges 
and sporting gear. Plasti-Kote 


Rust Solvent sells for $1.89. Plasti- 
Kote, Ine. 


For more data circle No. 29 on postcard, p. 149 


Plastic glass replacement 


Homeowners will find many uses 
for Sisal-Glaze, a clear plastic that 





4 “bs. 





can be used as a replacement glass 
for storm sashes or to winterize 


porches and _ breezeways. Sisal- 
Glaze will not crack or discolor 
under exposure to sun’s_ rays. 


Product comes in various weights 
and roll sizes. Retails for 9¢ and 
18¢ per sq ft. American Sisalkraft 
Corp. 


For more data circle No. 30 on postcard, p. 149 


Decorator for brick walls 

Your homeowner customers can 
finish interior and exterior walls in 
an attractive brick design with this 






new kit. 
cement and cinder blocks, concrete, 
wood, 
masonry, and wallpaper. Decorator 


Kit is suitable for use on 


plaster, wallboard, stucco, 





coat also prevents moisture pene- 
tration. Seal-Kote, Inc. 
For more data circle No. 31 on postcard, p. 149 


Split shot in plastic boxes 


Your fishermen customers will be 
interested in these plastic boxes 
containing four sizes of Ripple 
Grip split shot. User simply turns 
top and picks a shot at opening 
desired. Empty boxes are refillable. 
30x can be attached to belt with 





plastic loop handle. Jdeal Fishing 
Float Co., Ine. 


For more data circle No. 32 on postcard, p. 149 


Riding attachment for mower 
Owners of the 21l-in. F-M reel- 
type power mower can convert the 
unit to a riding mower with the 
(Continued on page 156) 
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| Sell more glues in 
much less space! 


Vie 


Ae Ww Weldwood' Adhesives Center 
holds a glue for every purpose 








Complete glue department in 4% sq. ft. 


That’s all the floor space you need to stock and 
display the four fastest selling types of adhesives. 
No wasted counter space! No wasted shelf space! 
Yet you have a complete, balanced stock of every 
type of glue you get calls for. So complete, you 
need no others. 








“Self Service” Glue Selector Chart 
saves your salesmen’s time! 


Your customers select,at a glance, the right glue, 
for the right purpose, in the right size. It answers 
all their questions about application, properties, 
even price. Virtually eliminates salesmen’s time. 








Carry less inventory! Sell more glue! 


Because of the carefully balanced assortment, 
you're never overstocked in any one type. You're 
never stuck with “slow movers.” You never lose 
a sale because you always have the right glue, in 
the right size. This merchandiser, made of birch 
plywood, with recessed lighting, turns your store 
into “glue it yourself” headquarters. 


wan Here’s what you get by mailing coupon today: 








Retail Retail 
Size Price Quantity Size Price Quantity 
%0z. .29 24 M%oz. .19 24 
Weldwood 1%0z. .40 24 Weldwood l%oz. .29 24 
Contact 3 oz. 70 12 Presto-Set® 3%20z. 49 12 
Cement Pint 1.45 8 Glue 9% oz. .99 6 
Quart 2.45 6 Pint 1.79 6 
Weldwood 3%20z. .35 12 TOTAL RETAIL VALUE 143.44 
Plastic Resin 8 oz. 65 12 
Your cost 
Glue 1 Ib. ‘35 6 (at regular discount) 89.94 
Weldwood %pint 1.00 12 Special price on dis- 
Waterproof pint 3.10 6 me unit(value: $40) 9.95 99.89 
Resorcinol Glue 1 quart 4.90 2 Your profit $43.55 
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Weldwood Adhesives Center 
of, every purrose 


£3 
Ve ve ee oe 


Nationally Advertised — Famous 
Weldwood Wizard quickly iden- 
tifies Weldwood Glues, nationally 
advertised in Saturday Evening 
Post, Better Homes & Gardens, 
American Home, Living, Sunset, 
Hobby Books, etc. 















} 





UNITED STATES PLYWOOD CORPORATION 




















Dept. HA4-7G, 55 West 44th Street, New York 36, N. Y. 
Rush my Weldwood Adhesives Center, complete with assortment 
described on this page, at special price of $99.89, delivered. 

STORE NAME 

MY NAME 

ADDRESS 

CITY. ZONE STATE 

[] BILL MY JOBBER 

CITY. ZONE STATE 
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*Super-Turbine Pumps 
: Need No 
>Mechanical Change 


. « « when used for either shallow or 
deep well jobs. Because of this versa- 
tility, Burks dealers do more jobs with 
less inventory of pump models. In 
shallow well systems, the Super-Turbine 
delivers good capacity from suction lifts 
as great as 28 feet! For deep well 
installations, simply add a low cost 
Burks educer system. 


Easier Installations Save Your Time 


Burks Super-Turbines don’t need graded 
lines nor extra-deep ditches. These 
powerful pumps pull good capacity 
through dips and humps in the line — 
even extreme overhead loops caused by 
deep basement floors. 


Avoid Profit-eating Service Call-backs 


You'll get no priming complaints with a 
Burks. Super-Turbine Pumps do not air 
bind. They quickly regain their prime 
even if low capacity or gaseous wells 
let air into the line. They pump water, 
air, or a mixture of both to full usable 
water system pressures. 


Exclusive Impeller 
Is Selling Advantage 


Because each blade in the 
single impeller accelerates 
in a “multiple-stage” action, 
Super-Turbines give instant 
full pressure response. They deliver 
good capacity throughout the entire 
_ rated pressure range. This means 
oy ; long years of service 
because a Burks never 
works under strain. 





See your wholesale distributor 


or write for further information. 
j 


° DECATUR PUMP COMPANY 


@ S62CELK STREET DECATUR, ILLINOIS 
SSSSSSSSOSSSOSSOSOEOSCOSOOSCOSOS 
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WHAT'S NEW 











®@ For more information on these products and services 
use free post card on page 149. 


(Continued from page 154) 





attachment of a new riding sulky. 
Sulky can be bolted into place on 
the mower in a few minutes or can 
be easily removed if owner wants 
to replace handle to maneuver 
mower on foot. Attachment re- 
tails at $58.50. Fairbanks, Morse 
& Co. 


For more data circle No. 33 on postcard, p. 149 


Large aluminum tackle box 


Fishing enthusiasts with lots of 
gear will be customers for this 
large sized tackle box. The alumi- 
num box is 18 in. long, 9 in. wide 
and 7% in. deep. It has three canti- 
lever trays with Lur-Gard tray 
liners and 29 lure compartments. 
There is also a separate reel com- 
partment, safety catch lock and an 
extra reel clip inside cover. Retails 
for $14.95. A companion model for 





salt water areas sells for $17.95. 
UMCO Corp. 


For more data circle No. 34 on postcard, p. 149 





Giant polyethylene trucks 


Children 
these giant polyethylene 
which come in all shapes. One 
truck, Sky Sweeper, is an anti- 
aircraft truck like the kind used 
by the army. Truck shoots missiles 
and has a searchlight which pro- 
jects the silhouette of enemy planes 
on a target screen. Other models 
include a satellite launcher and a 
combat engineer truck. Trucks re- 
tail for from $4 to $6. Ideal Toy 
Corp. 

For more data circle No. 35 on postcard, p. 149 


interested in 
trucks 


will be 


Support posts for fireplaces 

Fireplace owners will be 
tomers for these fireplace corner 
Posts give support to ma- 
sonry on multi-sided fireplaces as 


Ccus- 


posts. 








well as conventional single opening 
fireplaces. Posts come in five de- 
signs: round, square, twisted bar, 
scroll, and interlaced. Bennett- 
Ireland, Inc. 

For more data circle No. 36 on postcard, p. 149 


Croquet sets for the family 
These croquet sets will appeal to 
your customers because they offer 
families a chance to spend more 
time together in recreation. Sets 
range from a four-player set in 
solid colors to a six-player set with 
fancy stripes, rubber-tipped mal- 
lets and other extra features. Three 
sets have wooden lawn stands. Re- 
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tail prices range from $5.50 to $18. 
Withington. 


For more data circle No. 37 on postcard, p. 149 


All-purpose drum auger 


This low cost drum auger pro- 
vides a revolving action that clears 
pipes and drains. Rod-It has a 
heavy-duty steel drum with alu- 
minum finish, vinyl grip and re- 
volving ball handle. Comes with 4 
in. x 15 ft or ™% im. x 25 ft steel 





snake equipped with an auger point 
head. Chicago Specialty Mfg. Co. 


For more data circle No. 38 on postcard, p. 149 


Plastic water ski tow rope 
Water skiers will be customers 

for this polyethylene ski rope which 

comes in bright yellow. It floats. 
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The plastic is not affected by salt 
water, oil, gasoline, or marine foul- 
ing. The bridle is spliced for extra 
strength. Each rope is 75 ft long 


by 14 in. in diameter, packed with | 


handle in a display tube. King Cot- 
ton Cordage. 


For more data circle No. 39 on postcard, p. 149 


Leatherette ice chest 


Campers will be customers for 
this portable ice chest with backed- 





on leatherette finish. This addition 
to the KampKold line is 17 in. long, 
10 in. wide and 13 in. high. The 
ehest comes equipped with a two 
position divided tray and a suitcase 
lock and handle. American Gas Ma- 
chine Co. 


For more data circle No. 40 on postcard, p. 149 


Trellis made of aluminum 
Home gardeners will be custo- 
mers for this aluminum trellis 


7 





that is easy to erect, maintenance- 
free, and decorative. Trellis is a 
2-ft wide rectangle of chain link 
packaged in 10 and 25-ft lengths. 
Fittings to erect the trellis are 
included. Nichols Wire & Alumi- 
num Co. 

For more data circle No. 41 on postcard, p. 149 


(Continued on page 160) 
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Competitively Priced... 


but advanced centrifugal design makes 
@ them fast priming and they won't air 
. bind. Burks HV-Pumps handle air so 
@ well they even prime shallow well suc- 
@ tion lines. In HV-Centrifugal Pumps, 
> Burks dealers sell the better value of 
@ the competitive pump price bracket. 
@® Their new mechanical seal requires no 
. adjustment, gives long service. Motors 
@ have built-in overload protection and 
automatic reset. 


Versatile And Easy To Install 

Burks HV-Pumps are installed horizon- 
tally or vertically . .. either directly 
over the well or offset, without me- 
chanical change. Use them for shallow 
or deep wells and conversion is easy if 
needed. Small and compact, these 
pumps fit into close quarters and adapt 
to almost any location. 


Help Promote Your Good Reputation 
Every part that pumps is made of 
corrosion-resistant bronze. Vital pump- 
ing parts do not collect mineral deposits 
which clog and cut down capacity. That’s 
why Burks HV-Pumps give long service, 
maintain their good capacity and keep 
customers satisfied ! 


cape This Exclusive Feature 
KOM Helps You Sell 
S = Straight channels in the HV- 
gZ ®' Pump impeller throw water 
\. Aoyy\\\W aie 
w/e im greater volume and force 
to the cam-like outer rim. 
There, “Kam-Action” controls the tur- 
bulence and directs the water flow. This 
improved centrifugal action gives 
Tw good capacity at higher 
; pressures and eliminates 
any need for multiple 
impellers on ordinary 
mas water systems. 


0s%s 








BURKS STAY 


SOLD! 


See your wholesale distributor 
or write for further information. 


- 


DECATUR PUMP COMPANY - 
@ °*2 DELK STREET DECATUR, ILLINOIS 
TTTTITITITITILTITT TIT 
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WACRINEBOLTS | 


REPUBLIC STEEL 
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FLEXIBLE PLASTIC PIPE—for livestock watering, lawn sprinkling, irrigation uses. ROOF DRAINAGE PRODUCTS—a complete line that's competitively priced 
Supplied coiled from 2” thru 3” dia. In straight lengths in 4” and 6” dia. Plus and ready to use. These uniform products are supplied in galvanized steel 
© complete line of fittings. and ENDURO® Stainless Steel. 
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REPUBLIC 


mEpuBtic)) Vorldd Widest Range of Standard Steele 
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The best sales help you can get is a brand that 
sells itself—a brand that not only inspires cus- 
tomer confidence, but one that provides top qual- 
ity, intelligent packaging, effective selling aids 
and is intensively pre-sold to every customer 
you serve. 


So, on your next order for bolts and nuts, 
remember—the brand that does all this for you, 
and more, is Republic. Here’s why: 


First, Republic Bolts and Nuts are aggressively 
pre-sold through continuous product advertising. 
This, plus broad corporate advertising, has made 
Republic Steel a name known and accepted for 
quality by all of your customers. 


Second, Republic provides effective literature 
to help you maintain and sell all of the fasteners 


ARE PmeOFIT = oe 
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FARM AND ANIMAL CHAIN—for all types of WIRE NAILS AND STAPLES—a complete line for STEEL PIPE—for plumbing, heating, air condi- 
animals from household pets to livestock. New full- every farm and home use. Also ideally suited to 
color catalog gives complete details of lengths, and accepted by the building trades. Made from 


REPUBLIC BOLTS and NUTS 


your community requires. A good example is the 
Bolt and Nut Price Finder which lists types, sizes 
and prices, to speed fastener selection. 


Third, Republic Bolts and Nuts are furnished 
in convenient packages, spill-proof in design, 
bearing high-visibility labels for ease of handling 
and stocking. 


Finally, you lose no orders through holes in 
your stocks when you sell Republic Bolts and 
Nuts. Your Republic Distributor carries all pop- 
ular types and sizes, immediately available to 
enable you to fill any customer requirement. 


For complete information on building better 
profits with Republic Bolts and Nuts, contact 
your local Republic Distributor. Or mail coupon 
for literature. 
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sizes, weights, etc. Get your copy from your wire specially produced for nail manufacture. sizes you want. 


Republic Chain Distributor, or mail coupon, 


STEEL 


and Steck Froduclad 
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REPUBLIC STEEL CORPORATION 
Dept. C- 3628-A 


Please send more information on: 





tioning and all other home and building uses. This 
high-quality pipe is available in a full line, in 


ee ee 
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3154 East 45th Street, Cleveland 27, Ohio 




































(] Fasteners © Wire Nails and Staples 
0 Farm and Animal Chain 0) Flexible Plastic Pipe 
©) Steel Pipe 0 Roof Drainage Products 
Name Title 
Company 
| Address 
| City Zone State 
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A natural for building 
Do-It-Yourself’ 
Sales! 











Fast-Moving 
National 


Weatherstripping 


Easier to sell! Easier to install! 


You'll find a big, ready-made ‘“‘do-it- 
yourself’” market for all of National’s 
weatherstripping products. They’ re fur- 
nished completely machined and 
punched, with fastenings included in 
each box—ready for simple, speedy 
installation. Too, each National prod- 
uct is attractively packaged to sell 
on sight. 

Just display the complete National 
line and normal store traffic will move 
these high-quality products fast. If 
your jobber can’t supply you, write us. 


ookio |, 
for 


Quick Sales... 
Nice Profits! 


COMPLETE LINE OF NA- 
TIONAL AND COLUMBIA 
WEATHERSTRIPPING + 
, TRIPL-TITE” ALUMINUM 
SIDING * PORCELAIN 
ENAMEL BUILDING 
PANELS AND SIGNS 





Write or wire for details! 


NATIONAL METAL 
PRODUCTS COMPANY 





Weatherstrip Division 
2 Gateway Center, Pittsburgh, Pa. 








BWHAT’S NEW 















@ For more information on these products and services 
use free post card on page 149. 
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(Continued from page 15 


Porcelain enameled lights 


Four porcelain enameled general 
purpose floodlights to accommodate 
100-300 watt lamps have been added 
to the Steber line. Reflectors are 
white porcelain enameled inside and 
out and come in the open or en- 
closed type. Mounting bases will 
fit a 314-4 in. outlet box or can be 
attached to a flat surface. Enclosed 
types come with aluminum lens, 
ring, gasket and clear lens. 
Weatherproof cord included. Steber 
Mfg. Co. 


For more data circle No. 42 on postcard, p. 149 


Starter cord made of nylon 


This nylon starter cord, No. 6, 
is made from 1100 nylon filaments 


; #6 NYLON yr 4 
STARTER CORDS 
eee 





diamond braided around a center 
core. Cord has a tensile strength 
of 400 lb to give maximum crank- 
ing power. Lacquered handle will 
not chip, peel, or fade. Cords are 
packed individually in 4 x 5 in. 
poly-pack. Priced as low as 39¢ 
retail. Ru-Son Products Co. 


For more data circle No. 43 on postcard, p. 149 


Enameled cookware designs 


Here is a colorful line of hand- 
decorated enameled cookware that 
will interest housewives. There are 
four patterns available—Pennsyl- 


vania Dutch, Delft Blue, Vegetable, 
and Herbs. 


Each design comes on 





a full assembly of cookware includ- 
ing saucepans, double boilers, skil- 
lets, tea kettles, percolators and 
casseroles. Yale & Towne Mfg. Co. 


For more data circle No. 44 on postcard, p. 149 


1957 charcoal grill line 


Here is the Royal Chef charcoal 
grill line for 1957. Included are 
eylinder grills with smoker hoods, 
easily portable braziers plus square 
and streamlined patio models. 
Prices range from $4.95 for a basic 
brazier to $299.95 for a deluxe patio 





model. Cylinder grills and most 
braziers are equipped with the 
Kwik-Flik grid control. Chatta- 
nooga Royal Co. 


For more data circle No. 45 on postcard, p. 149 


Plastic marine buoy floats 


Marine enthusiasts will be cus- 
tomers for these new plastic buoy 
floats. Jumbo-size floats are ideal 
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for race course markers, for jug 
fishing, or for marking special 
spots on water. Smaller floats can 
be used for water ski rope floats, 
fishing net floats, or swimming 
pool rope floats. Floats are unsink- 
able, unbreakable and color-fast. 
Dayton Bait Co. 


For mere data circle No. 46 on postcard, p. 149 


Junior electric drill kit 


Youngsters will want this elec- 
tric drill kit which is similar to a 





real kit. Mirro drill kit is powered 
by flashlight battery, has real-look- 
ing attachments including rubber 
bits, make-believe sanding disk, 
lambs wool polishing bonnet, and 
paint mixer. Attachments are in- 
terchangeable in the chuck. Drill 
has pistol grip and trigger switch. 
Retails for $3.95. Aluminum Goods 
Mfg. Co. 


For more data circle No. 47 on postcard, p. 149 


Small engine additive 


Power mower and outboard mo- 
tor owners will be customers for 
this highly concentrated small en- 


gine additive. Booster Shot is | 


added to the regular gas and oil 
mixture of 2-cycle engines and to 
the gasoline of 4 cycle engines. The 
additive reduces gum, carbon, and 

(Continued on page 162) 
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ONLY 14 a> 


POPULAR 
MECHANICS 


PRESS 


200 E. Ontario St., Dept. B-4, Chicago 11, III. 








NATIONWIDE ACCEPTANCE! 


the NEW 





“HOW-10-D0-1T 


& Promotes Related item Sales! 
@ Saves Clerk ‘Consultation’ Time! 
@ Valuable Service to Customers! 





@ Both 25¢ and 75¢ Sellers! 
@ Liberal Profit for You! 


@ Selection ‘Custom Selected’ to 
Your Specific Needs! 


Retailers all over the country asked us to 
design this space-stingy, self-selling rack 
display for famous Popular Mechanics 
Booklets and 75* paper bound books. 
Occupying only 14” x 14’ of floor space, this 
new display unit is a sales powerhouse; 
what’s more it’s headquarters for every 
“‘do-it-yourselfer’”” who comes into your 
store. Tell your clerks to suggest these 
fact-filled 25* booklets for authentic and 
complete information on an amazing 
variety of home maintenance and con- 
struction subjects . . . then watch your 
related item sales mount up fast! For more 
detailed coverage of any “‘how-to-do-it”’ 
subject, suggest the P M 75¢ books. Either 
way you make a happy customer and ring 
up a good profit! The rack and books are 
offered as a complete unit—including 15 
each of twelve booklets and 5 each of 
twelve assorted 75* books. Selections are 
hand chosen for your specific lines of 
merchandise. 


FREE! Let us send you actual sample 
books and booklets from the up-to-the- 
minute Popular Mechanics line . . . plus 
full information about the new P M self- 
selling rack unit. Just mail coupon—today! 





OK P-M...SHOW ME! 




















} Popular Mechanics Press, Dept. B-4 | 
| 200 East Ontario St., Chicago 11, Ill. | 
Without obligation, I want to see actual sample books 
} and booklets and tell me more about your new Self- j 
| Selling Display. | 
| Firm | 
i Your Name I 
Address 

City State a 
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Turns S-hooks 
into Sales ena 

















































HINDLEY S-HOOK 
ASSORTMENT No. 500 


270 fast-moving Hindley S- 
Hooks in assorted sizes for hun- 
dreds of uses. Colorful carton 
converts into handy counter dis- 
play for added impulse sales. 


..fUrns eye-ers 
into buyers! 
i aig! PIC: rd 





HINDLEY 


PIC-PAK RACK No. 36 


Self-dispensing, Masonite dis- 
play rack contains 216 profit- 
pulling Pic-Pak units. Complete 
assortment includes 36 sales- 
proven bright wire hardware 
items. Display may be used as 
counter easel or wall rack. 


ORDER FROM YOUR WHOLESALER 


indle 


y/ 
Le 1897 


HINDLEY MANUFACTURING COMPANY 
Valley Falls, Rhode Island 

















WIRE HARDWARE - COTTER PINS 
PLUMBING SPECIALTIES 









WHAT'S NEW 


















® For more information 
on these products and 
services use free post 
card on page 149. 


(Continued from page 161) 
varnish deposits and helps reduce 
wear. Retails at 35¢ per can, or 3 
cans for $1. Pyroil Co. 


For more data circle No. 48 on postcard, p. 149 


Detection light is improved 


Your electrician customers will 
be interested in the improved De- 
tecto-Lite, No. 914, which indicates 
if wires are AC or DC, shows the 





number of cycles and detects live 
and ground wires. Light can also 
be used to detect blown fuses, de- 
fective spark plugs, resistors, con- 
densers, and insulation. Eagle Elec- 
tric Mfg. Co., Ine. 


For more data circle No. 49 on postcard, p. 149 


(Resume reading on page 15) 





TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


(Continued from page 15) 
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same as the paint inside the can. 
Retail price is printed on each can. 
Seymour of Sycamore. 

For more data circle No. 50 on postcard, p. 149 


Lure with refiector colors 


The Hula Popper fishing lure is 
now available in reflector finish 





colors. Crystal-clear plastic bodies 
of the lures have non-fade gold and 
silver reflector inserts to keep the 
lure bright. Lures come in \ oz 
and % oz sizes in 12 colors. Fred 
Arbogast Co., Ine. 


For more data circle No. 51 on postcard, p. 149 


Electrical tape wire rack 

This wire rack for displaying 
Scotch brand 33 electrical tape is 
free with deal ET. Deal includes 





rack equipped with point-of-pur- 
chase backeard, 24 rolls of %-in. 
tape and 12 rolls of %4-in. tape. 
Rack takes up one-third of square 
feet of counter space. Minnesota 
Mining & Mfg. Co. 


For more data circle No. 52 on postcard, p. 149 


Shelf cushion roll display 

This display rack is designed to 
show and dispense Rubbermaid 
(Continued on page 164) 
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NOW-IT’S THE YALE 


HARDWARE AGE, APRIL 11, 1957 


FOR THE NEW FAST-TURNOVER ITEMS—LOOK TO YALE! 











New Yale Deadlocks. No. 197% 
(below) and No. 197 (above). 
Cylinder (left) is Yale No. 1109: 
5-pin tumbler, can be masterkeyed. 


TWO NEW DEADLOCKS 
—MASSIVE IN DESIGN 


Insurance companies recommend them for stores, apartments, ware- 
houses, service stations, offices. And no wonder! No. 197% has 
extra-heavy locking jaws; two hardened steel bolts; inside cylinder 
and outside cylinder for double protection; almost unlimited key 
changes. No. 197, also massive and provided with two hardened 
steel bolts, operates by key from outside, by large, positive-action 
lever knob from inside. Both of these new Yale Deadlocks are easy 
to install in 1%” to 3” doors of either hand, and double-sliding 
doors. Rustless case, bronze finish. (For chrome finish, order Nos. 
198% and 198.) Stock these super-rugged Yale Deadlocks now— 
recommend them to customers who need sure security. 


For today’s big doings in locks and hardware—LOOK TO YALE! 


The Yale & Towne Mfg. Co., Lock & Hardware Div., White Plains, N. Y. 


YALE & TOWNE 















TO SELL 


THEM... 
SHOW THEM! 


Handy counter 
display of Yale 


Deadlocks shows 
what powerhouses 


of security they 


are. Put yours up! 


YALE—Reg. U.S. Pat. Off. 
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QUALITY SPONGE LINE 


HIGH PROFIT— QUICK TURNOVER 





FOR FREE SAMPLE WRITE 


AMERICAN SPONGE and CHAMOIS CO.. Inc. 
D 
55 Ann Street. N.Y. 38. N.Y. 

















Luxuw Look, 






eeeeeeeseeseeees | 






of the 1957 





Heaters 
‘Continental Console Styling’ 


-\% 


A new concept in 
heater styling 


Send for new catalog 
showing complete line of 
vented and safety cabinets 





MARTIN STAMPING & STOVE CO. 


Huntsville, Ala. 


TO HELP YOU SELL 


@ For more information 
on these products and 
services use free post 
card on page 149. 
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(Continued from page 162) 





Shelf-Kushions in 45 ft continuous 
rolls. The free display unit holds 
two base cabinet rolls and two 
regular cabinet rolls. The material 
intended for regular shelves is 11% 
in. wide and the base cabinet size 
is 22 in. wide. Shelf-Kushions come 
in red, yellow, pink, and turquoise. 
Wooster Rubber Co. 


For more data circle No. 53 on postcard, p. 149 


Dust mop color assortments 


In one deal, a free nylon duster 
worth $2.29 retail is included with 
every order of a Rainbow Pack of 
six nylon and cotton dust mops in 
varied shapes and colors. Refills 
for Every-Which-Way dust mops 
are packaged in mixed assortments 
of turquoise, yellow, and white for 
cotton and pink, blue, and white for 
nylon. A wire basket display piece 
is included with every 2 doz. order. 
O-Cedar, Div. American - Marietta 
Co. 


For more data circle No. 54 on postcard, p. 149 


Steel pole tool racks 


Life-Time wrenches, sockets and 
tools are displayed to best advan- 
tage on these steel pole merchan- 
disers. The new units come as 5 ft 
eye level floor racks or as 40 in. 
counter racks. Both sizes are fur- 
nished with four or six back to back 
metal displays. These displays are 
enameled blue with yellow letter- 
ing. Pole merchandisers are avail- 
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able with or without the displays. 


Billings and Spencer Co. 
For more data circle No. 55 on postcard, p. 149 


Builders’ hardware display 


The Superette displays the com- 
plete Russwin line of builders’ 





hardware for residences. This mer- 
chandiser is designed for island, 
wall or window use and is 36 in. 
wide, 49 in. wide and 19 in. deep. 
Russell & Erwin Div., American 


Hardware Corp. 
For more data circle No. 56 on postcard, p. 149 


Special spray enamel cans 

A line of 25 colors that can be 
air brushed or applied in confetti 
patterns are now available in 16 oz 


(Continued on page 166) 
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MARGIN 


The line thas leav 

Profit for you! 
Sold through Hardw 
High product values 
Combines two weil- 
Packaged right. 
One freight-saving Source 
The combin 
Wilcox-Crit 


are wholesalers. 


known brands. 


ed North & Judd- 
tenden line j 

- Sa 
Oney-maker for hardware Stores 


If you’re j 

re interested ; 
in 

hardware-man’s ling . 1° 


two Profitable brands. 


NORTH JUDD 


anufacturing Company 


New Britain, Connecticut 


New York - 
Detroit * Chi 


Boston 
cago « 


. Pp . . 
St Lodelehia © Ay 


Ovis « lanta « Buffalo 


! . 
sco *@ Seattle Los Angeles 






New CAMPBELL CHAIN Cxcuubive 


‘MEASURE: MARK 


Q€- 2-4 GEG ENG: TOS r™ Wl 


Chain sellers and buyers everywhere have been 


quick to recognize these advantages of new Campbeil 
“Measure-Mark” Chain... furnished at no extra cost! 


QUICK, EXACT COLOR-CODED 
MEASUREMENT IDENTIFICATION 








Marked every 5 feet— su E Qh Tes Se ORANGE—Cam- Alldy Stee! 
pre-measured for easy handling 


and exact measurement. Color-mark on the chain instantly 


and positively identifies grade of 
chain—in or out of the container. 


INVENTORY STANDARD PACK— 
CONTROL LABELS | MARKED BY FEET 





Space provided for "Perpetual In each container, standard 
inventory” control. Guaranteed footage by chain size—for each 
footage marked on label. grade. Standard package cost. 


Ask your Campbell representative—or write us for full 
details on this revolutionary new chain development. CAMPBELL 


CHAIN 
AVAILABLE ONLY FROM 


York, Pa. «W. Burlington, lowa « Portland, Ore. « Sacramento, Calif. 





870 HELP YOU SELL 




















@ For more information 
on these products and 
services use free post 
card on page 149. 


(Continued from page 165) 


aerosol cans. Each can has two 
nozzles, one for smooth spraying 
and one for confetti patterns. A 7 
ft rotating display for showing the 
entire line of colors is available. 
Martin-Senour Co. 


tor more data circle No. 57 on postcard, p. 149 


Fastener dispenser rack 


Here is a dispenser rack to dis- 
play 4% lb packages of Atlas tacks, 
nails, and brads on _ perforated 
paneling. The Handy Dandy mer- 





chandiser is 11 x 7 x 2 in. and holds 
30 packs. Comes free with an order 
of 90 packages. The display comes 
pre-priced and _ pre-packed. All 
standard Atlas 4% lb packages will 
fit the rack. Atlas Tack Corp. 


For more data circle No. 58 on postcard, p. 149 


Electric saw merchandiser 
This electric saw merchandiser 
displays three portable electric 





(Continued on page 168) 
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Here is the newest idea for interior doorways — 
for closets, narrow passageways, room dividers, 
cabinets—wherever an interior door is called for. 


Bi-folding doors fold back together against jambs 

. allow full access to interiors . . . project as 
little as nine inches into the room. They're un- 
matched for modern convenience. 


And now you can provide these doors in wood 
or any other material — styled as you choose — 
with new, low-cost, top-quality Stanley hardware! 


7 


#2980 ELIMINATES BOTTOM TRACK! 
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Stanley’s exclusive new door aligners eliminate all 
the drawbacks of obtrusive, damageable, dirt-catch- 
ing floor tracks . . . yet even warped doors close 
into place smoothly and evenly. 


#2980 HARDWARE IS NEW WITH NEW AND 
EXCLUSIVE FEATURES 


I. One set for all doors %4” to 1%” thick. Two-door 
sets packed for 2’, 2’ 6” and 3’ finished openings; 
four-door sets packed for 4’, 5’ and 6’ openings. Also 
available in bulk. It’s easy to alter all sets to fit smaller- 
than-standard openings. 

2. Quiet, easy operation is assured by nylon pivots 
and guides that eliminate metal-to-metal contact. 


ROUNDING OUT STANLEY’S COMPLETE LINE OF SLIDING DOOR HARDWARE 


The 2825 pocket frame set. 
One set for all door sizes, 2’ 0” 
to 3’ 0” wide. Slashes dealer 
inventory, allows easy one- 
man installations. Just one set 
for every job! 







































AMERICA BUILDS 
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NEW! Stanley Hardware for Bi-Folding Doors! 





Ask your Stanley supplier for full information about the new #2980 hardware for mod- 
ern bi-fold doors. Find out about the complete Stanley line at the same time. Write 
Stanley Hardware, Division of The Stanley Works, 394 Lake St., New Britain, Conn. 


BETTER AN D 


This famous trademark distinguishes over 20,000 products of The Stanley Works—quality hand and electric tools, 


a : fa’ N q t Y drapery, industrial and builders hardware, magic doors, aluminum windows, metal parts, chemicals, steel and 


steel strapping—made in 24 Stanley plants in the United States, Canada, England and Germany. 


3. Up to 4%” vertical adjustment is allowed by the 
heavy-gauge steel brackets that support pivots and 
guides. 

4. Unique header guide track, designed so builder 
can use his own preference for trim. 

5. Designed for fast, one-man installation. 

6. Low in price, tops in quality. 


The 2800 for by-passing 
doors. One set of hardware for 
both %” and 1%” by-passing 
doors. Up to %” vertical ad- 
justments made without loos- 
ening the screws on door. 


Lives BETTER With STANLEY 












7TO HELP YOU SELL 
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A hot leader that can pull in cus- 
tomers . smart new off-set 
wheel styling . . . lightweight... 
3600 RPM 3% H.P. Pioneer electric 


motor ... complete with on-off 
switch and overload relay. 


Dealer Cost 9" 


f.o.b. factory. Incl. F.E.T. 








PIONEER Gen-E-Motor Corp. 
5841 West Dickens Avenue, Chicago 39, Illinois 
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“Choice For Quality The 
World Over For 70 Years” 


RITESIZE SPRAYER 


2 GAL. COMPRESSED AiR . 






The “ladies’ favorite.” 
Dome top welded 
tank, 16” curved brass 
extension. Light 
weight. Extra long, 5 
ft. hose and adjustable 
nozzle enables user to 
spray trees, gardens or 
flowers with no effort. 
Long or short distance 









spray. Brass pump. 
Good seller. Highly 
popular. 





Complete line of sprayers and dusters. 
Many Other Styles and Sizes. 


D. B. SMITH & CO. 


426 Main St., Utica 2, N.Y. 
**Originators of Sprayers"’ 
Canadian Rep. G. L. Cohoon 
1265 Stanley St., Montreal 2, Canada 














Send 
for 
Catalog 


















































@ For more information on these products and services 
use free post card on page 149. 


(Continued from page 166) 


saws, a rip fence, saw protractor, 
lubricant, blades and abrasive discs. 
Saws displayed are Black & Decker 
Nos. 63, 73, and 83. The display 
is built of metal and perforated 
paneling and is 40 in. high, 17% 
in. deep and 28% in. wide. Cus- 
tomers can get the feel of the saws 
without danger of pilferage from 
this prominent display. Black & 
Decker Mfg. Co. 


For more data circle No. 59 on postcard, p. 149 


Carded household hardware 


New household hardware items 
now packed on cards include chain 
door fasteners, coat and hat hooks, 
chest handles, sash locks, closet 











bar brackets, door stops and cup- 
board latches. Carded items are 
visual packed and have application, 
material specifications, and use in- 
formation printed on the back of 
the card. Merchandising display 
ideas for the carded hardware are 
available in the N4 setup kit put 
out by the manufacturer. Stanley 
Hardware Div., Stanley Works. 


For more data circle No. 60 on postcard, p. 149 


Lighting fixture center 


Here is a useful lighting mer- 
chandise aid to fit any existing 4 x 
8 ft or larger gondola or island. 
Lighting fixtures and equipment 
ean be effectively displayed on this 
unit which does not take up addi- 
tional floor space. Customers will 
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be attracted by the lighted display 
which keeps light bulbs, sockets, 
wiring and other lighting acces- 
sories with the lighting fixtures. 
Moe Light Div., Thomas Industries. 


For more data circle No. 61 on postcard, p. 149 


Garden mulch starter package 

Here is a handy starter package 
of Kordimulch that will be inter- 
esting to home gardeners. This 
package of black plastic mulching 
material with “Polium” retails at 
98¢. Each package of mulching 
material contains a 33 ft flat roll, 
20 in. in width. Comes in a clear 
plastic bag printed in four colors. 
Kordite Co. 


For more data circle No. 62 on postcard, p. 149 


Battery jumble display pack 

You can build impulse sales for 
flashlight batteries with this 2LP 
jumble display pack. Pack consists 
of 48 pre-priced polyethylene bags, 


ae —" 
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(Continued on page 170) 
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eo —YOUR CUSTOMERS 
aWiILL BE ASKING FOR 


1) PN EWAR IRIE 
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Over 3!/, million hand tool customers 
... yours among them... are being told 
and sold on the usefulness -of the new 
Channellock No. 415 Smoothjaw Plier. 


They’re reading about it now in Popular 
Mechanics, Popular Science and Mechanix 
Illustrated. And we’re asking them to 
come into your store to buy. 
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1s you'll ever Be profit-wise . . . be ready to sell 
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Chari find its Rives ind shop: SHIPPED IN ATTRACTIVE 
scores of Jobs I DISPLAY CARTON 


6 Pliers Per Carton 


—_—_ agg CHAMPION DEARMENT TOOL COMPANY 
MEADVILLE, PENNSYLVANIA 
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2 blades and ripping gauge 
FREE to your saw customers 











Now you can sell any one of the great new Stanley Heavy Duty Builders 
Saws and offer your customers a bonus worth up to $9.30. Here’s how: 


A prepaid postcard will be packed with every Stanley Saw you buy 
until this offer is withdrawn. Your customer puts his name and 
address on the card and drops it in the mail. By return mail we 
send him absolutely free two combination saw blades and one 
ripping gauge. You have nothing to do but make the sale. 





ee now only $89.95 The May 4th issue of THE 
7” H70 seceeee.. NOW ONly $74.95 SATURDAY EVENING POST 
Ce Ge aes now only $64.95 tells 16,876,000 readers about this 
6” H65 .................. now only $59.95 FREE bonus on a good saw buy 


at your store. 


Ask your distributor about Stanley Saws now. Buy the 3 saws shown and 
get the display stand FREE. 


Stanley Electric Tools, Division of The Stanley Works, New Britain, Conn. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 





This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
tools « drapery, industrial and builders hardware - door controls - aluminum windows + metal parts + coatings - 
steel and steel strapping—made in 24 Stanley plants in the United States, Canada, England and Germany 





TO HELP YOU SELL 





@ For more information 
on these products and 
services use free post 
card on page 149. 


(Continued from page 168) 


each containing two No. 2 flash- 


light batteries. Display comes with 
own sign card advertising the bat- 
teries and listing the price of 40¢ 
per package. Ray-O-Vac Co. 


For more data circle No. 63 on postcard, p. 149 


Boxed S hook assortment 


Here is an assortment of S hooks 
in nine different sizes. The 270 





rust-resistant S hooks come in a 
colorful display box. Retail value 
is $7.20. Hindley Mfg. Co. 


For more data circle No. 64 on postcard, p. 149 


16-page plastic pipe brochure 

Advantages, methods of installa- 
ton, and applications of plastic pipe 
are covered in a 16-page brochure 
on plastic pipe. Brochure covers 
the three basic types of pipe: flexi- 
ble, semi-rigid and rigid. It ex- 
plains points to consider in select- 
ing the proper type of pipe for any 
particular job. Chemical resistance 
charts and flow and friction tables 
are included. Crescent Plastics, 
Ine. 


For mere data circle No. 65 on postcard, p. 149 


Fishing reel promotion kits 

This promotion kit with the 
theme “Fishing Fun is Family 
Fun” is available without charge. 
Kach kit contains a 23 x 34 in. 
poster, two 8 x 24 in. window 
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Sells Itself, 
This Popular 
“Do-It-Yourself” 
































streamers, an 8 x 13 in. easeled 
counter card and a sample of Bron- 
son’s booklet “Spinning the Bron- 
son Way.” Copies can be ordered 
for customer handout. Bronson 
Reel Co. 


For more data circle No. 66 on postcard, p. 149 
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Skalloping shears display 


, ; a’ 
Your housewife customers will ESTER 


SOLDER g RESTER Gy _ ~—= KESTER 





be able to try out the new Skallop- | ‘ yp ' ' | - SOLDER 
ing shears with this display unit. IN-FIVI ot . . 
Shears are used to cut fabric si een ¥ EN sie Roaie-Cate 


swatches fed through a slit at the | 
back of the display. Folders de- | 
scribing uses for the shears are | 
contained in a pocket on one side | 


sa { 
(C ' i os oe — TER I 


“wi mu 





of the display. Display is free with 
orders for three or more pairs | 
of shears. J. Wiss & Sons Co. | 


For more data circle No. 67 on postcard, p. 149 


EVERYTHING YOU NEED FOR PROFITABLE SOLDER SALES 


Heavy-duty floor machines | is available in the profit-maker Kester Solder line. But your 

Here is a versatile floor machine 
with rental possibilities. The Gen- 
eral KC-16 offers a choice of % a display for Kester products, be sure it’s in a good location, then 
and % hp heavy-duty capacitor 
motors. It has an adjustable han- 
dle that swivels, two 6 in. wheels 16-page “how-to-do-it” booklet, “Soldering Simplified.” A liberal 
with semi-pneumatic tires, white 
rubber bumper and the Auto-Mate 


safety switch for left and right KESTER SOLDER COMPANY + 4207 WRIGHTWOOD AVENUE, CHICAGO 39, ILLINOIS 
(Continued on page 172) | NEWARK 5, NEW JERSEY * BRANTFORD, CANADA 


“do-it-yourself” customers won't buy it if they don’t see it. Make 


| see how it attracts the trade. Don’t forget to feature Kester’s free 


supply is yours for the asking! 
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Model P5521 F 


Best Seller 


A big mower at a modest price. 
Power to spare in the big PINCOR 
2 H.P. engine equipped with an 
automotive type carburetor and 
weather-proofed ignition system. 
All-steel chassis and husky dia- 
mond tread tires. Of course the 
cutting height is adjustable from 
16” to 2%”. 


Dealer Cost 74° 


f.o.b. factory. Incl. F.E.T. 





5841 West Dickens Avenue, Chicago 39, Illinois 





TWISTED 


BROWNELL 





THE PERFECT 


For Masons, Contractors, Plumbers, 





Durable? 





PIONEER Gen-E-Motor Corp. 





x pony ned 
4, peauritulld patishe 


x Display Packaged 


BIG SPRING SALES 
BIG SUMMER SALES 
YEAR ‘ROUND GIFT SALES 


| 

| There is something irresistible about a 
| BIG polished brass bell! And this Bell 
| is a beauty that folks just won't be able 
| to leave behind. 


Bells are individually packed, fully 
assembled with bracket attached in at- 
tractive display cartons. Show it and 
you'll SELL it! 





EVIN BROS. 
MANUFACTURING COMPANY 





East Hampton, Connecticut 


John H. Graham & Co. Inc. 


New York 8, N. Y. 


Sales Representatives: 
| 105 Duane St., 


| 
| 
| 
| 
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NYLON MASON tine 


MADE FROM 100% HIGH TENACITY 


DU PONT NYLON YARNS 
‘*LINE’’ 


Do-it- yourselfers 


It's 4 times as strong as cotton! 


Economical ? Additional tensile strength over cotton per- 
mits use of smaller sizes — gains yardage, 
reduces costs. 

Practical ? Your choice of 2 handy sizes: 4 Ib. size on 


4” or 6” tube at the same price .. . % Ib. 


and 1 lb. tubes if desired. 










manufacturers 








Always specify ‘BROWNIE’? — the quality brand 


for over a century—made by Brownell & Co., 


industry since 1844. 


inc., the largest 
of Nylon Seine Twine and serving the fishing 











At Last... 












































MOOD NU S, 











« a Twisted Nylon Mason Line that is not af- 


fected by water, gasoline, kerosene, oils, paints, etc. Twisted for 
proper amount of elasticity, it has much greater abrasive quali- 
ties than cotton. Once your customers have tried it, repeat sales 


will come automatically. 
Write for Descriptive Catalog Sheet. 
SS GH > TH Ge HW eG Ge HD GH ee. ee p 
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TO HELP YOU SELL 











@ For more information 
on these products and 
services use free post 
card on page 149. 
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hand operation. This deluxe heavy- 
duty machine has a 17 in. brush 
spread with which it scrubs, pol- 


ishes, buffs, dry cleans, sands and 
refinishes any floor. General Floor- 
craft, Ine. 


For more data circle No. 68 on postcard, p. 149 


Frying pan display card 

This display is a three-dimen- 
sional card for promoting sales of 
the Mirro-Matic electric frying pan. 


The colorful piece is designed to 
support the frying pan and takes 
little counter space. Aluminum 
Goods Mfg. Co. 


For more data circle No. 69 on postcard, p. 149 


Cellophane tape garden guide 


Home gardeners will be custom- 
ers for Texcel cellophane tape. With 
every 25¢ roll of tape they buy, 
home gardeners receive a handy 

(Continued on page 174) 
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MANSFIELD’S. ew 
HANDI-PAK 


Use Mansfield’s new sturdy corrugated cartons—attractively 
printed in dual colors —to step up your profit potentials. 
Chock full of eye appeal for point of purchase display. 


The new “HANDI-PAK” is a big hit with Mansfield Dealers. 
In this deal you get 6 individually boxed No. 09 Balicocks 
in a shipping carton. There is also the standard pack of 
24 individually boxed No. 09 Ballcocks to a shipping 
carton. Also available in bulk packing (not boxed) 24 to 
a shipper. 





MANSFIELD No. 09 BALLCOCK 


Combining features not found in 
higher priced fittings—quality 
workmanship throughout. Popu- 
larly priced. 





MAKE MANSFIELD 
YOUR CHOICE 


There are no better values to 
be had. 








No. 03 No. 205 
HEAVY DUTY FLUSH 
BALLCOCK VALVE 








ALL 
MANSFIELD 
BALLCOCKS 
HAVE 
LIFETIME 
NYLON 
SEATS 
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CLOSET SPUDS 


Check with your favorite jobber or write 


BRASS DIVISION 


MANSFIELD SANITARY POTTERY, INC. 


133 First St. Perrysville, Ohio 
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TWO MORE 
| FOR EASY 
STOCKING 


SELLING 
INSTALLING 


Versatile Multi-Purpose 
Jet Pumps that Convert from 
Shallow Well to Deep Well! 


It’s easy to change this pump from 
shallow to deep well by taking the 
ejector off the pump and moving it 
down into the well! Available pack- 
aged, completely assembled with 
tank, pump and accessories. Send 
for details today! 





F & W Multi-Purpose—', %, 1 H.-P. 
Motors, 1 or 2 stages. Pressures to 
100 Ibs. Maximum capacity 950 G.P.H. 
Package units with 12 or 30 gal. tank; 
conventional, 42 gal. tank. 


F & W Economy Multi-Purpose— 
Priced to meet volume competition. 
Vy H.P. Motor, 350 G.P.H. @ 15 ft., 
20 P.S.|. Package units with 6, 12, or 
30 gal. tanks. 






















wit Launn-R-venTl 


| LAUNDRY DRYER 


VENTING EQUIPMENT | ® Vents 
BY @ Vent Kits 


@ Aluminum Pipe 
®@ Fiberglas Ducting 
COLE-SEWELL @ Window Plates 


Safe) |aa-ii\t(cmaem @ Special Adapters 


2288 UNIVERSITY AVENUE «+ ST. PAUL 14, MINNESOTA 
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Model P5521 BR 


Best Seller 


Here’s PINCOR’S 21” deluxe reel- 
type mower equipped with a 
Briggs & Stratton engine. Like all 
Pincor reel-type mowers, this 
model is all-steel with the finest 
cutting reel and knife available. 
Recoil starter and deluxe tires are 
standard equipment. 


em 9.77 


f.o.b. factory. Incl. F.E.T. 


F a) 
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bood'uct 
PIONEER Gen-E-Motor Corp. 


5841 West Dickens Avenue, Chicago 39, Illinois 
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cEN JUTE 











You'll sell a lot more Green Jute 
Garden Twine if it’s displayed in 
the handy KING COTTON SNAP 
SACK’. Perfect for display, easy to 
get at, easy to stock, easy fo sell. 
In ¥ Ib. balls. Ask your jobber for 
KING COTTON in the SNAP SACK. 










BOM CORDAGE 


® 
JOHN H. GRAHAM &@ CO., INC. 


108 DUANE STREET, NEW YORK 8&8, WN. Y. 


74 


' 
' 
| 





(Continued from page 172) 





garden guide. The guide gives in- 
structions for planting and grow- 
ing 16 favorite flowers. Guide is 
arranged on handy pinwheel which 
is attached to tape display. Perma- 
cel Tape Corp. 


For more data circle No. 70 on postcard, p. 149 


Lamb cake mold display 


Griswold lamb cake molds now 















come in an eye-catching full-color 
carton that can be converted to a 
self-selling display piece. The lamb 
cake mold is priced at $4.95. Gris- 
wold Mfg. Co. 


For more data circle No. 71 on postcard, p. 149 


Seven-piece plastic deal 


This combination Barrel Pak 
consists of five sizes of plastic 
waste baskets nested in a plastic 
trash barrel with cover. A $2.98 
utility pail is included with each 






@ For more information on these products and services 
use free post card on page 149. 


pack at no extra cost. The 7-piece 
unit comes in matching red, yellow, 
or turquoise packed in individual 
shipping containers. Total retail 


value $22.56. Beacon Plastics Corp. 
For more data circle No. 72 on postcard, p. 149 


Fireplace products folder 

Here is an attractive 3-color en- 
velope stuffer on fireplace products. 
Featured is information on the 
Benefire fireplace form, dampers, 
ash dump, lintel bar, clean-out door 
and Sweepit. Space is provided for 









Bennett-Ireland, 


imprint. 


dealer 


Ine. 
For more data circle No. 73 on postcard, p. 149 


Incandescent lighting guide 


Here is a helpful Incandescent 
Lighting Guide book for commer- 
cial, industrial, and_ residential 
lamp users. The 24-page book 
covers more than 1800 types of in- 
candescent lamps to provide a 
source of reference on the light 
bulb—what it is, how it operates 
and its advantages. Sketches, 
charts, and pictures are used freely 
in the 3-color booklet. Sylvania 
Electric Products, Inc. 

For more data circle No. 74 on postcard, p. 149 


Five piece garden tool set 


This 5-piece garden tool set has 
been added to the line of Good 
(Continued on page 176) 
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KYANIZE PROTECTS INDEPENDENTS eA ‘ni (Ne 
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ee 
or PAINTS? 
DISTRIBUTOR FRANCHISE 
TeNONES SRANCe 


1. KYANIZE, as an Independent manufacturer, is 
pledged to protect and develop the Independent 
merchant. 

2. KYANIZE does not operate its own “company” 
stores. 

3. KYANIZE is pledged to making it possible for 
Kyanize distributors to meet their competition. 








A 

ee 

s® cs 
eeD ewe 


0.0 v 9 
i «A 


% 
oe 
: 


~ 
' 
« 


ees 


. 






















ones wd Pp 
4. KYANIZE offers assured profits at maintenance, tore 
painter and retail levels. >< 
S. KYANIZE protects its customers, does not sell vase 
ee >> 3 
accounts ‘‘across the street. <<. 
6. KYANIZE provides an elaborate continuous ad- P< 
. Be 
vertising program geared to the needs of the Inde- Gay « 
pendent paint merchant. — 33 
7. KVANIZE offers a complete line of top quality 40» 
paints. © 
8. KYANIZE promises the Independent merchant Bie eo 
close personal attention and service. a+ $4 
> a\- 
CHOOSE TODAY FOR TOMORROW |! a aes 
Let the Kyanize salesman tell you how Kyanize guaran- + 
tees you a basis for continuous growth and profit. fae 
— 
SW/4 
Ki y S=— <3 > 
E/QATREZE Paints, inc. 8 
5 ee 
t——~ | Everett, Mass. + Springfield, Ill.» Montreal, Canada | 7.» 
2 ~ : om - - = s 
: Zs Vi fs Nd bs 0.9) BPN 5d 0.9, $2 
N “a, ~s 
LE SOT SOS $@ 
A se Se5585, Pas EE ex ve 





. am 1 oe One sprayer 
| \eee= for EVERYTHING 









ee 
RediMix yale GARDEN HOSE SPRAYER 





| 


| @ World’s best garden hose @ Dial-A-Spray control valve, 
. sprayer™*. built-in Back Siphonage pro- 
| @ Sprays flowers, lawns, and tection, new Zamak cap, and 
| trees. all brass working parts. 

| @ Comes with 2 different nozzles, @ 40% discount on case of 3. 

| instantly interchangeable. @ Eye-catching display card. 
INSECTICIDES 

| wero nists ; ; 

| 2575 -28th Ave. No., St. Petersburg, Fla. 


mE : Write for free catalog of all Sprayers & Nozzles fine 
No. 243C€ RediMix 2 in 1 products or contact your local distributor. 


Retails $ 4? 5 ~~ pit: 
* 
complete with 2 nozzles | : 
* (See page 341 of June 1956 


issue of leading consumer RediMix Re diMix K eae ious 
research magazine.) Shrubmaster = Lawnmaster en sproya 














“Little Giant” ba Gorden 
Sprayer 


RediSprinkler Feeder 
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Model P622 BR 


Best Seller 


Big 22” deluxe rotary mower, has 
front grass spray and off-set wheel. 
Powered by a 2% HP. Briggs 
& Stratton lightweight engine. 
Equipped with recoil starter, Lo- 
Tone muffler and leaf mulcher as 
standard, free of extra cost. 


eS 


f.o.b. factory. Incl. F.E.T. 





PIONEER Gen-E-Motor Corp. 


5841 West Dickens Avenue, Chicago 39, illinois 





oe OE 


| HEAVY DUTY GAS CANS 


A complete line 
for every customer need! 


Easiest-to-sell line on 
the market! Sturdy, 
| practical Edward Gas 


Cans are ideal for 
sportsmen, motorists, 
power garden tool and 
boat owners. 


FAVORITE 

|} MILITARY TYPE 

3 BLITZ 
CAN 


No. 543—5-gal. 
Compact, 


easily. Super rugged 
20- gauge steel. tasireus 
red or O. D. baked 
enamel. Flexible pour- 
ing spouts available. 








en ee 


No. 530-2'/2-gal. 
Spout Can 


Proved profit-maker! 
“Squat’’ design fits 





bench, ete. Complete 
—, = - to - Gas 

ng Cap. Also 
in 3 ¢ 4 “5 5-gal. sizes. 


Ask for your FREE 
DISPLAY STAND 


Edward CAN CO. 


Dept. H.A., 2332 W. Byron St., 
Chicago 18, Ill. 






























Write, wire or call Dept. HA-47 
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TO HELP YOU SELL 








@ For more information 
on these products and 
services use free post 
card on page 149. 


(Continued from page 174) 


GOOD | 
EARTH 





Earth tool sets. A trowel, trans- 
planter, fork, cultivator, and weeder 
are colorfully boxed in a self-service 
display. Lists for $4.95. Great Neck 
Saw Mfrs., Inc. 


For more data circle No. 75 on postcard, p. 149 


Paint spray display cabinet 

Here is a display cabinet that 
helps boost sales of Permite Spray 
Enamels. The Profit Maker cabinet 
is designed to hang on the wall or 
to stand on counter or floor. A wide 
selection of 16 finishes can be dis- 
played at one time on the self ser- 
vice unit. Permite Paint Div., 
Aluminum Industries, Inc. 
For more data circle No. 76 on postcard, p. 149 





NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





Plastic molding for shelves 


You will have little trouble be- 
cause of lost price tags with 
this one-piece Sta-Put molding of 
Tenite butyrate. Molding consists 
of a base attached to the shelf and 
a curved lip that holds the tags 
inside. Tags cannot be shuffled or 
removed by hand except with a spe- 
cial key provided by the manufac- 
turer. Molding has high impact re- 
sistance. Fit-All Pricing Corp. 


For more data circle No. 77 on postcard, p. 149 


(Continued on page 178) 
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R/M WICKS ARE 
RELIABLE SELLERS 


KINDLERITE 


R/M’s standard quality 
woven asbestos kindler. A 
sturdy, long-lived wicking 
with wire core in both warp 
and filling yarn. Packaged 
5/4 ft., 6 ft. and 100 ft. to the 
box. In widths of %”, 1’, 
14%” and 1%’. 





QUIK FLAME 


The most efficient kindler 
ever developed for range 
burners. Patented open mesh 
construction provides best 
possible results with distillate 
oils. The extra-heavy wire 
core yarn keeps the kindler 
upright in the burner chan- 
nel. Glass yarn at burning 
edge facilitates the removal 
of carbon deposits. Pack- 
aged 6 ft. to the box. 7%” and 
13" wide. 





WOVEN GLASS 


The acme of perfection in 
stove kindlers. The only glass 
wicking woven with a wire 
core in every strand to pro- 
tect the burning edge. Pack- 
aged 5) ft., 6 ft. and 100 ft. 
to the box. In widths of 7%", 
1”, 14%" and 1%”. 





R/M lighting rings provide long life and trouble-free performance in wickless 
kerosene stoves and heaters. The public knows this; so keep them in stock and 
keep your customers happy. All of them are priced to yield a generous profit. 


RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE DIVISION, Manheim, Pa. 


FACTORIES: Manheim, Pa. ¢ Bridgeport, Conn. ¢ No. Charleston, 
S.C. © Passaic, NJ. © Neenah, Wis. © Crawfordsville, ind. 
Peterborough, Ontario, Canada 


RAYBESTOS-MANHATTAN, INC., Asbestos Textiles e Laundry 
Pads and Covers e Engineered Plastics « Mechanical Packings 
Abrasive and Diamond Wheels « Brake Linings e Brake Blocks 
Clutch Facings « Industrial Rubber e Rubber Covered Equipment 
Sintered Metal Products « Industrial Adhesives e Bowling Balls 
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PORTABLE 
POWER 


THREADING 


Ready to 90. 
wherever you Go 


TOLEDO No. 78 


Power Drive— 
with wrenchless chuck, 
forward and reverse ro- 
tation, 4 to 2” ca- 
pacity—a real work- 
saver. 





















_ | 





~~ 


.: 
Vs > 
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2 








TOLEDO Drop Head 
Ratchet Threader— 
die change in a jiffy, 4% 
to 2” sizes, hight, con- 

atte venient for close corner 
vawer ORES work, replaceable dies. 








atl : 
« 


' The kind of tools your customers like 
to buy! The TOLEDO No. 78 Power 
Drive and Drop Head Ratchet Threader 
move fast ... it’s easy to see why: just 
put the pipe in the wrenchless chuck, 
“finger” tighten, turn the switch and 
youre ready to go. It’s the type of 
equipment that demonstrates easily— 
makes friends instantly. Send for com- 
plete information on these TOLEDO- 
Quality products today! 


“THREADED PIPE 


tS teght-it s Best-costs less 


BUILDERS OF THE WORLD'S FINEST PIPE TOOLS 


TOLEDO 


PIPE THREADERS + PIPE WRENCHES + PIPE MACHINES 
THE TOLEDO PIPE THREADING MACHINE CO. + TOLEDO 4, OHIO 
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Best Seller 


A brand new 19” powered by 
PINCOR’S latest, a new light- 
weight vertical shaft four-cycle 
2% H.P. engine. Especially de- 
sirable for the medium sized 
suburban lawn. Deluxe die-cast 
rotary with off-set whee). Recoil 
starter and leaf mulcher standard 


equipment. 
Dealer Cost $ A 5” 


f.0.b. factory. incl. F.E.T. 





PIONEER Gen-E-Motor Corp. 


5841 West Dickens Avenue, Chicage 39, Illinois 





When Your Customers 


SQUAWK 


ABOUT 


SQUEAKS 


Tell them about DOOR-EASE 
Stainless Stick Lubricant! Used 
like a crayon, DOOR-EASE 
stops squeaks... opens 
drawers, zippers, windows 
and anything else that sticks. 
Use it yourself around the 
store. See how many wonder- 


ful ways DOOR-EASE can be 


use. It’s nationally advertised, 
and handsomely packaged in 
a free display box. Sell both 
sizes, 15c 
and 39c. 

















AMERICAN GREASE STICK COMPANY 
MUSKEGON, MICHIGAN 








NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 











Best “ 
CONTROLLED 
APPLICATOR 
FOR LIQUID 
¢ Fertilizer 
| * Insecticides 

* Weed Killers 


La 










SPRAYER 








_ s nothing else to buy .. . you make 
more money ... your customers will be 
glad you sell or rent Jackson Lawn 


spreading liquid chemicals because one 


gallon automatically covers 3,000 sq. ft. re- 
gordless of how fast the patented Jackson lawn 


| Sell it ee? Spreader is pushed. Loaded with features: 34% gal. 
tank, 


non-corrosive pump, 5 ft.-wide non-mist nein 


Rent 










with non-corrosive nylon bearings 


Completely redesigned to the point of 
perfection! 13 positive adjustments for 
spreading seed, fertilizer, etc., plus 
“Slots-in-Hopper” for spreading peat 
moss, etc. Spreader device is non-corro- 
sive, oscillator minimizes “bridging” of 
lime. Rugged yet beautiful cart has sen- 
sible flat bottom, 4 cu. ft. capacity. 
Puncture-proof tires, baked automotive 
finish, and it’s cartoned fully assembled | 


—_ 
~) 
oe 


2-in-1 SPREADER-CART 
em >» 





non-corrosive nylon bearings, baked automotive fin- 
ish, non-flex handle. 


: 
I 
i 
} 
l 
i 
i 
Sprayers! They can’t make a mistake in | 
i 
a 
7 
<7 
I 


toll hic(aitiaiile Mm Come Minloladticl ice Maer 


Oldest and largest wheelbarrow maker in America 





ASK Your sopBer | 





(Continued from page 176) 


Order-picking hand truck 


Here is a hand truck with 1500 


lb capacity that is designed for 
manual use in order picking. This 
new truck can also be equipped 





Se 


with assemblies for under-floor or 
overhead conveyor 


line operation. 
Platform size of the truck is 36 in. 
wide by 60 in. long, stands 14 in. 
high. Mercury Mfg. Co. 


For more data circle No. 78 on postcard, p. 149 


Improved salesmen's binder 


Salesmen will be interested in this 
binder that provides room for more 
sheets, space for easy insertion and 
removal of contents, rigid locking 


in any position and heavy steel con- 
The 


struction. binder features 


"Sei, 





wobble-proof steel locking bars in 
steel channels. Thumb pressure 
locks ratchets. Minimum sheet ca- 
pacity range is 2% to 6 in. Carry- 


ing handles are optional. Heinn Co. 
For more data circle No. 79 on postcard, p. 149 


(Resume reading on page 16) 
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SOLID 
BRASS 
BUILDERS’ 
HARDWARE 


No. 2596 
Flush Bolt 
Easy finger tip 
control. 
Snaps flush 
automatically ! 





. that comes from providing the very best, as 
well as for profit that comes with hardware that’s 
priced right. 


A full line of Door + Sash + Cabinet 

Screen and Storm Door «+ Shelf - 
and Specialty Hardware ., . backed by 
over 100 years of experience providing a 
style for every architecture —a material 
and finish for every need. 


ORDER FROM YOUR JOBBER 





































from only 
2'4"" x 12” 
counter space! 























3 Color 
Display holds 
4 cans 
each side, 


(@i>Gt OR) 


NU-CLEAR 
for Clean, Smooth Threads 
... Longer Tool Life 


New self-seller display 
of cutting and threading 


Impulse sales to plumbers, mechanics 
and do-it-yourself customers. Bright 


Top quality threading oil, penetrates, 


containers. These displays 3 to a 




















Profitable Turnover 


cools, lubricates— and is antiseptic. 
Available also in quarts, gallons and larger 


carton—order from your Supply House. 


The Ridge Tool Company, Elyria, Ohio, U.S.A. 





colorful display holds 8 handy 4 ounce 
cans (retail 35¢ each)—sets up in 4 positions. 
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EDWARD G. HERTEL, 
SR., a representative of 
Schlage Lock Co., San 
Francisco, became a hard- 
wareman in 1900. He 
worked for Belknap Hard- 
ware & Mfg. Co., Louis- 
ville, wholesaler, for 11 
years. From 1911 to 1917 
he was with Jones & 
Miller Hardware Co. of 
Louisville. He moved in 
1917 to Canton, Ohio, 
where he was employed 
for nine years by Crawford & Deal. He joined 
Schram, Rossiter & Crawford in Canton in 1926 
and moved to Van Dervoort Hardware Co. in 
Lansing, Mich., in 1934. Since 1945 he has repre- 
sented Schlage. He is a member of the National 
Builders’ Hardware Association, the American 
Society for Architectural Hardware Consultants 
and the Michigan Builders’ Hardware Club. He 
is a former director of the American Society of 
Architectural Hardware Consultants and served 
as a vice-president of the Michigan Builders’ 
Hardware Club. A Mason, he also belongs to the 
Kiwanis Club and the Producers Council. His two 
sons, Edward G., Jr. and Crawford W. Hertel, 
own the Builders’ Hardware Co. of E. Lansing, 
Mich. He enjoys woodworking, gardening and 
fishing as his hobbies, and makes his home in 
Okemos, Mich. 
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IRVING C. BLACK, 
vice-president and direc- 
tor of trade sales of Pat- 
terson-Sargent Co., Cleve- 
land, Ohio, was recently 
honored for his 50 years 
of service in that com- 
pany. He was for a short 
time employed by the for- 
mer H. W. Luetkemeyer 
Co. in Cleveland. He 
started with Patterson- 
Sargent as a retail sales- 
man in 1907. For three 
and a half years he covered a sales territory in 
western New York and Pennsylvania for the paint 
manufacturer. Later he took over development of 
the company’s industrial department and marine 
sales on the Great Lakes. In 1923 he was named 
Chicago manager for the company, and continued 
in that capacity until his return to Cleveland in 
1951. He was elected a director in 1952. He has 
been a member of the National Paint, Varnish & 
Lacquer Association for 50 years. Singing is his 
chief hobby. He is a member of Masonic, Sales 
Executives and Cleveland Athletic Club. 


JOHN A. LOSEE, SR., 
chairman of the board of 
Buchanan Hardware Co. 
of Richfield Springs, N. Y., 
joined that company 64 
years ago. At the age of 
82, he spends all but three 
months of the year on the 
job at the firm’s main 
store. He says, “My hobby 
is loafing for three months 
of each year in Orlando, 
Fla.” He was president of 
the New York State Retail 
Hardware Association in 1915, and is its oldest 
living past-president. A former mayor of Richfield 
Springs, he is also a past-president of the Cherry 
Valley Turnpike Association and a Rotarian. His 
son, John A. Losee, Jr., is president of Buchanan 
Hardware Co., which operates four stores. 





JOHN R. SMITH is a 
partner with his son W. R. 
Smith in Smith Hardware 
in Mauston, Wis. He has 
been active in the business 
at the same location since 
Feb. 8, 1904. Born May 11, 
1886, he has been a mem- 
ber of the local fire de- 
partment for 45 years, and 
a member of the county 
board for 12 years. He is 
also active in the Cham- 
ber of Commerce and is a 
director of the Bank of Mauston. 
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eoefor Straight right-angle 
cuts every time...the new 





Wide-Roll 
Pipe Cutter 













a tool they buy 
on sight— 
good profit! 


ce MIMI ene em 


Rolls are twice the 
usual width, double the 
bearing surface on pipe 
—gsure straight start 

of cut ... by hand or 
power drive—extra 
fast and easy. Your 
mechanically minded 
customers buy it on 
sight! .. . order from 
your Wholesaler. 


No. 201, 4%" to 114” 
No. 202, 4" to 2” 


The Ridge Tool Company, Elyria, Ohio, U.S.A. 











AT LAST! A line of outdoor grills with 
a brand name that customers recognize! 















Model 7801. . .$9.98° 








Model 7401. . 














Model 7421. . 
























































Model 7420. . .$49.98° 
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. $19.95" 


. $39.95" 





quality, utility and price. 


Model 7802. Heavy gauge, 18-inch fire 
bowl; full-range adjustability of grill; 
heavy-gauge chrome-plated steel tubular 
legs with rubber-tired wheels; sturdy 
tubular steel bracing at bottom holds 
removable enameled utility tray $14.95* 








ONE YEAR GUARANTEE 
on all models. 
Fire bowls are guaranteed 
5 years against burn-out. 





“CHARKY” GRILLS 


Eight models cover the popular price range from $9.95 to $59.95 


The name Arvin is an accepted symbol of first quality in millions of American 
homes, where Arvin products have proved their unexcelled reliability and 
serviceability over the years. One of the foremost manufacturers of metal 
products, Arvin now presents a line of - , 

barbecue braziers superior in design and 
workmanship—with the strongest 4-way 
selling appeal on the market—in name, 





















Model 7422. 14-gauge, 24-inch fire bow; 
hinged split grill for easy fire access with 
full-range adjustability; damper drain; 
UL approved motor for slow turning, 
self-basting action; rust-proof, heat re- 
flecting aluminized hood; chef’s work 
board with plastic top and polished alu- 
minum apron; readily removable spit; 
14-inch chrome-plated steel tubular legs 
with 8-inch wheels and semi-pneumatic 
tires; sturdy tubular steel bracing and 
removable enameled utility tray $59.95* 


For full information write or wire Giordon B. Sutton, General Sales Manager, 
Furniture and Housewares Division, 


Arvin INDUSTRIES, Inc., COLUMBUS, INDIANA 


Manufacturers also of Arvin Outdoor Furniture, All-Metal Lroning Tables, 
Home Radios, Fans, Lectric Cook, Portable Electric Heaters and Automobile Heaters. 


*Suggested retail prices, slightly higher for West and South. 
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How’ss the Hardware Business? 





Runaway inflation has not hit the hardware 
industry, Bronson & Townsend index reveals 


Have prices of hardware items 
skyrocketed in recent months? 

No, according to a commodity 
price index maintained by Bron- 
son & Townsend Co., wholesaler in 
New Haven, Conn. 

The index shows that although 
prices have risen steadily in re- 
cent years, there is no runaway 
inflation in the hardware 
try at present. 

The index is based solely on 
products carried by Bronson & 
Townsend. The company does not 
attempt to project its figures as 
representative for the entire hard- 
ware industry or for the national 
economy. Bronson 
has maintained the 
for many years. 

The index shows that prices of 
items carried by Bronson & Town- 
send have gone up only 23.9 per- 
cent in the past seven years. This 
represents an increase of only a 
little over 3 percent a year. 

The increases ure attributed to 
the continuing pressure from the 
increased costs of doing business. 

A report on the Bronson & 
Townsend price index appears in 
the March 1, 1957, issue of the 
company’s publication, Our 
Spokesman, in a story written by 
Clint Chandler, merchandise man- 
ager. 


indus- 


& Townsend 
price index 


What can be concluded from 
the index? Mr. Chandler writes: 

“Our conclusion? No runaway 
inflation in the hardware industry 
at present, but a continuing pres- 
sure of the increased costs of do- 
ing business exerting a steady up- 
ward influence on prices.” 

Bronson & Townsend started 
keeping the price index many 
years ago. Before World War II, 
on Oct. 1, 1941, the index stood 
at 100. Just before the start of 
the Korean War, Jan. 1, 1950, the 
index reached 127.40. On Dec. 1, 
1956, the index stood at 157.88. 

Altogether this represents an 
average price increase of less 
than 4 percent a year in the past 
15 years. 

Here is the Bronson & Town- 
send commodity price index for 
the years 1955 and 1956: 


1955 1956 
January 147.69 154.58 
February 147.72 154.67 
March 147.89 154.97 
April 147.97 155.44 
May 148.15 155.44 
June 149.05 156.00 
July 152.69 156.65 
August 153.25 157.13 
September 153.74 156.20 
October 154.70 157.22 
November 154.40 157.82 
December 154.35 157.88 





Standardized invoice, 
order forms suggested 


A standardized invoice form for 
use by manufacturers and a 
standardized purchase order form 
for use by distributors have been 
recommended by the American 
Supply & Machinery Mfrs. Assn., 
Inc. 

The standarized forms are 
based on a survey of members of 
ASMMA. It was recommended to 
manufacturers and _ distributors 


that they at least use the stand- 
ardized size and include all the 
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items recommended for inclusion 
on the form. Location of the 
items on the forms can be varied 
to fit different types of mechani- 
cal office equipment. 

It was recommended that both 
forms be 8% x 11 in. and that the 
address be located on the form so 
window envelopes can be used if 
desired. It was also recommended 
that all information on the forms 
be typed double-spaced. 

Copies of the recommended 
forms are available from the 
ASMMA office, 2130 Keith Bldg., 
Cleveland 15, Ohio. 





Mirro Aluminum Co. is 
proposed as firm name 


Stockholders of Aluminum Goods 
Mfg. Co., Manitowoc, Wis., were to 
vote April 10 on a proposed change 
in the company name. 

The new company name will be 
Mirro Aluminum Co. The change 
has already been approved by the 
company’s directors. 

If stockholders approve the 
change, it will go into effect Dec. 
31, 1957. This would give the com- 
pany time to make an orderly 
changeover in business forms. 

The name change was proposed 
so the company could benefit more 
directly from its Mirro brand name. 


Trend toward pastels 
in paints now evident 

The impact that the public’s 
swing to color would have on paint 
sales, as reported in the HARDWARE 
AGE Paint Merchandising Guide 
March 14, 1957, p. 120, is becoming 
evident, according to paint manu- 
factures. 

For example, Pittsburgh Plate 
Glass Co. has just added 32 new 
pastel colors to its line and 
dropped 32 dark colors to keep up 
with the color trends. 


Igoe Brothers issues 
spring, summer catalog 


Igoe Brothers, Inc., wholesaler 
in Woodside, N. Y., has issued its 


v G oS e- SROTH ss ts 
' 


Hy 
; 









= * Garden Supplies © 
» Headquarters 


1957 spring and summer catalog. 

The catalog contains 128 pages. 
A separate price section for dealer 
use only is included. 
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CONTACT YOUR JOBBER OR — 





HENRY L. HANSON COMPANY 


24 UNION ST. ~ WORCESTER, MASS. 


Promotions 








Manufacturers’ New 








Merchandising Plans 


Toro contest to give 
free trips to Paris 


Toro Mfg. Corp., Minneapolis, 
Minn., is offering 16 free trips to 
Paris and 200 Toro power mowers 
as prizes in a contest to increase 
sales of its power mowers. 

The contest, “Tag-a-Toro,” will 
be backed by a full-page ad in 


Life on April 22 and by reminder | 


ads in later issues of the maga- 
zine. 

Promotion kits available to deal- 
ers include a big window 
streamer, official entry box, a dis- 
play card, an ad mat, radio script, 
entry tags and contest 
tions. 

Customers enter the contest by 
registering in your store and then 
placing a tag on one of three Toro 
units on display: a 20-in. Sport- 
lawn, an 18-in. Toro Whirlwind, 
or the Toro Power Handle. 

The contest closes June 16. 


Dealers, distributors, and distrib- | 


utors’ salesmen are also eligible 
to win the trips to Paris. 


Mirro molds featured 
in special promotion 


Aluminum Goods Mfg. Co., 
Manitowoc, Wis., is featuring a 
special promotion on a three-piece 
set of Mirro Copper-Tone Molds 
during April, May and June. 

The set will retail at $3.95 dur- 
ing the promotion. The set con- 
sists of grape and fish designs and 
a jel-slice pattern. The molds can 
also be used as wall plaques. 


Ekco ads are promoting 
cutlery, kitchen tools 

Ekeo Products Co., Chicago, IIl., 
has scheduled 25 advertisements in 
eight consumer magazines for its 
Flint brand kitchen tools, cutlery, 
and egg beaters. 


The ads will appear through the | 


end of June in Better Homes & 
Gardens, American Home, McCall’s, 


instruc- | 








® EYE-APPEALING 

® BUY-APPEALING 

® PREPRICED 2 FOR 15¢ 
Step up unit sales with the self-serv- 
ice “Can't-Miss” 2 PAC. This con- 
venient, transparent package is a 
proven, ‘‘sure-fire” traffic stopper. 


McGILL METAL PRODUCTS CO. 


ILLINOTS 











MARENGO 


FASTENER ~“@ 


STOCK & 







as 







\w7 
z % | y 3 
: = \ i¢ sal 
“= | 53 se 
— AUTOMATICALLY 


pa. REFILLED 


extra! 
The Sharon way of “packaging for profit” 
not only saves store space — reduces sales 
time — minimizes inventory investment, 
but Sharon lets you ‘stock ‘em and forget 
em” ... thanks to our automatic stock 
refill service. 
The “Hero” in this case, is the Sharon 
Serviceman, who keeps your assortments 
filled — as regular as clock work. 
And then, there’s the Sharon “Commercial” 
pack —a decimal pack of 100, which you 
may select in preference to the old standard 
gross packages (Sharon has both!) START 
MAKING FASTENERS PROFITABLE — 
contact Sharon today. 


WITH SHARON .. . YOU'LL SPEND 
MORE TIME COUNTING CHANGE — 
LESS TIME COUNTING FASTENERS. 


Sharon Pot aud Screw Co- 
VLE MEO 
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SAenk LP Torch Kit 








Best Buy On The LP Torch Market Today! 








vs OLS Bit 
’ sO ' D Pare 


et ; Bs ; 
- ~ Qu structions f ad 


GOOD SOLDERS 


cAMP sTONreEN 
. ¥ a 
wig pereer® 





With full Dealer Markup! 


ONLY 


369. 


FOR COMPLETE 
KIT 


HERE'S WHAT IT CONTAINS! 


I—No. 300 LP Torch with Throw-away King 
Size Fuel Container 


|—Famous LENK In-a-Tube Acid Solder 
|—Famous LENK In-a-Tube Rosin Solder 
|—Steel Wool Pad for Cleaning 
|—Complete Instruction Booklet 


HERE'S WHAT IT CAN DO! 
¢ All General Home and Shop Soldering 

* Sweat Fittings ¢ Silver Soldering 

* Remove Paint ¢ Finish Furniture 


¢ Asphalt Tile Laying °* Repairs 


ORDER FROM YOUR JOBBER 





MODEL NO. 300—PACKED IN TWO COLOR 
SELF SELLING DISPLAY CARTON 
MEASURES 13” LONG x 634” WIDE x 3” DEEP 
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TH e Lenk MFG. CO. 


BOSTON 15, MASS. 

























Manufacturers’ Promotions 


\\ Nee hae 
HIGH (Continued ) 
ECK 
featured in the ads. One will offer 


HIGH PROFIT ITEMS | a $5 trade-in allowance for an old 
FOR EXTRA SALES | knife toward the purchase of a 
THE YEAR 'ROUND! $19.95 six-piece Flint Holdster set. 
The other promotion, a Mother’s 
Day special, offers a regular $10.95 
four-piece Holdster set for $7.95. 

Also to be featured in the ads 
will be the Flint 1900 line and the 
new 2000 line taper design stain- 
less steel kitchen tools. 





Ladies’ Home Journal and in Look. 
Two special promotions will be 


Sherwin-Williams Co. 11 decorators’ colors 


wing ewspoper ods GT 


Sherwin-Williams Co., Cleveland, 
Ohio, is running a series of news- 
paper advertisements in 91 cities toilet 
to kick off its “Brighten-Up Time” [ a a 
campaign. ml hc 
The ads feature a wide variety See your jobber! 
of the company’s products with | Centar PRoDUCTS INC 
special attention focused on | F E 
Enameloid enamel and a special CLEVELAND 2, OHIO 
brush deal. 
Another national ad campaign 
for SWP exterior house paint is 


LECTRO-HONE 
aes FEATURE OF THE MONTH 
, scheduled to appear in 13 national 
Sharpens fine cutlery, tools, magazines and five farm publica- 
Shears ... by gentle honing tions. ! 


not harsh grinding PENETRATING 
































Not just another electric “knife sharpener” | 
. but the first power hone that hone- Ideal Toy schedules 


sharpens everything—tools, knives, ei h#- age color ad 
scissors, pinking shears, surgical and den- g pag 











tal instruments. Sells for $19.95. Polishing Ideal Toy Corp., New York, FOR 
and buffing attachment available. N. Y., will run an eight-page four- 
_——me€ oO color insert in the December issue QUICK TURNOVER ! 
CZZ4 of Coronet magazine. | . 
| — The ad will feature 32 of Ideal’s | MITEE penetrating oi! is a fast-moving 
Qs : , | item. It penetrates—lubricates. It loosens 
1957 line of toys. Several pages frozen bolts, hinges and other parts. Rust 





solvent and preventive. Stops squeaks and 


of local dealer listings will follow Se oshes-umenvente tam, taut 


the eight-page ad. Copies of the 

ad also will be included as a pack- 

ret age insert in all Ideal toy pack- 

In addition, the company plans 

ea ELECTRIC to use network television adver- 
\ LAWN TRIMMER tising and heavy local newspaper 
SRC AND EDGER advertising in its campaign. 









BANTAM $24.95 | 
TRIM MASTER $39.95 | 












. John Sunshine pipe joint compound in 

The first and still the best-built and Lumite offers booklets tubes. Individually boxed—tubes stay clean 

Oe and bright in open counter display. For 

most trouble-free electric lawn trimmer and 192 push screen sales all joints . . . seals against water, gas, 
edger. Two models to meet all pocketbooks air, steam, etc. 


. all lawn care needs. The trend toward outdoor livin : ‘ 
Write for literature. x John Sunshine Chemical Co., Inc. 


| gives hardware dealers the oppor- 
E.F. BRITTEN & CO,ING. | nity to promote sales of screen- | | 0-406 West Lsbe St. Bet, 101-4, Chcage 6, 

















186 HARDWARE AGE, APRIL 11, 1957 
















month after month... 
1512 million men and women‘“live by the book” 


...and the book is Better Homes and Gardens 


4,350,000 COPIES EACH MONTH 
































































































































‘The book”’ is so full of ideas for better living that during the year... 

it’s often loaned but seldom discarded. 2,400,000 

readers of an average issue reported passing along 1 is 

their copies to friends or neighbors. 6,550,000 had of America 
kept the issue and still had it. An average issue of 

BH&G is read by 15,500,000 people. One third of 3 

the 123,800,000 people in the U.S. 10 years of age 
or older read one or more of every twelve issues. 
That’s 44,150,000 Better Homes and Gardens 
readers—and over 40% of them are men. Meredith 
Publishing Company, Des Moines 3, Iowa. *A 12 Months’ Study of BH&G Readers, Alfred Politz Research, Inc., 1956 


reads Better Homes & Gardens ! 
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Swings easily 
in Tight 
Places 





Handy 20 foot rolls of Gold Seal 
Plastic Tape are popular with work- 
ers. Easy to hang on to. Easy to 
“swing in tight places. Easy to 
mold into a neat, thin wrapping. 
STICKS and STAYS like a quality 
tape should. It’s tops in quality .. . 
to build sales suggest 20 foot rolls 
of GOLD SEAL. Jenkins Bros., 
Rubber Division, 100 Park Avenue, 
New York 17. 


IN HANDY 
20 FOOT 
ROLLS 


Ten 20 ft. rolls in the 
Handy Pack can. 


Single 60 ft. rolls in 
individual metal cans. 


Gold Seal FRICTION—RUBBER—PLASTIC TAPES... 


Commercial and Specification Grades 


Manufacturers Promotions 


(Continued) 





ing, Lumite Div., Chicopee Mills, 
Inc., New York, N. Y., points out. 

Dealers can make screening sales 
of $40 to $60 by promoting the idea 
of a screen-enclosed outdoor living 
area, the company reports. 

To help dealers promote the idea, 
Lumite is offering free patio book- 
lets which can be distributed to 
store customers. The booklets point 
out the benefits of screen areas and 
show plans for several types of 
screened enclosures. 


Promotion announced 
for kitchen fixtures 


A year-long promotion to help 
you sell more kitchen fixtures and 
furnishings to farm families is be- 
ing conducted by Successful Farm- 
ing Magazine. 

The promotion includes a series 
of articles in the magazine show- 
ing how nine basic centers of 
activity can be made to serve the 
entire family. A color filmstrip 
showing how to build the kitchen 
centers and a booklet on farm 
kitchen ideas is also available for 
distribution to customers. 

The first promotion package for 
dealers is now available. A second 
package will be mailed about June 
15 and a third promotion kit will 
go out around Nov. 15. 


Ad campaign underway 
for Easy washer-dryer 

A special advertising campaign 
to promote sales of the Easy com- 
bination washer-dryer and the 1957 
Regent washer is being conducted 
by Easy Laundry Appliances Div. 
of Murray Corp. of America, Chi- 
cago, Ill. 

The combination washer-dryer is 
being featured in a two-color ad 
in the March issue of Parents’ and 
in a four-color three-page gatefold 
ad in the May issue of Better 
Homes & Gardens. The gatefold 
ad will be 27-in. wide when opened. 
This will help demonstrate the 27- 
in. width of the washer-dryer com- 
bination. 


Tie-ins for dealers include a 


IF YOU SELL THESE 
PRODUCTS... 


send for 
the world’s most 
complete, illustrated 
catalog of 


ELECTRIC 
LANTERNS 


and 
SAFETY 
CANS 


VALUABLE DATA: 


The world's first comprehensive table 
of lamp and battery operating 
information 

High power searchlights 

All-purpose hand lights 

Safety lights and lanterns 

Flammable liquid SAFETY CANS 

Oily Waste Cans 


JUSTRITE Mfg. Co. 


2061 N. Southport, Chicago, Il 





FOREMOST LINE rs 
SINCE °39 INCREASE 


YOUR ? 
PROFITS 


SPRAY ENAMELS 





GIANT 
16 Oz. CAN 


16 SPARKLING 
COLORS 


MAKES SATISFIED 
CUSTOMERS 
and 
BUILDS 
REPEAT SALES 


y 
SPRAY  ¢ 
FINISHES 





ALUMATONE CORPORATION 


1523 Grande Vista Ave., Los Angeles 23, California 
9270 Olive Street Road, St. Louis 24, Missouri 
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ACROSS THE STREET 


Wests hacen 
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Ace Hardware, Lafayette, Indiana, gives an over-all appearance of modern 


OR CLOSE A 7 HAND good looks when seen from a short distance away. Those big glass areas 


of Pittsburgh Polished Plate Glass, set in frames of Prrrco® Store Front 
Metal, assure the store stand-out appeal even on a busy street. 
, 
| 1 
#ee 


has pulling pewel 


yew your prospective shopper is right 

outside your door or across the street, 
your objective is the same: to attract him to 
your store and bring him inside where he'll Close up, the big Tusetrre® Doors, with their TuBeLrre Frames, let the 


hecome a paying customer. You can help to pass rby get a good look at the store interior and the merchandise on 
display. Beige Carrara® Glass and a Pittsburgh Mirror are used to face 
the inset to the left of the entrance. 




















accomplish this by giving your store a bright, 








modern face ... by adding to its attraction 

pwer:- with an. epo-mee, Fe 5 > piece ncetainiiinenntineinimennnceienen 
eases - : y “| 

Open-Vision Store Front. 


Pittsburgh Plate Glass Company 
Room 7247, 632 Fort Duquesne Blvd. 
Pittsburgh 22, Pa. 


Your store may be large or small—it may 
be located in a large citv, a suburb or a coun- 
try town. But whatever its size or location, 
if it has a Pittsburgh Open-Vision Store 
Front, it's sure to catch and hold the atten- 
tion of the passerby. People like stores with 


: Without obligation on my port, please send me a 


e 
stare FREE copy of your modernization booklet, ‘‘How 
ee To Give Your Store The Look That Sells.’’ 


sells PT bane «ca ceebeebee bas co 00<ccduseore 


modern good looks, and they prove it by ore staan vaanees Address 


patronizing them. 





For more information on Pittsburgh Store 
Fronts and Store Front Products, send in the 
coupon for our free store front booklet. 
There is no obligation. 


Ren elt ORE 25 See. ee 











PAINTS - GLASS - CHEMICALS - BRUSHES - PLASTICS - FIBER GLASS 


















PITTSBURGH at os GLASS 
IN CANADA: CANADIAN PITTSBURGH 


COMPANY 
INDUSTRIES LIMITED 
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still want quality! 





that’s why it 
always pays 
to sell 
GREENLEE 


The minute you hand a Green ze tool 
to a customer, he can “‘feel’’ the 

fine quality and extra workmanship that 
go into its making. Every GREENLEE 
tool is carefully formed and finished for 
accuracy and correct cutting edges... 
and properly heat-treated for strength 
and long life. Built to do day-in, day- 
out hard work swiftly and cleanly, 
GREENLEE tools bring /asting satisfaction. 
This means that more customers keep 
coming back to you for more fine tools, 
when you sell Green.ez. Line includes 
famous GREENLEE 22 Solid-Center Auger 
Bits . . . Electric-Drill Bits . . . Expan- 
sive Bits... Chisels... Gouges... 
Turning Tools .. . Drawknives . . . and 
many more. Ask your wholesaler, or 
write for free, new complete catalog. 





ele RR ie) Ba fF iss) ji. 


GREENLEE 


FREE! HAND TOOL 
PROFIT CHART 


Quickly converts cost per dozen of various 
items into unit cost. Gives profit percentages 
on selling prices and on costs, to help you 
rapidly figure your markups. Tells your 
profit story in seconds. Free to hardware 
and building supply dealers . . . send 


Qe a ae request on your letterhead. 


GREENLEE TOOL co. 
1804 HERBERT AVE., ROCKFORD, ILL. 

















Manufacturers Promotions 


(Continued ) 


special 27-in. ruler for display with 
the units. 

The Regent washer is featured 
in four-color ads in the April issues 
of Better Homes & Gardens and 
McCall’s magazines and the May 
issue of Good Housekeeping. 


O'Brien Corp. schedules 
drive for new colors 

A campaign to introduce sym- 
phonic colors in O’Brien Paints is 
being undertaken by O’Brien Corp., 
South Bend, Ind. 

An eight-page ad insert will ap- 
pear in the April issue of Coronet. 
The other ads scheduled include a 
three-page gatefold in American 
Home and full-page color ads in 
Better Homes & Gardens and Liv- 
ing Magazines. 

Cooperative newspaper ads, radio 
and television commercials, and di- 
rect mail campaigns will be used in 
certain local areas. 

Merchandising aids for your use 
include 16-page color booklets on 
decorating, color albums, color 
manuals, revolving chip displays, 
leaflets, and mailing pieces. 


Popeye is being used 
to sell brooms, mops 


To help promote sales of its 
line of brooms and cotton mops, 
Schweitzer Corp., Cleaveland, Ohio, 
is marketing a line of products 
under the Popeye name. 

The campaign is based on the car- 
toon hero’s reputation for strength 
as a ‘selling point. Lithographed 
pictures of Popeye are on each 
broom and mop and on the display 
carton. Popeye comic books for 
dealer use are also available. 


2 


i 


Electric dishwashers 
campaign is scheduled 
You can tie in with your local 
electric light and power company 
in promoting the sale of automatic 
electric dishwashers this year. 
More than 100 light and power 
companies will participate in the 
program sponsored by Household 
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Offer Them Variety... 


PLUS SMOOTH-FITTING THREADS 













les easy to meet the needs of your 
fasteners customers when you handle 
the Bethlehem line of headed and 
threaded products. That is because 
Bethlehem fasteners come in such a 
wide variety, including hundreds upon 
hundreds of individual items and sizes. 
And customers are sure to like Beth- 
lehem fasteners for still another reason 
—smooth-fitting threads, the kind that 
make possible fast, accurate assembly. 
Order Bethlehem fasteners today. 


: eee | 


te 


" 
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SANLANAY 


\\\ 
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Bethlehem Bolts Are Good Bolts 
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© Reece again 
with merchandising 
at its finest! 
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Acce 
(Increases 


Your profits’ 











The New VACO Tool Center 


brings versatility, efficiency and showmanship 

to one concentrated selling area. Occupies only 

5 square feet of floor space! Completely 
self-illuminated back display panel! Large storage 


The VACO Tool Center can be compartments with sliding doors! Modern 
furnished with any assortment wrought iron legs! A truly modern merchandiser 
of VACO tools since any and all for a modern sales approach. You can place 
shelves in the complete VACO line this in your store for practically the cost 

fit the perforated back panel of | of the merchandise alone. 


the VACO Tool Center display. 








Write at once for complete details! 





VACO PRODUCTS COMPANY, 317 E. Ontario St., Chicago 11, Ill. 


Tamm @lelalclelerae delae Lynn Products, Ltd., Montreal 1, Que. 


Sink Units Section of the Nationa] 





Electrical Mfrs. Assn. 

The light and power companies 
run the local promotion and you 
tie in with advertising and demon- 
strations as part of a coordinated 
drive to sell electric dishwashers. 


Department store sales 
gain 2 pct. over 1956 

Sales in the nation’s department 
stores in the week ended March 16 
averaged 2 percent more than the 
corresponding week last year, the 
Federal Reserve Board reports. 

However, some districts report- 
ed large gains while others re- 
ported losses in business volume. 

Since the first of the year, de- 
partment sales are 1 _ percent 
higher than the same period last 
year. 

Here is a_ district-by-district 
breakdown of department store 
sales: 


Kour Weeks Jan ] 


Federal Reserve One Week Ending Ending to 
District Mar. 16 Mar ) Mar. 16 Mar. 16 
Bosotn +19 j - j . ¥ 
New York 4 ~ 17* i 2 
Philadelphia +]] 19* 6 2 
Cleveland + 2 18* ) 2 
Richmond + ] . : 2 
Atlanta 3 19 8 " 
Chicago .. ; > Z + | 
St. Louis 6 14 - § » § 
Minneapolis 12 i } + ] 
Kansas City 6* + — | 
Dallas 2 1] ] 
San Franci ] + | 
ta 10 + ] 
r-Revised 


Industrial production 
rises during February 

Factory output rose in February, 
the Federal Reserve Board reports. 

The board’s index of industrial 
production in February stood at 
147 on the 1947-49 average of 100. 
This compares with 145 the month 
before and 144 in February, 1956. 

Factory shipments of domestic 
gas ranges declined during Febru- 
ary, the Gas Appliance Mfrs. Assn. 
reports. February shipments totaled 
150,800 units, down 15.5 percent 
from the 178,400 units shipped in 
February, 1956. 

Television receiver production 
dipped in January, according to the 
Radio-Electronics-Television Mfrs. 
Assn. TV output in January totaled 
450,190 units compared with 588,- 
347 in January, 1956. Radio pro- 
duction in January totaled 1,085,- 
529 units, an increase of 7,905 from 
a year ago. 

Factory shipments of paint, var- 
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Are you using the only 


staple designed especially 
for ceiling tile? 


e No more protruding staples! Unique leg design of Arrow’s 
CEILTILE staple enables it to be driven flush; penetrates cleanly 
without fracturing tile. Insures perfect fit of each and every tile! 


e No more buckled tiles! Special divergent leg that locks 


- TESTED AND APPROVED BY TOP securely into wood plus special rosin coating assures tremendous 
CEILING TILE MANUFACTURERS ! holding power. Staples do not pop out! 


USE WITH ARROW’S T-50 ALL-PURPOSE GUN TACKER 
CELOTEX , . 


AEG. US. PAT OFF Absolutely jam-proof! Can’t jam even when 
shot against metal! Same gun takes 6 dif- 
ferent staple sizes. Use for ceiling tile, in- 
sulation, upholstery and hundreds of other 
fastening jobs. 











metrone 


hae ce hn Jobber-distributor plan! Send for details 
plus price list and complete catalog 


MRROW FASTENER [70../NC. S010 ONLY THROUGH THE TRADE 


ONE JUNIUS STREET, BROOKLYN 12, NEW YORK 
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NOW...AKAY Gives You Color 
To INCREASE Your SALES! 





NEW AKAY ADD-A-FENCE 

Sturdy plastic sectional picket 
fence, section joiners and corner 
locks for lawns, gardens and cor- 
ner markers. Break resistant . . . 
color fast in pink, flamingo, yel- 
low and white. Suggested retail— 
Four sections with corner locks, 
$2.49. 

AKAY PLASTIC TRELLIS 

Beautiful plastic trellis that adds 
beauty and support to all climbing 
plants. Break resistant—weather 
resistant. Two 3’ high by 15” 
wide sections assemble easily into 
one 6’ trellis or variety of designs. 
Now in pink, flamingo, yellow or 
white. Retail, $2.98 per set. 
HOLD-A-BOOK 

Sturdy wire and plastic in eight 
decorator colors. Holds recipe 
books, newspapers, etc., at right 
angle for easy reading. Suggested 
retail, 98¢. 

AKAY MEMO-MASTER 

Sturdy break-resistant plastic in 
8 colors has 75 ft. paper roll, holes 
for hanging, non-slip rubber feet, 
pencil and pencil holder. Sug- 
gested retail, 98¢. 

AKAY DRI-FLOR DRIP TRAYS 

Now in green, yellow, pink, blue 
and white. Drains moisture from 
sweating modern type toilet tanks 
into cups that twist to empty. 
Break resistant . . . won’t rot, rust, 
crack or discolor. Suggested re- 
tail, $2.99 each. AKAY TOI-TRA, 
also in above colors, drains mois- 
ture from wall-hung flush boxes 
into toilet bowls. Retails at $1.79. 
AKAY "BIG FREEZE" ICE SCRAPER 
Akay’s break-resistant plastic 
scraper sells on sight because it’s 
designed for deep-freeze units and 
refrigerators. . . . Speeds up de- 
frosting. Does any rough, tough 
ice removing job with ease. Sug- 
gested retail, 39¢ each. Akay 
“Clip-on” windshield scraper re- 
tails at 19¢. 

“Talking’’ display-cartoned to 
speed sales. 








nish and lacquer totaled $125.4 mil- 
lion in January, according to the 
Commerce Dept. This represents a 
29 percent increase from December, 
but is still 3 percent below the 
January, 1956, level. 


Cost-of-living rises 
buying power declines 

If your customers cut back their 
buying a little, blame it on the 
rising cost-of-living. 

The Bureau of Labor Statistics 
reports its cost-of-living index 
climbed nearly half of 1 percent 
in February. This pushed the in- 
dex to a new high of 118.7 percent 
of the 1947-49 average. It was 
the sixth straight month the in- 
dex rose. 

At the same time, the bureau 
reports that the buying power of 
the average factory worker’s 
weekly paycheck dropped a frac- 
tion during February. The in- 
crease in the cost-of-living index 
more than offset the rise of a few 
cents in average spendable in- 
come, according to the bureau. 


Reynolds now marketing 
Homeshield screen kits 


National marketing of Home- 
shield Easy-to-Make Aluminum 
Screen Kits is now being handled 





HARDWARE HUMOR 









HARDWARE 


PA\INT+ NAILS~ ROPE §- 


























CORPORATION 


DIVISION OF HAUSER PRODUCTS, INC 





AK AY 


4034 North Kolmar Avenue ® Chicago 41, Illinois 






- Bag oore 


"Now there's a nice do-it-yourself kit 
for your husband's birthday!” 
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= ROL MULTI-PURPOSE 


cw DUST... PRICED For 
sa TOP PROFITS! 


VOLUME SHES 


y No better formula at popular prices 
for roses, vegetables, fruits, flowers, 
evergreens. Kills Aphids, Jap Beetles, Mites, 
etc.—stops Black Spot and Powdery Mildew. 














So why stock several types when one does 
the complete garden job? Get ANTROL Multi- 
Purpose Dust . . . in refillable squeeze cans 
and 1 Ib. refills for dusting or spraying. 


* Nationally Advertised 




































For Full Information | 
write to “BUG-Z" Dept. HA 
Garden Insecticide Division 


Tie ig lek Xen Le 3 Mm BOYLE MIDWAY INC. 


22 £. 40th St., W.Y. 16, MY. 











FEATURE AND PROMOTE 


CIMONGEN 


TOOL, TACKLE & UTILITY BOXES 


190DL: Seamless, deep 
drawn steel. Lift-Out Tray, 
hip roof, electro-welded, 
continuous piano hinge; 
durable baked enamel finish; 
contour handle; bright, zinc 
plated hardware with hasp 
arrangement for padlock; 


x 7" x 7%". 








184DG: The largest box of 
its kind drawn from one piece 
of metal! Deep drawn, seam- 
less box built to gov't specs; 
4 cantilever trays with adjust- 
able dividers; covered top 
trays electro-welded, continu- 
ous piano hinges. Fabricated 
model 1[8" [(I84HG); 22" 
(224HG). 


DEALERS & JOBBERS WRITE FOR CATALOGUE OF 
OUR COMPLETE LINE OF HIGH PROFIT BOXES 


AMERICA’S LARGEST MANUFACTURER OF TOOL AND TACKLE BOXES 


SIMONSEN INDUSTRIES, INC. 
1414 South Michigan Avenue ® Chicago 5, Illinois 
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WHEN IT COMES TO 
FLEXIBLE PLASTIC PIPE 


we don’t take 


ANYBODY’S 
word for quality 


--» WHY SHOULD YOU? 











tits 





GUARANTEED-QUALITY FLEXIBLE PLASTIC PIPE 








is guaranteed 
RIGHT in WRITING 











You can’t afford to take anybody’s say-so on the 
quality of flexible plastic pipe — not when failure 
of inferior pipe may lead to thirsty livestock, parched 


lawns or crops, or break- 
down of a drinking water 
system. That’s why it’s 
good business to guarantee 
customer satisfaction with 
Cresline — the pipe that’s 
guaranteed right in writ- 
ing. We, too, refuse to 
take anybody’s word for 
quality. We use only vir- 
gin polyethylene, of 
course — never scrap 
materials of unknown 
composition. But even 
among virgin’ polyethy- 
lenes, some are better 
than others. We pick the 
best, proved best by ac- 
celerated use tests in our 
own laboratories. In addi- 
tion, we check quality 
through every stage of 
production. There are 
many profitable advan- 
tages to being a Cresline 
dealer, including shipment 
of every order within 24 
hours. Write today for 
literature and name of 
your Cresline representa- 
tive. 


FREE TO JOBBERS ... 


SLIDE RULE DATA CHART. Quickly 
helps you find answers to such 
problems as friction loss, pressure 
drop, GPM flow, etc. Write for de- 
tails on how to get your free 
plastic pipe ‘Data Chart."’ 


LOOK FOR THESE ADDED 
PROOFS OF QUALITY 








4 


s % 
. | . 
. —/ inst ve 


This seal on Cresline Pipe 
shows the National Sanitation 
Foundation has approved it for 
drinking water use. 





Cresline is made with Du Pont 
Alathon 25 and is marked with 
this tag. It proved the best in 
our tests. 


ALL PLASTIC PIPE IS 


ROUND, BLACK AND HAS 


A HOLE IN IT... BUT 
THERE IS A DIFFERENCE! 


CRESCENT PLASTICS, INC. 


Dept. A-7, 955 Diamond Ave. 


Evansville 7, Ind. 













































































































































































































For More Sales... 


BIGGER profits! 





Display Shuford's 


HAWTHORNE 


Fruided, Cotton Clothes Line 


SELLS BETTER 


because it’s Shuford's! 
.. Tops in product, package 


and display 


<i i UND oO; 
/* Guaranteed by > 
Good Housekeeping 

. to 


. 
"4S anveatistd wiry 


“Pre-stretched” for more strength, less stretch, longer wear. 
Gleaming white. Won’t kink or ravel, easy to tie. All-weather 
line, popularly priced. 2 connected 50’ continuous length 
hanks, each hank in clear film bag. Packed 12 hanks in 
self-display carton. 





— ee 


Sell Shuford’s AZALEA°® 
No. 7 Braided Cotton Clothes Line 


Heavier and fuller, “pre-stretched” for more strength, 
less sag. No ravel, no kinks. Packaged 2 connected 
continuous length hanks, each individually wrapped 
in clear film bag. 














TTS 








CLOTHES LINES « TWINES 
PRESSURE-SENSITIVE PAPER TAPES 
SASH CORDS « WEATHER STRIPPING 
COTTON & RAYON YARNS e EXTRUDED PLASTICS 


Shuforg & 
ef Sine see. 
swfera 


‘Be 


eC K Oy INC 
ae 





World’s Largest Manufacturer of Cotton Cordage 


| 


i 





by Reynolds Metals Co, Louisville, 
Ky. 

American Screen Products Co., 
Elmhurst, Ill., which developed the 
kit, will continue to manufacture 
the product for marketing by Rey- 
nolds. 

Only the Homeshield screen kit 
is affected by the change in mar- 
keting. 

The change was made because 
extensive revamping of sales and 
merchandising procedures would 
required by American 
Screen to promote the kit as effec- 
tively as Reynolds is equipped to 
do the job, it was explained. 


have been 


New home construction 
drops during February 


New home construction has 
dropped considerably, the 
Dept. reports. 

The number of housing starts in 
February was at an annual rate of 
less than 1 million units, according 
to the government. This is the 
lowest level in five years. The 
monthly rate was the lowest since 
May, 1949. 

However, Federal Housing Ad- 
ministrator Albert M. Cole still 
predicts that 1.1 million new homes 
will be built during 1957, the same 
number built last year. 

Home builders have told Con- 
gress that tight mortgage money is 
to blame for the drop-off in con- 
struction. 


Labor 


Manufacturers expand, 
construct new plants 

P & C Tool Co., Portland, Ore., 
is now occupying its new $90,000 
building adjacent to its manufac- 
turing plant. The 18,000 sq ft 
building houses executive offices, 
manufacturing facilities and a 
stock room. 

Dominion Electric Corp., Mans- 
field, Ohio, is building a $300,000 
addition to its Mansfield plant. The 
new section will have 42,000 sq ft. 

Sapolin Paints, Inc., has moved 
its executive and sales offices from 
229 E. 42nd St., New York, to new 
and larger quarters at 205 E. 42nd 
St. 

Baker Brush Co., Ine., 
York, N. Y., has opened a new 
warehouse at 905 W. Bay St., Jack- 
sonville, Fla. 


New 
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Design means demand for G R I SWOLD 
Me conlempowu MAIL BOXES 


#704W White ae 
171%” long The light in your customer’s eye will mean cash on 
List $8.95 priced to sell the counter when he spots the fresh, new design of 
: completely weatherproof Griswold’s long, wide and handsome Contemporary 

Mailboxes. 

A natural for both builders and individual owners 
in the snowballing modern home market. See your 
gleaming brass trim wholesaler . . . or write 


rust proof 


heavy gauge steel 


+ ne ee aman seme Loge 


: - 
wt ee nee Ef. 
momenenet — ed OS A IS alta 
oy . 3 
2 


¥ 


0 1) “a ms - 
Designed by C. A. Masso #705 Black #70S5W White #706 Black #706W White 


Patent applied for 13-9/16” tall. List $4.95 1714” tall. List $6.95 


roow wine | GRISWOLD 


List $5.95 by the makers of famous | MIANUFACTURING CO.- ERIE, PA. 


Griswold cast iron skillets 


IGHTEN your sales picture 


he newest color sensation... YELLOW! 


the NEWEST Stove Mat Design in the Pop- 
ular Price Field... by PRO-TEX (of course). 


PINE CONE ... Matching Continental Can 


Co.’s Decoware design. A delightful pattern fea- 
turing delicate sprigs of pine on a snow-white 
background with a cheerful yellow border. 


PINE CONE ... @ Sure seller, because it’s a 


quality PRO-TEX product with easy-cleaning 
metal top, soft asbestos back and dependable 
air-cell insulation. 


PINE CONE ...asure profit-maker because 


it’s available in all the best-selling sizes... 
18x20”, 15%4"x20", 14”x17", and 7” round. 


Ask your jobber to show you PINE CONE along 
with the complete PRO-TEX line. 




















REMEMBER: YOU CAN PAY MORE, BUT YOU 
CAN'T BUY BETTER. 


Offices in principal cities 
in the United States. 
PRODUCTS COMPANY In Canada: George Welsman Co 
30 Bloor St., West, Suite 201. 
2536 EUCLID AVENUE . CLEVELAND 15, OHIO Toronto 1, Canada 


HARDWARE AGE, APRIL 11, 1957 





Manufacturers announce 


| 6 fair trade actions 
as C’Wa re | A number of actions have been 
Saiiiiemeneeme | 


announced by manufacturers 
NOW with | against dealers alleged to have vio- 

ALL-CHROME POLYETHYLENE | lated fair trade agreements. 
OAR: ee ee Bissell Carpet Sweeper Co., 
QUALITY That Increases oO >. 8 | Grand Rapids, Mich., won a judg- 
z ——< | ment against Queens Department 
Your Sates i . 2 | Store Inc., Hoboken, N. J., for fair 

trade violations. 





NEW FEATURES have added to 
the established appeal of these 


gleaming chrome-plated, fine qual- —- Toastmaster Products Div., Mc- 
ity offerings. They are backed by 32 ; a | Graw-Edison Co., Elgin, Ill., won 
years’ experience in the manufac- ae 2 | 

ture of quality Kitchen Specialties. 


decrees permanently enjoining 
Halen Inc., New York, N. Y.; House 
of Values, Inc., Newark, N. J.; and 
White Lumber & Millwork Corp., 
Massapequa, N. Y., from selling its 
products below fair trade prices. 
Toastmaster filed charges of fair 
trade violations against A & M 
ptaiidabeeusank ubsit bidaiee Value Mart, Inc., West New York, 
vidion, abt: cehieebiaibhainad N. J., and S & F Appliances Corp., 


cover and perfect-seal 14 at. Elmhurst, N. Y. 
polyethylene pail. 


S&S, anette 


2 A. Y. McDonald holds 
anette 
Space-saving stackable 4 atta ; water systems school 


piece canister set equipped —_ i A four-day Application Engi- 
with easy-grip removable a : i ; ; : : 

phen & ie: Renae Dies } ee a neering Service School for dealer 
I'/, Ibs. Coffee, Tea. Nai i “ Noe personnel was conducted recently 
. | by A. Y. McDonald Mfg. Co., 


Dubuque, lowa. 





Also available in 


ALL-ENAMEL Persons attending the session 


CHROME and ENAMEL | Ee ay | were instructed in practical appli- 
COPPER and ENAMEL Sa cation, actual installation and ser- 
ALL-COPPER ' vice problems connected with wa- 

= S | * ter systems. They were taught 

basic pump principles, how to se- 
<a F lect, install and service pumps, 
Dis, ontutie and how to manage service de- 


; artments. 
Newest in the Masterware family. of 


3-way paper dispenser, — for wax 
paper, foil and paper towels. For 
shelf or wall. 


Employment picks up 


The number of persons unem- 
ployed in the nation during the 
Rreadette week ended March 9, was 41,700 
ee ee ,? fewer than the week before, accord- 
Removable shelf for pastries, ing to the Bureau of Employment 
pies, rolls. Rounded, easy-to- | : Security. There were 1.6 million 
creen bottom, : 7 persons drawing unemployment 
compensation during the week. 


a 


SANETTE WAXED BAGS 


The preference of housewives—con- 


tains 50% more wax than imitations. oe Wholesale index steady 


Sample bag in every Sanette. In ; ’ 
handy, 50 bag dispenser packages. Prices on the government's 

SB-3-50 SB-5-50 wholesale price index remained un- 
for 10 to 14 qt. for 15 to 20 aft. Wastette changed in the week ended March 


cans cans Sanette’s companion waste 19, the Bureau of Labor Statistics 


MASTER METAL PRODUCTS, INC. basket, space-saving design, : 
P. O. BOX 95, BUFFALO 5, N. Y. waive lovee capacity. reports. The index stood at 116.9 


of the 1947-49 average of 100. 
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It’s ““Easy-Wrap” Season 












It 
Sells 
Itself! 


‘“‘EASY-WRAP”’ 


® Stops Pipe Sweating 

© Insulates Hot Water Pipes 
® Helps Prevent Pipe Freezing 
® Improves Room Appearance 


It is a quality glass fibre insulation and an 
outer-wrap vapor sealing tape designed for 
the do-it-yourself home owner. All you do is 
put it on your counter and replace it as fast 
as it sells. Quick, easy profit for you. 


Order from your jobber 


Packed: In individ- 
val “‘Eye-Stopper” R a '@) p A C | N C 
Display Carton. , os 


One dozen car- 
tons in Master 3427 Cleveland Street, Skokie, Illinois 
shipper. 


} 
At 








‘"'MY DAD HAS 
MORE PEOPLE 
COMING INTO 
HIS STORE 


EVERY DAY" 


The old saying ‘success breeds success"’ is as true today as in 
the past. Regardless of political and economic trends people keep 
on living and buying. Successful merchants depend on creating 
sales and attracting business from their competitors. The surest 
way to improve sales is to make your merchandise look most 
attractive. This is easily done with HELLER Fiexible View Modern 
Store Fixtures. Your store properly equipped will draw the trade. 
. increase your sales cnd make you more money. 


W. C. HELLER & CO., —— Ohio 


WALL SHELVING 
TABLES 

GONDOLAS 
COUNTERS 

GUN CABINETS 
SPECIAL DISPLAYS 


DR Rote 


Write today for Catalog 
No. A-47 With HELLER'S 
Low Prices! 











HARDWARE AGE, APRIL 11, 1957 














AND SCHUMACHER MAKES IT 
PROFITABLE BUSINESS FOR YOU! 


The insect season is on its way, bringing sales oppor- 
tunities for you — opportunities to enjoy good volume 
sales of window screens and screen doors. And you stand 
the best chance to make those sales with Schumacher 
screen goods; quality sells best and Schumacher’s made 
only quality products since 1889! 





FAMOUS “REDDY-LOC” ADJUSTABLE WINDOW SCREEN 


@ Exclusive locking device prevents 
screen rattle . . . keeps small chil- 
dren from pushing screen out of 
window 

Double-strength corner construc- 


Metal slide has four position grips. 
Sections won't separate. . 

©®18 x 14 mesh galvanized wire 
cloth machine-stitched and se- 





curely anchored. 
® Colorfully-labelled to build self- 
service sales! 


METAL-RAIL WOOD END ADJUSTABLE SCREEN 


© Step tenoned corner construction for 
maximum rigidity. 

® Heavy gauge galvanized rails. 

© 18 x 14 mesh galvanized wire cloth 
machine clamped in rail and metal up- 
right. 

© Attractively finished kiln-dried wood 
ends. 





















SCHUMACHER SCREEN DOORS 


® Wide range of styles and finishes. 
® Thoroughly seasoned lumber in every door. 
® Blind mortise and tenoned construction. 
® Flush beaded molding on every pattern. 
@ Wire cloth is machine rolled and locked. 


eee ee ee eens 
ine jf tite: |e tt 8 Eee eee 
SSCS ESSE ESSER SECRETE PRR eee eee ee ee wees ‘eh MRR RR ER EERE 
seene SSS SSSR ERE ee ee eee | | eee SE TE et tee & 
RRR EEE EEEEEEEELELELELELELeeeeeses | oo ...U|U|ULUlUCU SO 
See eC eee eee eeeeeeeeeeeeeeeee 
Seeeeeeeeeeeeeeee 


For plus sales, stock Schumacher Window Ven- 
tilators, too. There’s a type that’s right for every customer. A post card 
to us will bring complete details. 






THE F. E. SCHUMACHER co. 


HARTVILLE, OHIO 

















CLAW —12 models. 
Sizes: 7,13, and 16-oz. 
Choice of 3 finishes. 


HOT 








BALL PEIN-— 30 models. 
Sizes: 4-oz. to 3-lb. 
Choice of 5 finishes. 


SELLING 








BRICK LAVYER— 


3 models. Sizes: 10-oz., 
1% -lb., 1%-lb. 


HAMMERS 


SOFT FACE — 3 models. 
Sizes: 8-oz., 1 lb., and 
1%-lb. Supplied with 
dual-purpose tips. 










hy 





DROP FORGED 


THE VLCHEK TOOL CO. 
3017 East 87th St. - Cleveland 4, Ohio 
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Prices of tin cans are 
going up 4 percent May |! 

You can look for higher prices 
soon on the goods you buy pack- 
aged in cans. 

That’s because the manufac- 
turers will be paying more for 
the cans they use. 

Three major can makers have 
announced price increases effec- 
tive May 1. The increases will be 
about 4 percent. 

The three can makers are Conti- 
nental Can Co., Inec.; National 
Can Corp., and American Can Co. 

The can makers said the price 
increases are the result of higher 
prices for tin plate and increases 
in labor, freight, materials, and 
other costs. 

Tin can prices last went up in 
November 1956. The price in- 
creases at that time were 4 per- 
cent too. 


Business year reported 
off to a good beginning 


Business continued at a high 
rate in the opening two months of 
1957, the Commerce Dept. reports. 

The department reports that to- 
tal physical output was at a rate 
just about matching the record 
high rate of late 1956. 

Higher prices and pay scales 
tended to expand dollar totals of 
output and income in_ recent 
months, according to the depart- 
ment. 

It notes, however, that some 
price weaknesses have developed 
in certain raw materials prices. 
These may be reflected in the 
prices of finished goods later. 


Keep credit accounts 
active; here is how 

Keeping credit accounts active 
is a basic problem for many hard- 
ware dealers. 

They know the importance of 
keeping accounts as active as pos- 
sible because each inactive ac- 
count represents a loss in poten- 
tial sales. Replacing the inactive ac- 
counts with new accounts is also 
costly. 

The importance of following up 
inactive credit accounts is under- 
scored by the National Credit 


this cabinet... . 














means business in 


SPRINGS 


Here’s the easy practical way to meet 
the daily calls for standard springs. 
Cabinet No. 932 contains 402 plated, 
precision-made springs—127 different 
sizes of extension and compression 
springs —in coded compartments. 
Boxed refills shipped from stock. Also 
smaller assortments in one- and two- 
drawer cabinets. 














Order from your jobber, or write us 





Also Weatherstrips 
909 Clean-out Augers 
Pole Sockets 


ARDNER WIRE CO. 


1329 So. Cicero Ave., Chicago 50, Ill. 


































HIGHEST QUALITY 
LOWEST COST 
BIGGEST PROFITS! 





































The least expen- 
pensive anchor on 
the market . . . and the 

best! The sides spread 

out when screw is in- 
serted gripping any 
type wall. Packed in 
display boxes, bulk or 
carded in hand strips 
of six. Sold exclu- 
\ sively through 
“A, wholesalers. 


“JORDAN INDUSTRIES INC. 
2751 N. W. 75th St., Miami, Fla. 
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THE KEY TO 
GREATER PROFITS 





The Line With Greater 
CUSTOMER ACCEPTANCE 


The complete line of Geyer Farm 
and Garden Tools signals quality 
and efficiency to your customers. 
That means fast, easy saleability 
and greater profits for you. The 
new improved display stand will 
sell itself out time after time. If 
you aren't cashing in on the 
Geyer line now, you should in- 
vestigate its possibilities. 


Write today for complete 


catalog of tools and details of mer- 
chandising and advertising aids. 


GETE 


A 
pine 


THE 
SNOW WHITE 
PLASTIC 
IN A TUBE 








MANUFACTURING CO. 
ROCK FALLS, ILLINOIS 





AMERICA'S FASTEST SELLER 
BECAUSE IT'S SUPERIOR TO ALL 


CAULK COMPOUNDS! 


Blends with white 
tile, tubs, marble, 
wood and walls. il- 
lustrations on smart 
3 color, yellow white 
and blue display box 
sells and explains 






NATIONALLY 
ADVERTISED 





PROVEN 
THROUGH 
THE YEARS... 
A REALLY 
PERMANENT 


TUB and 
TILE 
CE, «-».0 6.92 


Waterproof, recommended | 
by leading tile craftsmen, Retail 
never turns yellow. See only 
your jobber or write direct 
for FREE SAMPLE and lit- 
erature and prices. 











A few choice territories still available 


DE WITT PRODUCTS CO. 
5860 PLUMER ST. + DETROIT 9, MICH. ~~ 
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COPING SAWS 


Aop to your sales volume 
and your profits in 1957 with 
these four outstanding Parker 
Line Coping Saws. Each is a 
leader in its price range. Stur- 
dy frames with eye-catching 
finishes. Nos. 25, 55 and 85, 
with generous, comfortable 
handles, incorporate the fa- 
mous Parker “Klik-Klik” pat- 
ented ends which lock the 
keen, tempered blades in any 
position. 


#210 ALL-WIRE COPING SAW 
Sturdy round wire frame, 5” 
deep. Blade faceable in four 
directions. 





a F OO — 


+25 COPING SAW FRAME 

Excellent value — nickel plated. 
Fully adjustable. Complete with 
61>" blade. 











+55 COPING SAW FRAME 
Heavy duty. Master quality. Pol- 
ished nickel finish. Fully adijust- 
able. Hardwood mahogany finish 
handle. 6'4” pin end 
blade. 












#85 COPING SAW FRAME 
Heavy duty. Polished and buffed 


nickel finish. Hardwood mahogany EXTRA 
finish handle. Fully adjustable. DEEP 
64%" pin end blade. Individually 

packaged. THROAT 











PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., VU. 3. A. 
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Assn. in a recent issue of its 
publication, Credit World. 
The Association reports that 


A Pipe Lin 
? © one out of five of a store’s charge 


(\ accounts becomes inactive each 


e e month. And of each 100 custom- 
To Big Profits 





a 
or: 








ers who stop using their accounts, 
68 drift away because of indif- 
ference on the part of the store. 
What can you do to reactivate 
these accounts? 
Enclosing a letter with the 


| monthly statement to the customer 
| Wl dp often brings good results. 
a : Kris ; 


oN SULATION TAPE | Half of customers returned 


COVERS apout 15 Fett OF 











One dealer found that a letter 
enclosed with the statements to 
inactive accounts brought back 
nearly half of the accounts to the 
active list within a month. 

Over a six months’ period, this 
dealer found that his lowest re- 
turn was 42 percent and his high- 
est return was 89 percent. 

Here is the method for reac- 






ve ace PIPE 
CONTENTS 






STOPS 


m ano WATER 





CONDENSATIO pIPES tivating accounts as recommended 
prip o* co by the Association: 
ADHERES | First, pull out the statements 
| of customers who paid their ac- 
| y TO ALL METALS ie age : nae 
FIRME % | counts in full the preceding 


month, but who purchased nothing 
during the month just ended. 
Check to see if the account is in 
good standing. If it is, mail a let- 
ter with the statement to the cus- 
tomer. 

It is important to try to catch 
up to the customer who has not 
used his credit account within the 
first month of inactivity. That’s 
because the customer still has not 
had time to form definite buying 
habits at some other store. 

Those acounts that do not re- 
spond after the first letter should 
| be followed up with additional 
| 
| 











eliminates CONDENSATION on 
=: ae 
and WATER DRIP from COLD PIPES 
& 






letters. In the long run, a good 
plan will reduce a store’s total in- 
| active accounts to an average of 
| 6.45 percent. 
| 


© Cork filled insulation tape ® Sticks tight to any clean surface 
| , 
® Clean and easy to apply © Joints are self-sealing—require no Follow up with phone call 
additional adhesive or binding If after four months the ac- 


count is still not active, contact 
© WRITE for the complete profit story the customer by telephone to learn 
why the account has not been 
used. 
The best hours to telephone are 
between 9:30 a.m. and 11:30 a.m. 
The customer will often tell the 
caller about any grievance he may 


2. GBS: SERRA REE ORIEN ie 
PRESST TITE fe 






f AMERICAN-MARIETTA COMPANY se 
“3754 CHOUTEAU AVENUE, ST. LOUIS 10, MISSOURI have against the store, and the 





HARDWARE AGE, APRIL 11, 1957 






aA 


hy 








PUSH. guTTON 


\Ti-puRP 





One Handy Spray Bomb 
That Works 3 Ways! 


Wi 





“| It’s Multi-Purpose 


-ANTROL rose spray 


Kills Insects, Mites, Aphids 
. ++ Controls Black Spot, 
Powdery Mildew 


New Antrol Multi-Purpose Rose Spray 
Bomb is a fungicide . . . insecticide. . . 
miticide all in one! Contains Captan and 
Karathane for control of black spot and 
powdery mildew, plus Pyrethrins, Piper- 
anyl Butoxide, Rotenone and Lindane. 


BIG ECONOMY KING-SIZE! 
Plant lovers love this new 15 ounce Antrol 
Multi-Purpose Rose Spray Bomb. Lasts 
longer. Gives greater coverage. More 
effective, too! 


BIG AD CAMPAIGN! 
Backed by ads in newspaper garden sec- 
tions, leading garden magazines and 
local television programs. Don’t lose 
profitable sales. Stock up now! 


nrrotl 





Garden Division 
BOYLE-MIDWAY INC. 
yy oe 8) a en) oe ee. a) oe 
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LIST PRICE 


$500 





ANTI-SYPHON CHECK VALVE 


Full water-way.No restriction, %4"" pipe 


UNION VALVE (Non-Union $2.80) $380 


Swivel seat for long life, %4"’ pipe 


POP-UP SPRINKLER HEAD 


Pops up 12” above grass 


REGULAR SPRINKLER HEAD 


Fully adjustable, solid brass 


HOSE TO PIPE FITTINGS 


Various sizes available 


HOSE Y 


ideal for Siamese connections 


$116 





a AR AY 


OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, 
GUARANTEED AGAINST DEFECTIVE WORKMANSHIP 
PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY 


CHAMPION BRASS MFG. CO. 


1460 NAUD ST. © LOS ANGELES 12, CALIF. © CApito!l 1-2108 











biateh PROFITS 
ROLL YOUR WAY with 


SOUTH BEND 
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The big emphasis on outdoor living sets the 
stage for record-breaking croquet sales this year. 
Sell South Bend—the oldest croquet manufac- 
turer in the industry with the right combina- 
tion of the best features... finest quality and 
smartest designs! Fourteen colorful and _ self- 


displaying models. $5.00 to $32.50 retail. 
y ee a - 
1¢ RN 
“\CROQUET SETS) , 
‘AGAIN IN FAVOR\. 


CHICAGO (UP) — Croquet is 
after havin 


di-jT 4 


SMART, HARDWOOD 
MALLET DESIGNS 
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making a comeback 
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GROOVED 
AND 
KNURLED 
BALLS 





| ) 


VA AMS velit Ea iM 
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AUTOMATIC 


ARCHES 
(Pat. Pend.) 


Sold by the most successful stores everywhere since 1874 


‘{ SOUTH BEND TOY 


| se. eee 














matter can be straightened out. 
If a telephone call doesn’t bring 
about any results, the next step 


Plastic Steel rae is a personal visit to the custom- 


er’s home. The visit is usually 


/ 
Put ‘em 
handled by a woman, usually 


called a hostess. The hostess can 


el-ler- tery scconssntasesanincas: lactic eel |= eee use direct selling appeal and can 
every fa 1h 3 ae | —— also note any personal desires on 
; m 3 se Se eT rie ave bisee the part of the customer. 

is a customer 


“TO Seemann 
A. Zuo é 
eH 





For more effective results, the 
- — So ees hostess should be paid on a per- 
SSS SE2S OOOO EOD : 
as 2 eee call basis and should be given a 


for D THE PLASTIC STEEL bonus for an average purchase on 
Reg. U. S. Pat. Off. the account over a 90-day-period. 


80% STEEL — 20% PLASTIC 


FEN aT 


Ving & to hee eae 
ritvy x2 


What are the results of such a 


Your customers will find thousands of uses for the DEVCON Repair Kit. It’s as easy to campaign? 


use as modeling clay .. . hardens in 2 hours . . . will not rust . . . can be drilled, threaded :, 
ground and painted. DEVCON repairs leaking pipes, tanks . . . fixes cracked radiators According to the National Re- 
Castings and tools . . . mends washing machines, gas tanks, torn fenders. tail Credit Assn. you can expect 


FOR REPAIRING EYE-CATCHING DISPLAY CARTON to find that 28 percent of the ac- 


counts are paving cash for their 
Lawn Mowers, Garden Tools. (6 kits) with demonstrat _ . 
Tractors, Water Tanks, Worn or $498 pe: kit purchases, 64 percent will resume 


Valves, Leaking Pipes, Broken k using their accounts, 7 percent 
Castings, Boat Parts, Gas Tanks /Conomy 1-lb. kit — $3.95 


Te eee ee eee will be removals, marriages and 
farm or garage. NATIONALLY ADVERTISED deaths, and 1 percent will consti- 
in Popular Mechanics, Popular Science, marine maga- tute complaints 
zines ... publicized in LIFE .. . free window stream- | ie ri 
ers, stuffers and displays. 


Order from your hardware wholesaler today .. . call or write us for more information. 


° ' 
0) 3"{ele) Mele) -1J0)'y-bile). Builders hardware 
sales dip forecast 
The market for builders’ hard- 
ware will dip slightly in the com- 


400 Endicott Street, Danvers, Mass. 





ing months, according to reports 
$ oc€¢ yor ( e ) from F. W. Dodge Corp. 
: Dodge reports that construction 


rh—— SCREWS + BO 


LTS e NUTS contracts awarded in February 


dropped 3 percent from the year- 
ago figures to $2.2 billion. The 
figures are based on contracts 


DraweFKath awarded for future construction. 


Home building contracts in Feb- 
: ruary dropped 7 percent from the 
* ~ se . 
1956 figures and the number of 


A GREAT NEW housing units fell 12 percent. Con- 
STORAGE IDEA! tract awards totaled $875.5 mil- 


lion for 68,632 units. 
This DraweRack storage system is ops with the customers! 
Holds five standard “STOCK your SHOP” boxes, can be The dropoff in total construc- 
fastened to the wall either horizontally or vertically, or tion contract awards was blamed 
will stack without slipping. “STOCK your SHOP” is a Solin = eed an i f 
new idea that offers you faster sales, /arger sales, and entire y on a dip im t e rate 0 
greater profit than ever before in the selling of screws, privately-financed projects. Con- 


bolts, and nuts. tracts for publicly-financed works 


A GREAT NEW MERCHANDISER! increased substantially during the 


Revolving wire rack takes minimum counter month. 


space, displays all 40 selections of most- 

| " wanted types and sizes. Customer simply 
PER BOX pulls out bottom box from stack of desired is 4 
= item. Easily restocked. Generous quantity in Need part-time help? 

every box (Example: 1144 x 8 Zinc Plated 
Flat Head Steel Wood Screws — quantity call your local school 


per box, 51). If you need part-time help in 


40 SIZES For information, write... your store, you ought to contact 


5 TYPES your local high school or college 
ELCO TOOL & SCREW CORP. student placement bureau. 


1800 Broadway, Rockford, III. High school and college stu- 
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dents today make up a large part 
of the part-time labor force, ac- 
cording to the Census Bureau. 

The Bureau reports that two 
out of every five college students 
work outside of school hours and 
one out of four high school stu- 
dents holds down a job after 
school. The Bureau’s figures are 
based on a survey made last fall. 

There were 3.4 million students 
employed at the start of the schoo! 
year last fall. This was about 
400,000 higher than a year ago, 
the Bureau reports, continuing a 
sharp upturn in student employ- 
ment in recent years. 

About two-thirds of the working 
high school students worked less 
than 15 hours a week. Only about 
one-fourth of the college students 
put in less than 15 hours weekly. 

Of the students in the part-time 
labor force, slightly more than half, 
1.9 million, are 14 to 17 years of 
age. The remaining 1.5 million are 
college age. 


Business failures rise 
Business failures in the nation 
totaled 318 in the week ended 
March 21, according to Dun & 
Bradstreet, Inc. This compares 
with 301 in the week before and 
208 during the same week of 1956. 





Are You Missing Sales 
By Being Out of Stock? 


Are your sellers turning 
over so fast that you are losing 
sales by being out of stock? 

You can cure out of stocks with 
HARDWARE AGE Pocket Want Cards. 
They are pocket size, for every 
clerk to carry and use every day. 

And how about requests for new 
items that your clerks get almost 
every day? You may never hear 
about them. Pocket Want Cards 
provide handy listing space for 
these, too. 

Write today. Attach $1 to your 
letterhead, marked “Pocket Want 
Cards.” This will get you 70 cards. 
Or you can get 450 cards for $4.95 
and save more than $1. 

Address requests to Editor, 
HARDWARE AGE, Chestnut & 56th 
Sts., Philadelphia 39. 


best 


_—_-- - ~ 
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PENNSYLVANIA SAW 
CORPORATION 


OFFICES NEWARK,N.J. FACTORY YORK, PENNA. 

















National Sales records indicate that more 
Americans go fishing with Union “Water- 
tite’ Tackle Boxes than with any other 


make. That’s because UNION offers more 

of the wanted features and highest quality —— 
—even in the lowest priced model in the 

line. 

For the Finest, Fastest, Selling Tackle 


Boxes on the market—STOCK UNION! 


JOBBERS: 
DEALERS: 


Write for catalog and prices 
covering the full line 
including Fibreglas model. AD) ~ 


a UNION bal 
Om. ee a Om. sk 
Watedite 
se -Ved © & we - hep ge 


UNION STEEL CHEST 
CORPORATION 
LE ROY, NEW YORK 
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29 Dealers and Employees Attend Second 
Hardware Management Institute in Texas 


Twenty-nine Texas hard- 
ware store owners, managers, 
and department heads at- 
tended the Second Annual 
Hardware Management In- 
stitute at the University of 
Houston, Houston, Tex., re- 
cently. 

This was an increase in at- 
tendance of 50 percent over 
last year. 

The Institute was co-spon- 
sored by Texas Hardware & 
Implement Assn. and the 





Northern Wholesale 
Has Its Biggest Year 

The year of 1956 was the 
biggest in the history of 
Northern Wholesale Hard- 
ware Co., Portland, Ore. 

D. D. Foss, general mana- 
ger and executive vice-presi- 
dent, reported this to over 
1000 Home Town Hardware 
dealers at Northern’s 35th 
annual convention and mer- 
chandise show held recently 
in Portland. 


The annual stockholder’s 
meeting was held on the last 
day of the 3-day meeting. 
Frank Guy, Guy’s Home 
Town Hardware, Dallas, 
Ore., was elected to the board. 
Henry Peterson, Grayson- 
Browns Home Town Hard- 
ware, Seattle, Wash., was re- 
elected. 


Hold over members of the 
board are as follows: T. H. 
Dingle, Dingle’s Home Town 
Hardware, Cour de’Alene, 
Idaho, president; C. C. Farr, 
Farr’s Home Town Hard- 
ware, Coos Bay, Ore., chair- 
man; R. H. Lakin, Prineville, 
Ore., treasurer; George Dob- 
son, Renton’s Home Town 
Hardware Renton, Wash.., 
secretary; and W. Mutton, 
St. Helen’s Home Town 
Hardware, St. Helens, Ore. 

See photograph on page 
224. 
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Texas Wholesale Hardware 
Assn. Ray M. Souder, exe- 
cutive director of Texas 
Hardware & Implement 
Assn., was coordinator of the 
four-day event. 

Representatives of Texas 
Wholesale Hardware Assn. 
served as instructors. Among 
them were Tom W. Hall, Hall 
Wholesale Co., Dallas, and 
Joe F. Wood, Corpus Christi 
Hardware Co., Corpus 
Christi. Both conducted ses- 
sions on “Profitable Manage- 
ment.” 

Plasco G. Moore, Austin, 
director of the Texas Educa- 
tion Agency, conducted work- 
shop sessions on “How to de- 
vise a sound incentive pay 
plan for employees,” “How 
to have a successful add-on 
credit business,” and “How to 
combat cut-rate competition 
in small electrical appli- 
ances.” 

Dean James C. Taylor, of 
the Downtown School of the 
University of Houston, 
taught a course in customer 
relations. 

Advertising and promotion 
was taught by Fred R. Olm- 
sted, promotion director of 
the National Retail Hard- 
ware Assn. 


Certificates of Completion 
were awarded to these per- 
sons, all from Texas, who at- 
tended the classes (see pic- 
ture on page 225): 

Gene Blagg, Dunn Hard- 
ware, Decatur; A. L. Cham- 
pion, Hayes-Simmons, Mis- 
sion; Bailey Compton, Miles 
Hardware, Austin; Dorothy 
Freeman, Refugio Hardware 
& Electric, Refugio; E. W. 
Gaston, Cason, Monk & Co., 
Nacogdoches; N. E. Graf, 
Norman Sales & Service, 
Fort Worth; M. E. Heslop, 
Sanders Hardware, Bellaire; 
G. C. Jacobs, Payne & Payne, 
Center. 

Coleman King, Stavinoha’s, 
Temple; John Korenek, Stan- 


ton’s Shopping Center, Al- 
vin; Bob Lindop Jr., Lindop’s 
Hardware, Dallas; C. L. 
Martini, Martini Hardware, 
Houston; J. D. May, Ald- 
ridge-Washmon, Raymond- 
ville; Jim Maberry, Miles 
Hardware, Austin; C. L. Mol- 
lenkopf, Grand Prairie Hard- 
ware, Grand Prairie; M. J. 
O’Brien, Wynnewood Hard- 
ware, Dallas; R. L. Reed, 
Golfcrest Hardware, Hous- 
ton. 

Joseph Rehmet, Hill Ma- 
chinery, Alice; D. J. Rod, 
Wendell’s Hardware & Im- 
plement, El Campo; C. W. 
Roush, Harlingen Hardware 
& Supply, Harlingen; T. C. 
Scheurer, Scheurer Bros. 
Hardware, Sherman; L. J. 
Sharp Jr., Sharp Hardware, 
Dallas; H. V. Shaw, Geo. 
Strauch Lumber, Refugio; 
H. F. Souder, Souder’s, San 
Antonio; W. J. Stanton, 
Stanton’s Shopping Center, 
Alvin. 

Herman Taylor, Taylor 
Hardware, Lufkin; M. K. 
Thomen, Orange Supply, 
Orange; W. C. Wallace, Geo. 
Strauch Lumber, Refugio; 
and J. E. Young, Sammie 
George Hardware & Auto 
Parts, Fort Worth. 


W. G. Martin To Direct 
M-W Stores Program 

William G. Martin will di- 
rect the Stores Program of 
Marshall-Wells Co., Duluth, 
Minn., wholesaler. 

Mr. Martin comes to M-W 
from Van Dervoort Hard- 
ware Co., dealer at Lansing, 


WILLIAM G. MARTIN 


Mich. He was vice-president 
and general manager there. 
The wholesaler also an- 
nounced expansion of its 
franchise store program with 
the recent opening of the 
seventh M-W store in met- 
ropolitan Minneapolis-St. 
Paul. New store is at 78th 
and Penn Ave., South. Ralph 
Glidden is store manager. 





Marshall-Wells Acquires Gamble-Skogmo’s 


Interest in Barker Bros. Furniture Chain 


The 49 percent interest 
held by Gamble-Skogmo, Inc., 
Minneapolis, Minn., in Bark- 
er Bros. Corp., West Coast 
furniture chain, has been 
acquired by Marshall Wells 
Co., wholesaler in Duluth, 
Minn. 

H. J. Sobiloff, Marshall- 
Wells board chairman, an- 
nounced the acquisition. No 
purchase price was given. 


Mr. Sobiloff said the ac- 
quisition of Barker’ Bros. 
was in line with Marshall- 
Wells’ policy of expansion 
and diversification and would 
result in a concentration of 


activities in the U. 8. 

In February it was an- 
nounced that Marshall-Wells 
had sold its Canadian affii- 
ate, Marshall-Wells Co. of 
Canada, to Gamble-Skogmo 
interests. (See H. A. issue 
of Feb. 14, 1957, p. 277.) 

Barker Bros. is a 75-year- 
old company specializing in 
retail furniture and home 
furnishings. Its sales volume 
last year was $42.5 million. 
It has 22 stores in California, 
Texas and Arizona. 

No changes in Barker 
Bros. management are 
planned. 
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Tait Has New Division, 
Appoints New Managers 


Separate sales managers 
for consumer and industrial 
products have been appointed 
by Tait Mfg. Co., Dayton, 
Ohio. 

The newly-formed indus- 
trial division, called Taitco, 
has James F. Pease as sales 
manager. 

Brand Laseter is the sales 





BRAND LASETER 





JAMES F. PEASE 


manager for Tait’s lines of 
consumer products. 

Melville Sorrell, former 
marketing manager, is mar- 
ket research and development 
director. 

Sales force for consumer 
divisions has been doubled in 
the last year, the firm said. 
It also announced special 
sales engineers will be used 
in the industrial division. 





Restraint of Trade Charged In Toy Selling; 
Toy Group Claims Policy Is Misunderstood 


The federal government 
has been investigating toy 
distribution methods for evi- 
dence of Sherman antitrust 
law violations, and late last 
month returned criminal in- 
dictments and filed compan- 
ion civil suits. 


Criminal indictments re- 
turned by a federal grand 
jury in New York City 
charge an unlawful combina- 
tion and conspiracy in re- 
straint of trade on national- 
ly-advertised toys. 

Defendants are Toy Guid- 
ance Council, Inc., The Toy 
Yearbook, Inc., Consumer 
Toy Catalogues, Inc., and 
Melvin Freud, president of 
each defendant corporation. 
All are in New York City. 

Mr. Freud, in a statement, 
pointed out that “We believe 
the complaint results from a 
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misunderstanding of our true 
function and operating 
methods.” 


At the same time the De- 
partment of Justice filed a 
companion civil antitrust 
suit. Defendants are the Toy 
Guidance Council, Inc., and 
a group of toy wholesalers. 

The indictment and com- 
plaint charges defendants en- 
gaged in an unlawful con- 
spiracy to fix and maintain 
retail prices for selected toys 
published in catalogs distri- 
buted by the defendant cor- 
porations in the criminal 
cases, and to require retailers 
to adhere to retail prices 
listed in these catalogs. 

Toy wholesalers in the civil 
case are alleged to have par- 
ticipated in the conspiracy to 
fix retail toy prices. 

(Continued on page 209) 
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Alabama firm opens second branch store in 
shopping center; Minnesota man wins trip 


Minneanvolis, Minn.— 
George Rosenkranz, manager 
of Schooley Forbes Hardware 
Co., Rhinelander, Wis., was 
the winner of a free 2-week 
trip to Hawaii at the annual 
winter convention of Our 
Own Hardware Co. 


Indianapolis, Ind. — Von- 
negut Hardware Store has 
opened a new downtown store 
at 18 N. Pennsylvania. John 
Manien is manager of the 
new store which earries 
sporting goods, power and 
hand tools, fireplace equip- 





Hager Names Campbell 
To Top Sales Position 


Atthur H. Campbell has 
been named sales promotion 
manager of the Contract 





ARTHUR H. 


CAMPBELL 


Hardware Div., C. Hager & 


Sons Hinge Mfg. Co., St. 
Louis, Mo. 
The firm has appointed 


two salesmen to succeed Mr. 
Campbell in his former west- 
ern sales territory. 

R. J. Donnelly will again 
represent Hager in Colorado, 
Wyoming, and Utah. John 
Cardner, Jr., has the Arizona 
and New Mexico territory. 


ment, and outdoor 


supplies. 


cooking 


Montgomery, Ala. — Park- 
er-Sledge Hardware Co., 19 
S. Court St., has opened a 
branch in the Eastbrook 
Shopping Center. The 30- 
year-old firm has another 
branch in the Normandale 
Shopping Center. George F. 
Bailey, Sr. is the owner of 
the store with his son George 
F. Bailey, Jr. as a junior 
partner. 


Caldwell, Tex.—Alvin H. 
Laferney has become mana- 
ger of Jennings Hardware 

(Continued on page 214) 





B. J. Davis Is Elected 
Athol Vice-President 


Benj. J. Davis has been 
elected vice-president and 
general manager of Athol 
Machine & Foundry Co., 
Athol, Mass. 

Mr. Davis was general 
manager and sales director. 

Elected as directors at the 
recent stockholder’s meeting: 
Douglas R. Starrett, Mr. 
Davis, Mrs. Effie O. Hill. 





BENJ. J. DAVIS 








OUR BELOV 
> PRODUCT 


Fon RS NRT 


RE 
, 


— : alae tia oii a ety 
Ce 


“Memo to our advertising agency — Keep on plugging Smooth-On as a 
high temperature iron cement that expands as it sets. It withstands water, gas 
steam and exposure to flame. And let’s come up with an ad that’s different.” 


Smooth-On Manufacturing Co., 570 Communipaw Ave., Jersey City 4, N. J. 


? 


America's First & Finest Reciprocal-Action Saws 


WHIZ-SAW 


2 NEW MODELS 


MODEL 
No. 10 


Cuts 2" 
finished 
lumber 


$34.95 aches 
nap fasteners 
ey 


se FOR STORM WINDOWS & SCREENS 

MODEL ger pont NEW “Serve Yourself’’ Display Card— 

No. 15 <3 | Packed 3 doz. cards, in corrugated mailing 

‘ gt 4 box, shipping wt. 5'/2 Ibs. Each 4”x6”", eye- 

Cuts 21/4" 7 = catching, — sate punched ~~ —- 

; © : : = ing, contains asteners complete wit 

finished <<» MTS screws. Suggested Dealer Cost . . . 3 doz. 
lumber t LAR ors cards $6.96. 

” en StoRM WINDOWS = STANDARD Bulk Supply Counter Carton— 

$79.95 = : Four-color display box contains 1 gross of 

fasteners with screws and one unit 

mounted on demonstrator block. 

Box size, 7”x7"x2'2”". Shipping 

wt. 5 Ibs. Suggested Dealer 

Cost . . . $6.00 per gross. 





New Discount Schedule on all Forsberg Whiz-Saws 
means ges profit for you. Call your jobber today. 
Stock this line of fast moving, high profit Whiz-Saws. ae 
Over 45 years experience making highest quality tools. if all = oun ene Sh Sy a 
THE FORSBERG MFG. COMPANY a YOUR HARDWARE JOBBER 
Seaview Avenue, Bridgeport 1, Conn., U.S.A. COTTE A ORR RE EEE 
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News of the Trade— 


Restraint of Trade Charged in Toy Selling; 
Toy Group Claims Policy Is Misunderstood 


Effect of the combination 
and conspiracy, it is charged 
in the indictment and civil 
complaint, was to eliminate 
price competition among toy 
retailers. It was charged also 
that retailers who did not ad- 
here to retail prices published 
by Toy Guidance Council and 
its subsidiaries did not have 
the opportunity to deal in 
toys distributed by whole- 
salers who are defendants in 
the civil case. 

The following statement 
was made by Mr. Freud: 

“The complaint alleges 
that we require toy retailers 
to adhere to prices listed in 
our catalogs. 

“Since our consumer cata- 
logs bear the quotation, ‘Con- 
sult store for current price’ 
in bold type on every page 
where merchandise appears, 
this charge is difficult for us 
to understand. 


“All prices in our catalogs 
are stated to be ‘approxi- 
mate, and are _ intended 


merely to serve as a guide in 
toy selection. 

“We have never asked man- 
ufacturers of the quality toys 
we recommend to refrain 
from selling their products to 
cut-price retail stores, or any 
other type of store for that 
matter. 

“We believe the complaint 
results from a misunder- 
standing of our true function 


parents in 
play 
safe, 
practical. 


City; 
Inc., 
Indiana Distributiong Corp., 
Indianapolis, 
Toy 
Washington, D. C.; General 
Mercantile & Hardware Co., 
Inc., St. Louis, Mo. 


North Haven, Conn.; 
Kasch Co., 
Wis.: 


(Continued from page 207) 


and operating methods which 
are only 
with pricing of the toys. 


remotely concerned 
“Our purpose is to aid 
the selection of 
equipment which is 
sanitary, durable and 


“Nevertheless, we want to 


emphasize that if any part 
of our 
in violation of the finer tech- 
nicalities of the Federal Anti- 
trust Laws, we shall correct 
the situation at once.” 


operation is actually 


Defendants in the civil 


case are: 


Masback, Inc., New 
Bostwick-Braun 
Toledo, Ohio; 


York 
Co., 
Central 


Ind.; Garrison 
& Novelty Co., Ince., 


Harold Hahn Co., Ine., 
M. W. 
Inc., Milwaukee, 
Kaufman Bros., Inc., 
Pittsfield, Mass. 

Pensick & Gordon, Inc., Los 
Angeles, Calif.; Edward K. 
Tryon Co., Inc., Philadelphia, 
Pa.; Williams & Shelton Co., 
Inc., Charlotte, N. C. 

Seymour Krause, Flint, 
Mich.; Melvin S. Lachman, 
San Antonio, Texas; Bennett 
M. Seigel, Pittsburgh, Pa.; 
Edwin Mazo, Atlanta, Ga.; 
Willard S. Stull, Kingston, 
Pa. 





Robinson Named Quaker 

Sales Vice-President 
Robert Robinson was re- 

cently elected vice-president 


in charge of sales for Quaker 
Industries, a division of Qua- 


ker Stretcher Co., Kenosha, 
Wis. 
Mr. Robinson has been 


with the firm for 
half years, 
manager 
manager. 


two and a 
serving as sales 
and general sales 


Mass. Hardware Holds 
One-Day Spring Show 


Massachusetts Hardware 
Distributors, Inc., dealer- 
owned wholesaler in Somer- 
ville, Mass., recently held a 
one-day spring merchandise 


show at the Hotel Continen- 
tal in Cambridge, Mass. 

All dealers attending were 
guests of the wholesaler man- 
agement at a banquet which 
ended the day’s activities. 

Arthur Venezia, general 
manager, directed the show. 
Joseph Grossman, Glendale 
Hardware, Everett, Mass., 
was official host for the day. 


Yale & Towne Appoints 


Yale & Towne Mfg. Co., 
Philadelphia, has appointed 
Robert L. Brown sales mana- 
ger of gasoline and LP-gas 
powered industrial trucks and 
Charles E. Howard sales 
manager for electric powered 
trucks and truck attach- 
ments. 
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ease Peng 


the fabulous semi-gloss fe 
clear wood finish with “Resin X” cs 


Clear Satin Fabuloy is your answer to customers 
seeking an honest-to-goodness hand-rubbed 
wood finish, without the rubbing. So easy to use 
that anyone can get a professional looking job 
every time — on any kind of wood, on old work 
or new, on any type of wood interior. Thanks to 
the chemical magic of “Resin X,” Clear Satin 
FABULOY (like clear High Gloss FABULOY ) 
provides the ultimate in beauty, long-life, and 
ease of maintenance. 
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| FABULON® 


the fabulous floor 
finish. Never 
needs woxing or 
scrubbing. 


PRYME 
the fabulous 
First-Coaters® 
thirsty wood: 
adds life aff 
beauty to af 
topcoats. # 
*T™M 





















































potentials of a F& 
YOUR DISTRIBG. 























NS CHEMICAL CORP. 
Dept. HA-2 Buffaio 3. N.Y. 
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sissies 


You're 
looking 
at the 
newest 
look in 
record 


safes 


= 
—> 


See why it’s making Protectall more than ever 


“The Fastest Selling Line of Safes in America” 


(and why more and more dealers are 
taking on the Protectall line!) 


Never before have businessmen been more awake to the need 
for real protection for their records. And never before have you 
had the record safe to show that would sell itself as fast as the 
new Protectall. 






































The gleaming new Operations Panel. . . with its new ‘“‘Counter 
Spy’’ Lock and modern jet-trimmed handle. . . gives it a look 
@s modern as a dream car. And the new color-styled shades 
exactly match the newest in office furniture—another fast- 
selling pilus for the new Protectall line. 






































And don't forget, every Protectall Safe bears the independent 
Underwriters’ Laboratories, Inc. ‘‘C’’ label, certifying it has 
passed their severe one-hour fire test. Also carries Under- 
writers’ T-20 Tamper-Resistant and Relocking Device Labels. 
So you're talking real insurance savings, too, when you're 
talking Protectall. Get set now to cash in big on the new 
Protectall line. 


Write for full profit details and catalog 
showing the new line of Protectall Safes 


Protectall Safes 


HAMILTON, OHIO 
Division of the Mosler Safe Company 


























































































News of the Trade 





Housewares Association Honors Caldwell 


James R. Caldwell 
Wooster Rubber Co., Wooster, Ohio, has been honored by 


the National Housewares Manufacturers Assn. Mr. Caldwell 


(left), 


recently retired as a director of the organization. 


president 





of the 


and founder 


The gift 


watch presented to Mr. Caldwell by the NHMA is being ex- 
amined by Edward Gorton, assistant to the vice-president of 
sales at Wooster. Mr. Gorton has also served as a director of 


the Housewares organization. 





American Hardware and 
Kwikset Weigh Merger 


Preliminary discussions 
are underway for an ex- 
change of stock by American 
Hardware Corp., New Bri- 
tain, Conn., and Kwikset 
Locks, Inc., Anaheim, Calif. 

Combining the facilities of 
the two companies is expect- 
ed to result in better cover- 
age of the builders’ hardware 
market without unnecessar- 
ily duplicating facilities. 


Paint Cost Estimator 
Available to Dealers 


Requests from readers for 
supplies of the pocket-sized 
Paint Job Estimator, de- 
scribed in HARDWARE AGE, 
Mar. 14, p. 143, has resulted 
in this card being put back 
on the press by HARDWARE 
AGE. 

The card provides a simple 
method for estimating the 
cost of paint jobs for custo- 
mers. Estimates for various 
rooms and various types of 
paint can be worked out on 
the card and it is then given 
to the customer. 

Space is also provided for 
selling the paint on an in- 
stallment basis. Room is also 
allowed for stamping the 
store name on the card. 

This card can be printed 


locally or, you can obtain a 
supply from HARDWARE AGE 
at a cost of $1 for 90 cards, 
postpaid. Write, Paint Es- 
timator, HARDWARE AGE, 
Chestnut & 56th Sts., Phila- 
delphia 39, Pa. Enclose check 
with order. 


Jackson's Hardware 
Sold to James French 


Jackson Hardware, Inc., 
Durango, Colo., has been sold 
to James French and sons, 
H. Jackson Clark, Jackson 
president, announced. 


The name of the firm has 
been changed to French 
Hardware Co. 

Jackson’s, founded in 1885, 
was selected as brand name 
retailer-of-the-year in 1953. 

Management of the store 
will be handled by Doyle 
French, Carl French and 
Fred Close. 


Mr. French operates Tom- 
kins Hardware in Creede, 
Colo., and French Hardware 
in Del Norte, Colo. 


Yankee Hardwareman 


Henry J. Purrington, di- 
rect sales representative of 
Continental Screw Co., New 
Bedford, Mass., has been 
elected a member of the Yan- 
kee Hardwaremen. 
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‘Customers Za 
Gu fr Own! Deals! 
Quality Steel Wool in ‘Job-Size’ Packs 


Ceoeeeeeereeeeeeeeeeseeeoeeeesesesoes”® 





£ he 


3-in-1 Pack... 


This new pack holds 6 big layer-built pads—two 
each of fine, medium and coarse grades. Just 
right for home craftsmen and do-it-yourselfers. 
Chart on package suggests hundreds of uses! 


Twin Pack... 


Twin Pack of 16 layer-built pads is just right 
for customers who need a generous supply. 
When only a few are needed, break the pack 
and sell 8 pads. Customers like buying just 
what they need! 






JEX HOUSEHOLD PADS for cleaning, scouring, \ 
polishing pots, pans, kitchenware. 

BULK ONE POUND TUBES, economical for home, 
shop and industrial use. 


WRITE FOR CATALOG 
OR ORDER SUN RAY FROM YOUR 
JOBBER TODAY! 








_ New Flint-Ware Promotion...A ‘‘Starter Sale’’ 
That Brings Em Back For More! 

























r | gt. Sevcopen Regularly $5.50, NOW $3.48 


STAINLESS STEEL . 
| FLINTWARE 


A Detecto Display Rack FREE, with six scales, is your most compact producer : A “hot-seller” in the most-wanted line of stainless steel 
of profits! Here’s why: _ cookware! Another sure-fire Flint-Ware promotion to give 
® Every sale is a big ticket $7.95 or $12.95 | you immediate profits and start the chain of repeat sales. 
@ Precision engineered accuracy —easy-reading Magnif-Eye diai | Customer saves $2.02 .. . you get full mark-up! 
® Powerful Detecto brand name sells itself and selis fast! 
® Nationally Advertised 
PLUS! Hot promotion number: Chatham Scale — 
a proved traffic builder! 


One word Sls rok HN 5S U5 Ba 


Contact your jobber now, or write DETECTO SCALES, Inc., 546 Park Avenue, Brooklyn 5, N. Y. * Since 1900 

















No wonder Stainless Steel Flint-Ware is gaining in sales... 
while other types of quality cookware decline. Flint-Ware 
works three ways to make customers beat a path to your 
store: superior quality ... complete line .. . and by far the 
strongest national advertising support in its field. So jump 
on the bandwagon for a ride to higher profits! 


— Ekco Products Co., Chicago 39, Ill. 
atGe) =... the greatest name in housewares 
® 
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“THRIFT-O-MATIC’ 
8-Cup 


he 





Here's Your “Special” for 


MOTHER'S DAY Promotion! 


Fully AUTOMATIC 


“THRIFT-O-MATIC’ 





METAL WARE | 


2 ms 2 
or PERCOLATORS 


at ae 
J 4 
> 


or 


% 


8 


a 


4 


5-Cup 
No. 1951 


Feature EMPIRE Automatic Electric Coffee 
Makers for Mother’s Day gifts for the most 


Here are 


models 


delicious coffee! 
priced “EMPIRE” 


sales appeal ... 


Convenient 8-Cup “THRIFT-O-MATIC” 


¢ AUTOMATIC all the way! And beauti- 
fully styled in gleaming aluminum. 

e “SIGNALITE” glows red when coffee 
is ready—stays on to show it’s serving 
hot! 

e “Cold-Water” Pump for finer flavored 
coffee . .. no boiling! 


with * 


two popularly 


‘sure-fire” 


No. 1952 


$9.95 


Retail 
with cord 


For Smaller Needs—The 5-Cup “THRIFT-0-MATIC” 


Designed to make small quantities 
of full-flavored coffee — economi- 
cally. All the automatic perform- 
ance features of the larger 8-cup 
model. 


“COFFEE-QUICKIE” 2-Cup Percolator 


Makes a “cup for two— No. 63 
or two for you.” Speedy— 
thrifty—great for traveling. 

- No. 72 


Fully 
Automatic 






Housewares of Enchantment 


Originators of Emersion Elements 
and Double Wall Pumps that 
“Perc” in Seconds ... no boil- 
ing ... make the Finest Coffee! 


2 # METAL WARE Corporation 


Two Rivers, Wis. 


$4.50 


Prices slightly higher 
West 


in 


No. 1951 


$9.25 


Retail 
with cord 

















News of the Trade ‘ 


Milwaukee Tool Elects 
President-Treasurer 


Joseph B. Gutenkunst has 


been elected president-trea- 
surer of Milwaukee Tool & 





J. B. GUTENKUNST 


Equipment Co., Milwaukee, 
Wis. He succeeds his brother, 
Charles A., who died Feb. 16. 

The new president had 


been secretary-treasurer of 
the firm since 1931. 
William R. Kerner was 


elected secretary and F. A. 
Preiss was elected assistant 
secretary-assistant treasurer. 


Mort Lenk Is Elected 
To Executive Position 


Lenk Mfg. Co., Boston, has 
elected Mort Lenk vice-presi- 
dent and appointed him sales 
manager. 

Mr. Lenk has 


been with 





MORT LENK 


the company since 1940. He 
has been active in the com- 
pany’s sales program. 


Motor Wheel Expands 
Dealer Aid Program 


The Appliance Div. of Mo- 
tor Wheel Corp., Lansing, 
Mich., has established a seven 


man field training staff to 
handle its dealer training 
program. 


Selling and servicing deal- 
ers for Reo and Duo-Trim 


power mowers and Duo- 
Therm space heaters will be 
covered by this factory di- 
rected program. 

The new representatives 
are: Lawrence DuCap, Don- 
ald Seibert, Quentin Coon, 
Donald Halsey, Leo Arnold, 
Richard Leu and Roy Qui- 
ram. 


Sargent Appoints Fox 
Sales Promotion Head 


J. E. Fox Jr. has been ap- 
pointed sales promotion di- 
rector of Sargent & Co., New 
Haven, Conn. 

Mr. Fox will continue as 
product sales manager for 
residential locks and hard- 
ware and assistant to the 





J. &. 


FOX, JR. 


general sales manager in ad- 
dition to his new duties. He 
joined the company in 1950. 

Charles B. O’Brien, who 
joined Sargent in 1948, has 
been appointed advertising 
manager. 


First Open House Held 

By General Hardware 
General Hardware Distri- 

buting Co., Augusta, Ga., re- 


cently held its first open 
house. 
Dealers visited the com- 


pany warehouse during a 
three-day period to learn 
about new merchandise from 
manufacturers’ representa- 
tives and inspect the com- 
pany’s facilities. 

Door prizes were awarded 
and lunch was served to 
dealers. 


F. F. Rhue Appointed 


Frederick F. Rhue has been 
appointed to the newly-creat- 
ed post of administrative as- 
sistant to the vice-president 
of the Paint & Brush Div., 
Pittsburgh Plate Glass Co. 
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De lure 


CHAIN 
STRINGER 


Welded link, 
cadmium 
plated. Hooks 
of high tension 
steel. 60 inches long... . 

8 slide hooks with extra 
end hook. 

































Nothing’s too good for McGinnis — since he started 
CHAIN suggesting ‘““Scotcn”’ Brand Masking Tape 
STRINGER with every sale! 

Welded link, 








cadmium plated. 
9 fixed safety 
snaps with center 
swivel for rotary action 
45 inches long 





SPRING ADVERTISING CAMPAIGN 
SMASHES ALL RECORDS! 











String em CORD STRINGERS 


Made from No. 4 hard braided Mason line. ie 
Ring and needle of non-rusting tempered 
steel. In 4-6-9- and 12 foot lengths. 








6in 1 CORD STRINGER 

The stringer with six distinct uses. Fish 
Stringer — Hook Disgorger — Fish Scaler 
— Measuring Rule — Bottle Opener — 











Screw Driver. 


Every Fisherman’s a Prospect! S TAINLE S S S TEEL 


Here's the line that outsells ‘em all! For quality — perform- 


® 
ance — value, FRABILL fish stringers are “first choice” FLInt Ed -WWVARE 
with dealers and fishermen everywhere. A complete assort- 


ment of sizes and styles for all types of fishing. For easy 








profits — more profits — all season long, keep them on Now rocking the market is the largest advertising campaign 
display within reach of your fishing customers. They'll ever launched for quality stainless steel cookware! Two-page 
really sell! spreads dominate National Magazines. National advertising 
a 7 in 118 newspapers will hit the local markets again and again 
_ OTHER BEST SELLERS IN THE and again from coast to coast! 
q FRABILL PROFIT LINE - NATIONALLY ADVERTISED a ee ae ee ee 
oat ME HS ‘ No wonder Stainless Steel Flint-Ware is gaining in saies . . . 
“sa Chains | while other types of quality cookware decline. Flint-Ware 
Fishing Floats : SOLD EXCLUSIVELY Boas it: tape’ uine game ag ee : | 
E. Minnew Traps Motor Sufety Chains works three ways to make customers beat a path to your 
P anchor Rope Spilguord Funnels THROUGH JOBBERS 


store: superior quality ... complete line . . . and by far the 
strongest national advertising support in its field. So jump 
on the bandwagon for a ride to higher profits! 

Milwaukee 5, Wisconsin Ekco Products Co., Chicago 39, Ill. 


Exclusive Exporters 


se [ isewar 
John H, Graham & Company * 107 Duane Street * New York City (EKCO as the greatest name in housewares 


FRABILL MANUFACTURING CO. 


234 West Florida Street . 
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TYPEWRITER CLEANER 


| POWER-MOWER 
t's quick-acting! | 


for smooth 


New 12 oz. can 
and pint 
quart and 


gallon cans. 


So many uses SS 
around the house... 


Versatile QUIXOL}® is loaded 
with sales appeal — it does so 
many jobs so well. And it’s 
a superior water-free shellac 
thinner and solvent. 


What’s more —QUIXOL’s 
modern, convenient, factory- 
packaging saves spillage, 
evaporation losses and exces- 
sive handling costs that go 


aa, 


s 
if. \ . 
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= - 
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MARINE STOVE FUEL 


extinguished with water! 


De 
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CHAFING DISH FUEL 
for odorless cooking! 


with old-style bulk solvents. 


Plan now to get your share of 
the repeat business and extra 
profits enjoyed by QUIXOL 
dealers! Specify versatile 
QUIXOL on your next order! 
And don’t forget QUAKER- 
SOL®, the shellac thinner 
that builds business, another 
CSC top quality product. 


DEALER BRIEFS: 





(Continued from page 207) 


Co. He replaces Hubert A. 
Willis, Jr. Mr. Laferney pre- 
viously had been associated 
with Lang’s Hardware Store 
in Somerville and Miller 
Hardware Co. in Bryan. 


Mabel, Minn. — Rolfshus 
Hardware Store has been 
purchased by J. M. Larson. 
Mr. Larson’s son-in-law, 
Jessie Emery, is the new 
manager of the store former- 
ly owned by Lyle Rolfshus. 


West Hartford, Conn. — 
Crossroads Hardware has 
opened for business in the 
new Crossroads Plaza shop- 
ping center at Bishops Cor- 
ner. Store owner Emerson 
Ables had been a representa- 
tive for Walgren Drug Co. 
for the past 18 years. 


Winter Haven, Fla.—Car- 
roll Smith Hardware cele- 
brated its 25th year of ser- 
vice to its community by 
opening new quarters in the 
North Gate Shopping Center. 


of the store which has been 
designed to cater to modern 





ee ee ee ee 


COMMERCIAL SOLVENTS CORPORATION, Specialties Department 
260 Madison Avenue, New York 16, N. Y. 


Please send free folder on [|] QUIXOL and [] QUAKERSOL 


and the name of my nearest supplier. 


We are a [| Retail Dealer [] Wholesale Distributor 


| hardware 
‘business has been purchased 
by Francis W. Read and Ed- 
gar K. Read. The firm has 


reeds. 


| 

| Richmond, Ind. — J. F. 
‘Hornaday hardware _ store 
has been purchased by James 
Yount and Howard Weddle, 
both of Richmond. Mr. Yount 
had been a department man- 
ager and Mr. Weddle was a 
‘buyer for Bartels Hoosier 
| Store, Richmond. The store, 
|formerly owned by retiring 
|hardwareman J. F. Horna- 
_day, will be known as Horna- 
'day Hardware Store. 


Iron River, Wis. [ron 
River Hardware & Lumber 
has been purchased by Mr. 
and Mrs. Len Riedl, son-in- 
law and daughter of retiring 
owner R. Edward Bousley. 
|'Mr. Bousley started work in 
'the store at its present loca- 
tion in 1906. In 1920 he 
bought a part interest in the 


business and in 1936 he be- 


came sole owner. 


Henry, Ill. — Duke Bros. 
and implement 


been operated by the Duke 
family since 1881 and most 
recently by Walter Duke. 
The store is now known as 
Read Bros. 





Carroll Smith, Jr., is owner 


News of the Trade—— 


Petaluma, Calif. — Tomas- 
ini Hardware Co. has moved 
to larger quarters at 148 
Keller St. The store had been 
located at 120 Kentucky St. 
for the past 46 years. Owner 
George Tomasini’s father es- 
tablished the business in 
1905. 


M. G. Hersh Resigns As 
Seller Vice-President 


Michael G. Hersh, execu- 
tive vice-president of M. 
Seller Co., San Francisco 
wholesaler, has resigned. 

Mr. Hersh was formerly 
president of Columbia Dis- 
tributing Corp., Seattle, 
Wash. When that company 
became a subsidiary of M. 


MICHAEL G. HERSH 
Seller, he continued as presi- 
dent of the subsidiary. 

Mr. Hersh became 
tive vice-president 
Seller in 1953. 


execu- 
of M. 


Nail Antitrust Suit 

The Federal Grand Jury in 
San Francisco has indicted 
several corporations and in- 
dividuals on the West Coast 
on charges of violating the 
Sherman Antitrust Act and 
Wilson Tariff Act in connec- 
tion with importation and 
sale of Japanese wire nails. 

Indictment charges defen- 
dants entered into a conspir- 
acy to restrict sale of Japa- 
nese wire nails to a limited 
number of importers, to al- 
locate sales territories, and to 
stabilize importers’ prices. 


Ekco Expands Again 


Ekco Products Co., Chi- 
cago, has purchased Worley 
& Co., Pico, Calif., maker of 
steel lockers and shelving. 
It is Ekco’s third purchase in 
the past six months. 
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No. 4293 
20°’x29”’ fire bowl, 
grid height, 284”"’. 


Acceptance 
UCTS 
More 


No. 6193 
28” dia. fire bow! 
grid height, 29°’. 


% uncan Hines: 
GRILLS 


d Trademark of The Finest Products... 
‘ RECOMMENDED By 
i} America’s Outstanding Authority on Good Eating 





On ee , 
os Biase Pg oe a 


‘ 





@ All parts made of heavy-gauge steel. 

@ Heat and rust resistant gunmetal finish. 

@ Solid bottom fire bowls, eliminate dropping coals and grease. 
@ Chrome plated, spatula-flat and rod type grills. 

@ Standard equipment includes: Windshields and grid height lift. 








a Customers know the outstanding quality of the 
products endorsed by Duncan Hines...and the 
distinctive features that make these grills easy to 
sell. They dis-assemble quickly for easy storage or 
traveling. Hand and battery operated spits are 
available, for both round and rectangular models. 
Sizes for every need, priced for every market. 





ORDER FROM YOUR JOBBER 


*T. M. Duncan Hines Institute. 








No. 2193 No. 5193 No. 3293 
14’'x20\%4"" fire bowl, | 21'2"’ dia. fire bowl, 164"’x26"" fire bowl, 


. grid height, 22”, orid height, 26”. | arid nat 262". 











HEMP AND COMPANY, INCORPORATED 


Producers of Quality Metal Products for 94 Years 
£701 Murray Street © Macomb, Illinois 
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UP Sales and Profits 
in Tinware with | 
A y ky 


MOULI LINE Ca 


KING SIZE 
SALAD MAKER 
SLICES - CHOPS - SHREDS - GRATES 


Non-slip rubber tipped fold-away 
legs ... won't scratch © save space. 


Individually packaged in 


multi-color display car- $498 


ton. RETAILS 


MOU L'! 


MANUFACTURING CORPORATION 


BROAT WAY JERSEY ’ 'e . J 





Imagine... a i iron pot 
wrapped in stainless steel! 





STAINLESS STEEL _ 
FLINT-WARE 


This is Flint-Ware’s most dramatic selling feature—a Radiant 
Heat Core wrapped in stainless steel for old fashioned flavor 
. modern ease and beauty! 





No wonder Stainless Steel Flint-Ware is gaining in sales... . 
while other types of quality cookware decline. Flint-Ware 
works three ways to make customers beat a path to your 
store: superior quality . . . complete line . . . and by far the 
Strongest national advertising support in its field. So jump 
on the bandwagon for a ride to higher profits! 


Ekco Products Co., Chicago 39, Ill 
a4G09) ~... the greatest name in housewares 
® 6 : 
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Place match or nail in hole to hold 
narrow inner spring while making 
change. Disconnect old blade. 


Extend blade full length until con- 
nection appears. Note small hole 
adjacent. 


everybody 
wants 


DISCTONS 
exclusive 


Insert new blade as shown. Remove 
match or nail and release. Total time 





10)-covond D 


Only Disston Carlson Steel Tape Rules permit your customers to 


other selling features! 


@ Jet black numerals on gleaming white surface 
@ Easy-action swing tip 

@ Integral automatic brake system 

@ Pocket-size, chrome-plated, lightweight case 


above retails for $3.25. Your profit? $1.08! Place your order for Disston 
Carlson Steel Tape Rules through your Disston wholesaler today! 


WANT MORE INFORMATION ? Write: Henry Disston Division 


H. K. Porter Company, Inc. 
HKP’ H. 


Philadelphia 35, Pa. 
Henry DISSTON DIVISION 
216 


K. PORTER COMPANY, INC. 
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News of the Trade— 





New appointments, new territories, etc. 


MANUFACTURERS SALESMEN 


Westinghouse Electric 


| Corp., Pittsburgh, Pa., has 
| named several regional man- 
| agers 


in its two consumer 
products organizations. Those 
in Appliance Sales are: L. M. 
Cronson, Eastern and Middle 
Atlantic regions; L. G. 
Hardy, Southeastern divi- 
sion; J. W. Haynes, Central 
region; W. A. Douglass, 
Northwestern region; J. J. 
Eagan, Southwestern region; 
M. B. Sauer, Pacific Coast. 
Major Appliance Div.: W. H. 
Loeber, Eastern area; E. M. 
Binns, Middle Atlantic; M. 
E. Lanning, Southeastern; 
W. T. Baker, Pacific Coast; 
J. E. Hugo, Central region; 


| W. R. Cooney, Northwestern 





for blade change only 10 seconds! | 


region; R. J. Moore, South- 
western area. 


v 


Henry Disston Div., H. K. 
Porter Co., Inc., Philadelphia, 
Pa., has named R. T. Ryan, 
Jr. representative in Texas, 
Louisiana and Mississippi. 

Vv 


Pendleton Tool Industries, 
Inc., Los Angeles, Calif., has 
appointed Louis Greenfield 
assistant general sales man- 
ager. 

v 


Marion Tool Corp., Marion, 
Ind., has named E. C. Knouft 
representative in Minnesota, 
North and South Dakota, 
Iowa, Northern Wisconsin 


| and Nebraska. 


lade change! 


v 


Thor Power Tool Co., Chi- 
cago, has made several 


branch manager appoint- 


'ments. C. H. Gabriel moves 
_ from Denver to Los Angeles. 


change blades in 10 seconds without opening case! And look at all these | 


M. A. Sorenson goes to Den- 
ver from Philadelphia. J. L. 
MacDonald, Newark, N. J., 
manager, transfers to Phila- 


_delphia. A. C. Cheswick 
| leaves Houston, Tex. to take 


The profit picture’s pretty, too. For example, the 10’ Big Chief shown | 


over in Newark. 
v 
L. S. Starrett Co., Athol, 


Mass., has appointed W. E. 
Clark, Jr. representative in 


the Pittsburgh area. He suc- 


ceeds J. E. Hindes who has 
retired. J. R. Boehm has 
moved from the Los Angeles 
area to cover Western New 
England. He succeeds C. A. 
Bassett, recently appointed 
general sales manager. R. S. 


Lougee has been named to 
assist Mr. Boehm. 


v 


Porter-Cable Machine Co., 
Syracuse, N. Y., has appoint- 
ed three representatives for 
its newly formed gas power- 
ed equipment division. John 
Parker will cover the East- 
ern zone. Ray Bylski will 
handle the Central zone. 
Andrew Allison will service 
the East-Central zone. 


v 


Yale & Towne Mfg. Co., 
Philadelphia, Pa., has ap- 
pointed Roger R. Reynolds 
district sales manager for 
Texas, Oklahoma, and Louisi- 
ana. L. Patrick McGauley 
has been named sales repre- 
sentative in charge of the 
New Orleans office. William 
H. McManus has been ap- 
pointed New England hoist 
district sales manager. 


v 
American Kitchens Div., 
Aveo Mfg. Corp., Conners- 


ville, Indiana, has named 
Paul R. Newkirk merchan- 
dise manager of appliances. 
Paul Vaughan has been ap- 
pointed Baltimore district 
sales manager. He will ser- 
vice Maryland, Washington 
and Virginia. 
v 


Jacobsen Mfg. Co., Racine, 
Wis., has appointed Don E. 
Hornibrook field service 
supervisor for the Southeast- 
ern states. 

Vv 


Glamorene, Inc., Clifton, 
N. J., has appointed Paul E. 
Johnson housewares repre- 
sentative in Washington and 
Oregon. 


v 


J. R. Clark Co., Spring 
Park, Minn., has named C. C. 
Price district sales manager 
in the area covering eastern 
Pennsylvania, Maryland, Vir- 
ginia, and North and South 
Carolina. 


v 


Southwestern Plastic Pipe 
Co., Mineral Wells, Texas, 
has added Harry A. Riley, 
Jr. to its staff as a field rep- 
resentative in sales develop- 
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“A Good Line to Handle” 


FFIN 


HINGES 













Cat. #BB197 
Template Butts, Button Tips 
with permanently attached Bearings 


Builder’s Special 
Cat. #540 


Wrought Steel Butts 
Cat. #R240 


You'll find the trade saying “‘Let’s handle 
Griffin Hardware because Griffin gives good 
service, they back up their products, they 
never cut their quality ... and most im- 
portant the customers like the products.”’ 


Display them and you’ll sell them—Griffin 
Hinges ... order by the carton... in any 
selections your customers want. 


NEW VISIPAKS—Order by the 
carton of individual carded items. 


GRIFFIN’ 


“since 1899”’ 
MANUFACTURING CO. ERIE, PA. 
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STORAGE BY THE KEG-FULL 
IN ONLY '4 THE SPACE! 


CUTS SERVICING TIME 
BY AS MUCH AS 75% 


COMBINES STORAGE WITH 
POINT-OF-SALE DISPLAY 


PROVIDES MORE 
AISLE SPACE, 
BETTER VISIBILITY 


PREVENTS WASTE 








NO. 500A 
58’ dia., 
66’ high 

Fast-moving bulk items, such as nails, bolts, rivets, and 


pipe fittings, are easy to get to when these revolving steel 
bins are used. 





Heavy-Duty feevetve, compartments hold keg quantities 
—total up to 50 kegs! All items stored below eye-level. 
Sections rotate independently in either direction. 


B The FRICK-GALLAGHER MFG. CO. 


102 S$. MICHIGAN AVE., WELLSTON, OHIO 
| Specialists in Storage Planning and Manufacturing of Storage Equipment 





Gift-boxed...to wrap up 
holiday profits all year round! 





STAINLESS STEEL | 
FLINT-WARE 


Feature Flint-Ware for the gift seasons that never end .. . 
birthdays, weddings, anniversaries, showers. Every piece 
. every set, is handsomely gift-boxed to help you sell. 


No wonder Stainless Steel Flint-Ware is gaining in sales . . . 
while other types of quality cookware decline. Flint-Ware 
works three ways to make customers beat a path to your 
store: superior quality ... complete line . . . and by far the 
strongest national advertising support in its field. So jump 
on the bandwagon for a ride to higher profits! 


laa Ekco Products Co., Chicago 39, Ill. 
4409) ... the greatest name in housewares ~ 
I) g 
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4” Upright Rim Knob Lockset 
SKILLMAN 

Passage Set — Steel Plated No. 002142S 

SKILLMAN 


No. HS5003xDB 


This Passage Set and Rim Lock. Set, familiar to 
the hardware trade for generations, are still made in 
the fine-old way with sand-cast iron cases and wheel 
polished bolts, by Skillman, the largest manufacturer 
of Rim and Bevel Sets in the country. True to the 
name and number, these “bread-and-butter” locks 
have never been cheapened by switching to pressed 
steel and pot metal. Supreme quality in their class, 
they let you meet competition and get a fair profit. 


These are just two of the many items in what is 
probably the largest line of builders’ hardware car- 
ried by any hardware maker. Everything from fine 
Colonial reproductions, house and heavy duty mor- 
tise locks, competitive bore-in locks, classroom and 
church hardware, to shelf hardware. 


Having trouble getting some old stand-by? We 
probably stock it. One of our representatives is near 
you—won’t you invite him in? Please use the coupon. 


= Se 


L_LMAN 


One of the Longest Lines Available 


SKILLMAN HARDWARE a co. 
1700 N. Cathoun St., Trenton 4, N. J. 


Piease let me see your Kong 


Name 





Firm 





Address 





We're especially interested in 
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News of the Trade 


New appointments, new territories, etc. 


MANUFACTURERS SALESMEN 


ment work. Mr. Riley will 
headquarter at the firm’s 
| main office. 

. 


_ in the Texas, 


Montague-Ocean City Rod 
& Reel Co., Philadelphia, Pa., 
a subsidiary of True Temper 
Corp., has appointed Gordon 
L. Ray sales representative 
Arkansas, 


| Louisiana and Oklahoma ter- 


| ritory. 


Mr. Ray will continue 


to represent True Temper 


fishing tackle in these states 
with headquarters in Waco, 
Tex. 
Vv 

Alden Speare’s «Sons Co., 
Cambridge, Mass., has ap- 
pointed two new sales rep- 
resentatives. Abraham P. 
Mortimer will cover the New 
England area with headquar- 
ters in North Quincy, Mass. 


'James F. Bond, Haddonfield, 


N. J. will serve the Middle 
Atlantic States. 


v 
Libby Glass Div., Owens- 
Illinois Glass Co., Toledo, 


Ohio, has promoted Joseph L. 
Keller to manager of the At- 
lanta, Ga. branch sales office. 
He had been manager of the 
Richmond, Va. branch office. 


Weller Electric Corp., 
Easton, Pa., has appointed 
Frank Van Gilder and C. R. 
Robertson as regional sales 
managers with headquarters 
in Easton. It was incorrectly 
1eported on page 140 of the 
Feb. 28, 1957 issue of HARD- 
WARE AGE that they had been 
assigned to Boston. 

v 


Columbian Rope Co., Au- 
burn, N. Y., has made several 
new appointments in its sales 
organization. Elmer J. Ogden 
has been named assistant 
sales manager of the com- 
pany. H. Davis Daboll suc- 
ceeds him as New York 
branch manager. Carl H. 
Stevens has become Auburn 
branch manager. H. Donald 
Baldwin has been appointed 
sales manager of Soft Fiber 
products. Fred Carroll is now 
asistant manager of rope at 
the New York branch. Philip 
Karp has been named assis- 
tant manager of twine in 
New York. 

v 

Cory Corp., Chicago, IIL, 
has appointed Horace Fowler 
territory manager for south- 
ern Texas, with headquarters 
in Houston. 





Florida Assn. Elects Officers, Directors 





| Assn. were (left to right): 





| Elected at the recent convention of Florida Retail Hardware 


seated, Robert J. McCann Hard- 


| ware, Fort Lauderdale, president; T. R. Hodges, Hodges Hard- 
| ware & Supply, Monticello, vice-president; standing, Directors 
M. F. Stuck, New Smyrna Boulevard Supply, New Smyrna; 


| L. M. George, George Bros., 


Miami; and J. F. P 
tor Hardware, Jacksonville Beach. Not shown is P. G. 


roctor, Proc- 
Frank- 


lin, Franklin Hardware, Fort Myers, a director. 
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PROFIT wits 
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' — Bissell Sweepers 


‘are on TV-in LIFE 


l 
! 
i 
j 


f 


TISTEENUTS, -- “ 
® eh — an 
STEEL THREADS IN WOOD hace e 
ORDER NOW! 
! 
Also, investigate other Dot profit-producing y 


fastener hardware available on cards for 
hardware stores. Write: 


COLUMBIA FASTENER COMPANY 


3229 S. ASHLAND AVE CHICAGO 8, ILL 
Subsidiary UNITED-CARR FASTENER Corporation 
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ADDED STRENGT 


——_—_, 
RIGIDITY and JA he (\ 
UNIFORMITY OX 
WRIGHTWELD HARDWARE 


CLOTH. Added strength, rigid- 
ity, uniformity. Flat wire selvage | 


| HARRY LAWSON, Bissell salesman, is telling everyone he meets: 


“TV seals up Bissell sales for you — with demonstrations — on Matinee 
Theater — and on big spot programming in over 100 markets. Life 


permanently welded to each magazine advertising—in 4 colors—is selling, too—to your customers.” 
filler wire. Hard drawn wire wg ees New York ee Sales emer “9p favor- 

. ite Bissell salesman —is just the man to help you stock, promote 
replacing customary annealed and sell Bissell Sweepers. Let him show you ways to tie in and 
wire. Heavily galvanized after |__ profit with Bissell’s big advertising support. Or write Bissell 
weaving. A major advance in | Carpet Sweeper Co., Grand Rapids 2, Mich. 


the wire cloth industry. Sizes | 
Ztde ORE ORs | 


G. F. WRIGHT STEEL & WIRE CO. | 


Worcester °* Massachusetts 
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The KEIL No.1% 


A DUPLICATES 
CYLINDER KEYS 




















_ 
® 








This is a real 
money-maker for you. 


it will bring new business 
to your store. 


LET US TELL YOU ABOUT IT 
MAIL COUPON TODAY! 


a @— a a st Et a Ee aE aT ee ee ee ee 
KEIL LOCK CO., INC. 
Charlestown, New Hampshire 


Please send complete information on your 
No. 1 series of Key Duplicating Machines 


Name___ 
PLEASE PRINT 


Address. 


City State 














News of the Trade ——_— 


Georgia Dealers Elect Charles C. Giddens 


gage 
is 


Members of Georgia Retail Hardware Assn. elected Charles 
C. Giddens (right), Adel Trading, Adel, president, and C. R. 
Johnston, South Georgia Hardware, Albany, vice-president. 
Directors are W. T. Avery, Avery-Johnson Hardware, Macon; 
E. D. Pennington, Pennington Hardware, Lafayette; V. M. 
Poss, Poss Hardware, Washington: E. R. Bates, Bates Hard- 


























ware, Atlanta; and O. D. Jones, O. W. Jones & Son, 


Thomaston. 





Officers Elected At 
Carborundum Meeting 
Officers were elected for 
the coming year, and ap- 
pointments and organization 
changes were made at a re- 


| cent board of director’s meet- 
| ing and annual stockholder’s 
| meeting of the Carborundum 
| Co., Niagara Falls, N. Y. 


Officers re-elected for en- 
suing year: C. F. Robinson, 
president; E. A. Montgom- 
ery, secretary and general 
counsel; O. A. Gottschalk, 
treasurer -controller; G. J. 


|Stewart and A. J. D’Arch- 
| angelo, assistant treasurers. 


These vice-presidents were 
re-elected: N. C. Bartholo- 
mew, T. H. Booth, Gene De- 
Mambro, Il. W. Hamm, J. S. 
Imirie, B. M. Johnson, L. E. 
Simon, W. J. Ulrich, and W. 


| H. Wendel. 


F. J. Tone, Jr., with the 
company for more than 30 
years, retired as senior vice- 


| president. He will continue 


to be active as a member of 
the board of directors. 


L. A. Patt, former vice- 


| president and general man- 
| ager of Canadian Carborun- 


dum Co., Ltd., was elected 


| vice-president of the parent 
_ company, and named general 
_ manager of the Bonded Abra- 
| sives Division at Niagara 
| Falls, N. Y. He succeeds Mr. 


_ Booth, who as vice-president 


reports to the president for 
other duties. 

Mr. Patt will be assisted 
by Mr. Hamm. Mr. Hamm 
was director of the manu- 
facturing division of the 
Functional Staff. 

A. M. MacDonald, former 
manager of manufacturing 
of Canadian Carborundum, 
was promoted to _ general 
manager of that company, 
succeeding Mr. Patt. 

G. J. Zimmerman, former 
assistant to the president, 
was appointed director of 
the newly-established engi- 
neering division. 


Maier Is Promoted 
By Allied Western 


H. George Maier has been 
promoted to assistant to the 
president of Allied Western 
Distributors, Inc., San Fran- 
cisco. 

In his new position, Mr. 
Maier also serves on the com- 
pany’s executive committee. 
He joined the firm in 1956. 


Strohmaier Is Penberthy 
General Sales Manager 


Howard E. Strohmaier has 
been named general sales 
manager of Penberthy Mfg. 
Co., Detroit, Mich. 

Mr. Strohmaier has been 
with the company for more 
than 20 years. 
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with AMERICAN © VISES ! 





* Red Seal Extra Heavy Machinists 
¢ American Automotive Machinists 
¢ American Utility and Workshop 


Here Are Some of the Profit- 
Making Features of Red Sea! Vises 


Built to stand up under hardest use. 


Compare, feature for feature, with any other vise. 
Your customers will recognize and prefer Red Seal. 


Their quality makes them easier to sell. 
Sold everywhere only through distributors. 


Write today for 1957 catalog 
“Since 1895" 


Va) AMERICAN scate « vise co. 


2745 Southwest Bivd. 


Dept. A, Kansas City 8, Mo. 








SELL a COMPLETE LINE. 


BEST 


BEST. . 


LEVELS 


. . because they're DURABLE 
. with unbreakable, MAGNESIUM frame. 


. because they're easier to USE & READ 





Satin-smooth, machined hand holes; concave 
top and bottom for better “seating”... large, 


clear, non-staining glass “windows” for quicker 
reading! 


BEST 


Levels are factory checked for absolute true, 
unsurpassed accuracy . 
assemblies keep them accurate. 


. becouse they stay accurate! 


. and “Perma-lok” vial 





CHECK THEM YOURSELF! 


SIZES FROM 18” to 96” . 


. . plus Protractor levels 


Contact Sales Reps. 
J. H. GRAHAM & CO., Inc., New York, N. ¥ 
GARDNER & MEREDITH, Chattanooga, Tenn. 


or write 


J. H. SCHARF MFG. CO. 6120 Binney, Omaha, Nebr. 


HARDWARE AGE, 


APRIL 11, 1957 





LIGHT-WEIGHT, MAGNESIU | i} + : 


UNBREAKABLE 
MAGNESIUM 


that SELL BEST... 
because they're BEST by TEST! 








85th Anniversary Special 


For a limited time, Turner is offering this 
newly designed $6.95 propane torch for 
only $5.95. Notice the new valve body 
eusian ‘Specifically for propane torch use. It’s forged brass 


3 5” New Turner propane torch 


ee. satan 


for greater strength and density . . . improved performance 
and greater salability. The tank’s disposable and brings 
regular repeat business that grows and grows. 


> 95 Turner gasoline blow torch 


Now, Turner gives you a new gasoline 

Retail blow torch that’s priced low enough to 

(Model T15) reachevery market. The massive bronze 

burner performs flawlessly in all weather. Heavy gauge 

steel tanks have brazed joints—no solder. It has an 

extra large flame for heating, burning or thawing— 

holds one quart of leaded or white gas. Add this line 

and pick up all the gasoline torch customers that are 
in your store every day. 


Call your jobber today! 


TURNER BRASS WORKS 


SYCAMORE, ILLINOIS 


















Put PALCO Mess Kits on your 


sales menu, and cook up bigger, @ 


faster profits! Preferred by out- 


door chefs everywhere, this all Gam 


aluminum kit has every essential 
for outdoor cooking. Fully nested 
into durable cover with strong 
adjustable shoulder strap. Well 
balanced Fry Pan will not tip 


Packed 1 doz. to ctn., 
each in colorful display 
box. See your outdoor 
Equipment 
write to: 


Jobber or 





(ay) Wo 


— Ss 


y $3.75 


Makers of the famous PALC 
PALCO 1 pint, 1 quart, 2 quart and 4 quart canteens. 


O Mess Kit and the 


| ciates, 











and wallpaper. 








meets every customer need! 


Now, with SEAL-KOTE, you can sell one coating to 
fill virtually every customer need. This amazing new 
liquid plastic has thousands of uses indoors or out... 
is ideal for beautifying masonry, wood, stone, celotex 


Besides simplifying your inventory, SEAL-KOTE 
will also boost your profits. Strong brand preference 
is assured by national advertising plus a full line of 
sales aids. Wide range of colors. 


AA-4127 


THE WOOSTER SEALKOTE COMPANY 


Wooster, Ohio 











NEWS OF 


——News of the Trade 








MANUFACTURERS AGENTS 


Stanley S. Furness Asso- 
120 Wall St., New 
York, manufacturers’ repre- 
sentative, has recently been 
formed by Stanley S. Fur- 
ness, former vice-president in 
charge of sales and advertis- 
ing of U. S. Summit Corp. 


|The new company has affili- 
_ ated offices in Philadelphia, 
| Boston, Miami, Toledo, Chi- 
_eago, St. Louis, Denver, Dal- 


las, Los Angeles and Seattle. 
v 


Masonware Co., Provi- 
dence, R. I., has named four 
new representatives. Gee Cee 
Sales Co., Dallas., Tex., will 
cover Texas and Oklahoma. 
Charles Samuel, Jr., New 
Orleans, La., has the Louisi- 
ana, Mississippi, Arkansas, 
and Memphis, Tenn. areas. 
Cecil C. Cox, Ltd., Toronto, 
Canada, will cover Ontario. 
Donald Coinner, Winnipeg, 
Canada, will cover Manitoba, 


| Saskatchewan and Alberta. 


v 


Boston Woven Hose & Rub- 
ber Co., Boston, Mass., has 
appointed L. S. Gershon & 
Son, Kansas City, Mo., rep- 
resentative for Boston’s lines 
of rubber floor and stair cov- 
erings in Missouri, Kansas, 
Nebraska, and Towa. 


v 
Fiasco Industries, Inc., 
Rochester, N. Y., has ap- 


pointed two new representa- 
tives. Clarke & Noce Inc., 
Pittsburgh, Pa., will cover 
the Pittsburgh area. Meyer- 
Orens Co., Miami, Fla., will 
serve the Florida area. 


v 


Electro Engineering Prod- 
ucts Co., Inc., Chicago, has 
appointed Smith-Benny Sales 
Co., New York, representa- 
tives in Westchester County, 
metropolitan New York and 
in New Jersey north of 
Trenton. 


v 


Woodcraft, Ind., Boston, 
Mass., has appointed two 
new representatives. Lawson 
& Wiggins, Jenkintown, Pa., 
will cover New Jersey, Penn- 
sylvania, Delaware, Mary- 
land and the District of Col- 
umbia. Lewis Associates, 
Raleigh, N. Carolina will 
cover Virginia and North 
and South Carolina. 
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Falls Products, Inc., Genoa, 
Ill., has appointed D. L. Davi- 
son, Cleveland, its repre- 
sentative in Ohio for the 
Roto-Clipper line of power 
mowers. 


Vv 
Claude F’. Fulton Co., man- 
ufacturers’ representatives, 


was incorporated on March 1. 
The Dallas, Tex. company, 
was founded in 1947. Officers 
of the new corporation are: 
C. F. Fulton, president; E. C. 
McCoun, Jr., vice president 
San Antonio Div.; J. M. Mc- 
Mullan, vice president Okla- 
homa Div.; Carl Huber, man- 
ager Memphis Div.; Lucile 
Neighbors, secretary; Fowler 
Roberts, corporation counsel. 
Vv 


Rugg Mfg. Co., Greenfield, 
Mass., has appointed Ray- 
mond L. Reben & Sons, 
Poughkeepsie, N. Y., its rep- 
resentative in New York 
State. 

Vv 

Molly Corp., Reading, Pa., 
has appointed G. E. Swanson, 
Stillwater, Minn., representa- 
tive in Wisconsin, Lowa, 
North Dakota and part of 
Michigan. 

v 

Century Products, Ince., 
Cleveland, Ohio, has named 
Charles T. Wheat Co., Mem- 
phis, Tenn., representative 
for Puritan toilet seats in 
Tennessee, Alabama, Louisi- 
ana, Mississippi, and Ar- 
kansas. 

v 

Brewer-Titchener Corp., 
Cortland, N. Y., has appoint- 
ed William J. McSherry & 
Co., Chagrin Falls, Ohio, rep- 
resentative in Ohio and West- 
ern Pennsylvania. 


v 
Quickie Mfg. Co., Philadel- 
phia, Pa., has appointed L. 
S. Gershon & Son, Kansas 
City, Mo., representative for 
its Quickie Automatic Mop 
in Kansas, Nebraska, lowa, 
Missouri, and southern IIli- 
nois. 
v 
Wilder Industries, Concord, 
New Hampshire, has named 
Borrow-Lewell Associates, 
New York, representative in 
metropolitan New York, New 
Jersey and upstate New 
York. 





INCREASE YOUR SALES-DOLLAR- 
VOLUME INSTANTLY with 


greater 
natural 
_—* 


the NEW, 


Sensational 














REP AIR-TOPPING-WELDING 


REVOLUTIONIZES cement and ma- 
sonry repairs — ELIMINATES the 
CHIPPING or ROUGHENING, 
PRIMING and CURING thot are 
necessary with ordinary cement 
patching materia/s. 

What's more it is applied as THIN 
1s 1/16'' or more thon 1” whotever 
thickness needed. 
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FORGED 
HANDLES 









A terrific 








seller in the 
'* Eix-1#-Your- Saves contractors, home owners, 
self’ market farmers, mai intenance men hundreds 


of dollars in concrete replacement 

and repoirs. 

AVAILABLE IN 3 SIZES — 

on SMALL KIT — 8 /bs. CONTRACTORS UNIT 6 
sutticient to repair 50 52 /b. drum q 

nares to 150 ft. of average Includes 40 Ibs. powder 

~ c +g B oF $2.95 ~— 1 gallon latex mixer. 





j aa 
RF oi 





INE utficient to cover ap- 

LARGE KIT — 14 /bs. area 100 sq. ft. 1/16" 
{re le ape? 

LIST ‘PRIC $4.95 LIST PRICE .....$10.00 





80TH KITS laclude posed mix, liquid ALL PRICES t 
rubber ITS nc a trowel ee FOB-Chicago | means grea er 
See Your Wholesale Supplier or 


Write Today for Complete Information | hand le vo! ume for 


The CAMP COMPANY, Jn.» MID 2c 


OVER 22 YEARS OF CONTINUOUS SERVIC you... naturally. 








Volume begins with good advertising . . . a satisfied customer 
is your best advertisement ... and Hill Hickory Forged 
handles satisfy every customer. Here's why. 





eae ed 


HOPPE 7 


LUBRIC WELT 
Oil 


The greater natural toughness of Hill Hickory 
handles means (1) greater natural ability to 
spring back to original shape after sudden stress, 
and (2) greater natural ability to soak up the 
shock of impact. 


Add to that Holthouse & Hartup's flame forging 
process — a process that lends greater strength, 
locks out moisture and harmful weather action, 
adds an eye appealing finish — and you've got 
the finest hickory handle money can buy... a 
sure bet to satisfy. 








Tell your customers this simple story. It'll help 
you sell Hill Hickory handles. 


AND REMEMBER: if it's Hill Hickory ... handle it! 


Dont Miss Any 
Gun Cleaner Sales 


Write today for all the facts and the name of 
your nearest jobber. 


When it comes to gun cleaning and gun care 
and protection Hoppe’s No. 9 Solvent, 
patches, oil, gun grease and gun cleaning 


rods ‘get the call” because they are known 





and used and recommended by expert 


shooters everywhere. Ask your jobber. He 


TOOL HANDLES 


Manufactured by 


HOLTHOUSE & HARTUP, INC. 


WAYNESBORO, TENNESSEE 
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handles them. 





FRANK A. HOPPE, INC. 


2314A North 8th St. Philadelphia 33, Penna. 

















A report in pictures of 











ORT ARTES | aa 


Alexander L. Darby 


Alexander L. Darby, 66, 
president of J. M. Warren & 
Co., wholesaler in Troy, N. 
Y., died of a heart attack at 
his home on March 14. Mr. 


















Darby had been with the 150 
year old firm for 47 years 
and succeeded his late father 
as president in 1940. 


Ned Russell 
Ned Russell, Harris Hard- 


ware, Southport, Conn., died 
March 7 after a long illness. 
Mr. Russell was secretary of 
the Connecticut Hardware 

















Association since 1946. 






Agnes V. Carroll 

Mrs. Agnes V. Carroll, 61, 
owner of a hardware store 
on Loomis St., Chicago, died 
Feb. 25. 








Se 





Portrait of a sawdust party. This is one of many such demonstrations being held by Black 

Frederick B. Chapman & Decker’s salesmen to acquaint wholesalers and dealer salesmen with the companys new 

: =a line of portable electric saws. John Prenger, holding board, is demonstrating at Atlantic Dis- 
Frederick B. Chapman, tributing Co., Baltimore, Md. 

chairman of the board and bo iia 


president of Call Hardware 
Co., Glen Falls, N. Y., died 
Feb. 22 in Florida. He was 
also a former president of 
the North Creek National 
Sank. 


—, BRA AN) «Amina. 






William B. Keelor 
William B. Keelor, 49, 
president of Keelor Steel, 
Inc., Minneapolis, Minn., died 
suddenly at Northwestern 
H ospital, Minneapolis on 
March 25. Mr. Keelor organ- 
ized his firm in 1949. He was 
the originator and designer 
of the No-See Grass Barrier, 
Root Fence and Tree Guard 
manufactured by the firm. 


i) 


Northern Wholesale Hardware Co., Portland, Ore., recently held its 35th annual conven- 
tion and show at the home office. See story on page 206. 


Elected at the recent convention of South Dakota Retail Hardware Assn. were (left to right): front row, H. T. Benson, 
Chester Hardware, Chester, secretary-treasurer; John Frey, Belle Fourche, retiring advisory board member; Gordon 
Thune, Thune Hardware, Mitchell, president; E. E. Pressler, Pressler's Hardware, Selby, executive board; E. S. Peterson, 
Peterson Bros., Bradley, advisory board; back row: Ed. Stedronsky, Stedronsky Bros., Wagner, executive board; K. C. 
Parsons, Parsons’ Hardware, Redfield, executive board; O. T. Finsand, Finsand’s Hardware, Lemmon, advisory board; R. J. 
Glood, Glood & Sons, Viborg, executive board; and Ralph Shoun, Shoun’s Hardware, Rapid City, executive board. 





events in the trade 





New officers were recently in- 
stalled by the Philadelphia 
Housewares Club at its an- 
nual president's ball. From 
left: Samuel Ospow, secre- 
tary; Miss Ethel Whitaker, as- 
sistant secretary; John Fergu- 
son, second vice-president; R. 
Gray Doeblin, new president; 
Clarence Cone, retiring presi- 
dent; John S. Martin, first 
vice-president; and Gene Ze- 
browski, treasurer. 


The Ohio Hardware Associa- 
tion recently completed its 
8th annual Hardware Manage- 
ment School in Columbus, 
Ohio. Among the new courses 
were “Brainstorming and 
‘“Credit.""” Over 350 Ohio re- 
tailers have attended the eight 
management Schools’ spon- 
sored by the Association, Ohio 
State University and the Ohio 
Department of Distributive 
Education. Here is this year's 
class. 


The Yankee Hardwaremen or- 
ganization has elected new 
officers and directors. Direc- 
tors (standing left to right): 
J. L. Herbold, Campbell Chain 
Co.; R. K. Snell, Royal K. 
Snell Co.; J. R. Hildreth, Hil- 
dreth-Baker, Inc.; A. L. Van 
Riper; Bruce Russell, Star Ex- 
pansion Eastern, Inc.; B. V. 
Plaisted, American Cabinet 
Hardware Co. Seated (left to 
right): H. J. Lamb, executive 
secretary; J. S. Whitteker, 
Stanley Tools, president; J. E. 
Wright, Billings & Spencer 
Co., vice president; J. H. 
Chandler, Spartan Saw Works, 


Inc., treasurer. 
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These are the dealers who at- 
tended the Second Annual 
Hardware Management Insti- 
tute, sponsored by Texas 
Hardware & Implement Assn. 
and Texas Wholesale Hard- 


ware Assn . 




















Classified Opportunities Section 











Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words........... $5.00 
Each additional word........... 10 
Positions Wanted 
(Special Rate) set solid, maximum 
ne 2.00 
Each additional word........... .05 


Allow Seven Words for Keyed Address 
or Your Address 





BOXED DISPLAY AD RATES 
$8.00 per column inch 
5°, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & Séth Sts., Philadelphia 39, Pa. 


CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must occompany order in form 
of check or money order, not currency or 
stamps. 











Representatives Wanted 





Representatives Wanted 





Representatives Wanted 








National Manufacturer 
Seeks Representatives 


One of nation's oldest and most 
aggressive canvas manufacturers 
needs experienced manufacturer's 
representatives or agents calling on 
hardware wholesalers to sell nation- 
ally advertised line of tarpaulins, 
tents and related items. Write in 
contidence giving territory covered, 
type of accounts visited, number 
of salesmen, names of other manu- 
facturers and products represented. 
Address replies to: 
Frank C. Sivori, General Manager Canvas Sales 


Fulton Bag & Cotton Mills 
P.0. Box 198, New Orleans 3, La. 

















OLD ESTABLISHED NEW YORK ; BUILD. 
ERS HARDWARE FIRM CARRYING TOP 
LINES LOOKING FOR REPRESENTATIVES 
IN THE FOLLOWING AREAS: Central and 
Western New York State, Ohio, New England 
States, Southern New Jersey, Pennsylvania, West 
Virginia and Maryland. Hich Commission. May 
be carried as a sideline. State experience and 
lines carried. Address: Box care of Harp- 
— Ace, Chestnut & 56th Sts., Philadelphia 39, 

a. 


> > 
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WE ARE INTERESTED IN SALES REP- 
RESENTATION on regular or standard Mer- 
chandise in the Southwest territory, including the 
States of Texas, New Mexico, Oklahoma, Arkan- 
sas and Louisiana. We can furnish credit and 
sales references. LACO Company, 2204 Clinton 
Drive, Galena Park, (Houston) Texas. 


PAINT BRUSH SALESMEN 


Established successful manufacturer with powerful line 
has open territories for sales producers. Prefer men 
ealling on paint, hardware, lumber dealers and large 
industrials. Will consider sideline men. We operate 
New York and Atlanta warehouses. 


Address Box G-2, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





























VOLUME LINE a Handtools and Garden 
Supplies—Import and Domestic. Line sells to 
Hardware, Automotive and Rack Jobbers, Chains 
Some choice territories 
Address: Box 421, care of HarpWwarg 
56th Sts., Philadelphia 39, Pa. 


and Catalog Houses. 
available. 
AcE, Chestnut & 








Paint Brush Salesman 


Prominent paint brush manufacturer has open terri- 
tories for successful sales producer. Prefer men now 
calling on paint, hardware, lumber dealers and indus- 
trials. Protected territories. Established business. Will 
also consider sideline man or manufacturers’ agent. 


Address Box 116, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











SALESMEN: A long established 


highly com 
petitive paint manufacturer is interested in secur- 
ing representatives throughout the U. 5S. 


Tremendous opportunity for salesmen who c all « on 
Hardware, Plumbing Supply and Paint Stores. 
Address: Box 404, care of Harpware AGE 
( Che stnut t & 56th Sts. , Philadelphia 39, Pa. 


REPRESENTATIVE WANTED 


The PREMIER HALL Manufacturing 
Co. in Chicago is accepting applications 
from manufacturers representatives who 
call regularly on any two or three of the 
following classes of trade: 











Plumbing Wholesaler 
Electrical Wholesaler 
Hardware Wholesaler 


Building material and Specialty Jobber 
Contract Hardware Jobber 
The following territories only are open: 

Texas 

Oklahoma 

Arkansas 

Kansas 

Missouri 

Louisiana 

Mississippi 

Intermountain Area out of Denver 
PREMIER HALL produces America’s 
“CADILLAC” quality line of bathroom 
cabinets. Accepted applicants will be in- 
terviewed in Chicago at company ex- 
pense. 


PREMIER HALL MANUFACTURING CO. 
3951 W. Fullerton Avenue 
Chicago 47, Illinois 











NEW FREE DISPLAY RACK DEAL for 
popular priced Quick Drying Enamels for dis- 
tribution through jobbers and chains. Big volume 
repeat business. A few territories available. 
Write 20th Century Paint & Varnish Corp., 456 
Driggs Ave.., Brooklyn 11, N. Y. 





SALESMAN PLUMBING SPECIALTIES to 


sell for established national distributors, exclusive 





territory, 10% commission. Write full details 
with references. Replies confidential. Akron Sup- 
ply Co., Inc., 216 Grand Street, Brooklyn, New 
York. 





EXCELL ENT LINE for sales cepresentatives 
calling on the retail trade in hardware, department, 
variety and chain stores. Good commissions. 
Write: Midwest Plastics Mfg. Co., 208 Bates Ave- 
nue, St. Paul 6, Minn. 





HOUSEWARES REPRESENTATIVES eall- 
ing on department, furniture and housewares 
stores for fast selling bar and snack bar stools, 


TV hassock, heavy magazine rack. Competitive 
priced. Ideal promotional item. List territory 
and experience. Address: Box 408, care of 


Harpware Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 
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EXCLUSIVE PROTECTED TERRITORIES 
open for nationally distributed unique water re- 
placement plumbing specialty item packaged for 
sale to plumbing supply houses, hardware distrib- 
utors and retailers. Unique demonstration sells 
& out of 10 on first call. Address: Box 115, care 
of Harpware Acer, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 

































THE WORLD'S BEST!!! 
x SLIP-EASE 
HANDYSTICK 


Lubricant for wood, metal windows, doors, draw- 
ers, etc., needs greater national representation! 
Jobbers, commission salesmen write at once! 


Laffer ind., 2563 Lincoln Blvd., Bellmore, L.1., N.Y. 











RESRESENTATIYES 
distributors and jobbers 


MANUFACTURER’S 


now calling on Hardware 


wanted to handle line of polyethylene flexible pipe 
Reply, giving territory covered, number of held 
men working, number of wholesale accounts being 
sold. Most territories open LUSTRO, 106 
Home Avenue, Akron, Ohio 





MANU FACTURER OF TOOLS REOUIRES 


services of aggressive commission sales representa 


tive calling on hardware trade in Alabama and 
Mississip pi. ‘xclusive territory granted. Write 
fully. Address: Box 418, care of HARDWARE 
Acre, Chestnut & 56th Sts., Philadelphia 39, Pa. 





Accounts Wanted 








REPRESENTATIVES 


Covering all classes of jobbers. Can render reliable, 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account or you can bill direct. 
Inquiries invited. Write ANCO Corporation, 7 Wood 
Street, Pittsburgh 22, Pa. 














MANUFACTURER’S REPRESENTATIVE 
37 years of age, college degree, energetic and 
resourceful needs additional product since major 
line lost due to factory reorganization. Cover 
entire state of Michigan and Northern Ohio call- 
ing on chains, wholesale hardware, electrical and 
automotive accounts. Address: Box 317, care of 
Harpware Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 


FOR MICHIGAN, INDIANA, KENTUCKY 
and OHTO. Sales representation available to a 
manufacturer of a good line in hardware or 
housewares. We are well established, aggressive 
and proven capable. Well and favorably known 
to the trade. Address Box 410, care of Harp- 
ware Ace, Chestnut & 56th Sts., Philadelphia 39, 
Pa. 


MANUFACTURERS’ REPRESENTATIVE 
STATE OF FLORIDA. Resident twelve years. 
Excellent following in Hardware and Building 
Supplies trade; also industrial and plumbing out- 
lets. Power tool sales and promotional experi- 
ence. Want one high volume account. Will give 
your line complete and aggressive coverage for 
State. Address: Box 333, care of HArpware AGeg, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


ONE MORE VOLUME LINE WANTED, 
Garden, Hardware or Houseware item. Metro. 
New York Long Island finest contacts, 8 years 
same trade. Chain, Department Stores and Dis- 
count Houses. Last year volume over 250,000 
dollars . . . Commission basis. Address: Box 405, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 




















HARDWARE AGE, APRIL 11, 1957 














Accounts Wanted 








MANUFACTURERS REPRESENTATIVE 
EXPERIENCED IN PROMOTION 


advertising, and buying work as well as in selling 
would like to contact manufacturers needing help in 
establishing their lines in Western Pennsylvania, 
Eastern Obi and Northern West Virginia Good 


knowledge of 
and farm and gal! 
Address Box 33!, 
Chestnut & 56th 


hardware, housewares, 
merchandise 
eare of HARDWARE AGE 


Sts., Philadelphia 39, Pa. 


sporting goods, 
len 











Texas-Okla.-La 
featuring limited 
established and out- 
seeks one ad- 
potential strength. 


ONE ADDITIONAL 
Arkansas. 
number of 
standing 
ditional 


LINE. 
organization 
lines, thoroughly 
record for volume sales, 
line with current or 


Sales 


thorough coverage of Hardware and Houseware 
trade. Address: Box 226. care of HARDWARE AGE, 
Chestnut & 56th Sts., Philadelphia 39, 


Pa. 








LINE WANTED 
HARDW ARE-ELECTRICAL-HOUSEW ARE 


Now calling on small and large ‘Regional 
Chains and Distributors'’ Variety—Hardware— 
Drug trades. Have potential of volume busi- 
ness. Area of IND—ILL—WIS—MINN. Please 
send details to: 
Address Box 409, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











-z ST ABL ISHED 
RESENTATIVE 


Oklahoma with 


MANUFACTURERS REP- 
in Missouri-Kansas-Nebraska- 
good following among hardware 
and building material jobbers contractors and 
dealers. desires additional line. Address: Box 417, 
care of HaRDWARE AGE, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 





SALESMAN 
UNITED 


COVERING 
STATES minimum 
idd garden or power tool line. 
iob with right line. Must be 
juantity lime. Address: Box 
WARE AGE Chestnut & 56th 
39. Pa. 


sou’ THE “AST 
line would like to 
Could do a big 
price line, if not 
400, care of Harp- 
St., Philadelphia 





MILL 
line of 
West Penn- 
part of. Ad- 
Acre, Chest 


AGENT CALLING ON HARDWARE, 
SUPPLY and Electrical jobbers desires a 
disposable or repeat item. Territory 
sylvania, Ohio, West Virginia or 
dress: Box 411, care of HarpWARE 
nut & 56th Sts., Philadelphia 39, Pa. 

“IF YOU NEED 
THE CONTACTS.” 
& Suffolk Counties 
Largest Hardware, 
Yard Dealers. 





HAVE 
York Nassau 

Finest and 
and Lumber 
Volume lines 
Box 413, care 
56th Sts., Phila- 


THE 
Metro 
of Long 
Garden Supply 
10 years same trade. 
only commission b Address: 
of Harpware Ace, Chestnut & 
delphia 39, Pa. 


SALES—I 
New 
Island. 


Asis. 





Business Opportunities 


FOR SALE 


30,000 Folding Paper Boxes 2x2x2 @ $5.00 per M 
FOB-NYC Has Small Imprint Reading. Brass Washers. 


Lincoln Box Co., 140 West 26th St., NYC 


Chelsea 2-4565 

















WANTED, 
tablished, 
at least 
City and vicinity. 
HARDWARE AGE, 
phia 39, Pa. 


ADVERTISING SERVICE—can supply low 
cost cartoons for newspaper advertising on Sports, 
Gardening Appliances, Plumbing, Paint, etc. Cost 
under $1 each. Mats in one or two column size 
give punch to any ad. For FREE proofs of car- 
toons and details write: David Lilly Agency Car 
toons, Box 167, Long Beach 1, Calif. 


well es 
Crossing 
New York 
416, care of 
Sts., Philadel- 


HARDWARE STORE, 
profitable one man operation. 
$25,000 for past two vears. 

Address: Box 
Chestnut & 56th 








IN JAC KSONV UL LE, 
space, 15 years to go 
on long lease at a good low rent. Busiest inter- 
section in city and in fastest growing industrial 
part of town. Will sell all or T will sell half in- 
terest to right party for $35,000.00. Address: Box 
a care of Harpware Ace, Chestnut & 56th 
ots., 


H ARDW ARE STORE 
FLA. 10,000 ft. floor 


sq. 


Philadelphia 39, Pa. 
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| line, 
| metal, 
| liberal hospitalization benefits. 





FOR SALE— HARDWARE STORE 


Established clean moving inventory. Low 
rental, good lease. One man can operate 
profitably. Excellent for man and wife. Owner 
ill. Price for immediate sale $18,000. $10,000 
cash required. 


WALKER HARDWARE CO. 
32 Wilsey Square, Ridgewood, N. J. 














UNUSUAL OPPOR TUNITY FOR AN AG 
GRESSIVE hardware man with reasonable capital 
to join a New York importer of Belgian Wood 
Screws, Stove Bolts, Machine Screws and Sheet 
Metal Screws in warehousing and selling the 
above in his area on a profit sharing basis. Ad- 
dress: Box 402, care of HARDWARE AGE, Chestnut 








& 56th Sts., Philadelphia 39, Pa. 

FOR § SALE Modern rapidly osneniina Hard 
ware Store in a growing community of fabulous 
lower Bucks County Pennsylvania. New fixtures 
and clean stock at cost. Inventory can be 
reduced to suit. Address: Box 406, care of 

| Harpware AGE, Chestnut & 56th St., Philadel- 
phia 39, Pa. 

FL ORID. \——-Modern store in fast growing com- 
munity selling hardware, housewares and garden 
supplies. Good location and lease. Sales doubled 


in last three years. Annual volume $70,000.00 
Guaranteed inventory $13,500.00. Full price $30.- 
000.00, including stock, fixtures and truck. Bill 
Schuele Realty, 916 Sunrise Lane, Fort Lauder- 


dale, Florida. 





Owner § sick. 
Small town in 


ABSOLUTELY 
Hardware store long established. 
beautiful valley near Spokane, Washineton. Di- 
versified farming, logging, lumber mills, mining 
and the largest Magnesite plant in North America. 


MUST SELL. 


Excellent schools and churches. Clean stock: 
brick building. Potential great. Address: Box 
M-35, care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 








SOUTHERN PART 
old established busi- 


HARDWARE STORE. 
OF NEW YORK STATE. 


ness located on Main Street, Town of 8.000, mod- 
ern store front and fixtures, clean stock, hard- 
ware, housewares, and paint, plumbing and heat 


ing business, leased building reasonable rent, sell 
at inventory plus fixtures and equipment complete. 
Owner has other interest. Address: Box 110. care 
of Harpware Ace. Chestnut & 56th Sts., Phila 
delphia 39, Pa. 





HARDWARE STORF— Modern 
tached warehouse, New Jersey (Bergen County). 
Gross $55,000. Business steadily increasing in 
growing area. Cash required about $15,000. A 
clean operation. Address: . Rox 401, care of 
HARDWARE Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa 


store and at 


FOR SALE: 


Well established Hardware stock, 
fixtures and tools. Central Northern Illinois—In 
the heart of Illinois best farming. Requires in 
vestment of $19,000. Priced $5,000 less than 
actual value. A growing concern. Established ir 
1883. Has always enjoyed good patronage—and 
a good reputation. Deuth Bros., Forreston, III 
Phone 

MOST SENSATIONAL OFFER’ EVER 
MADE! Your name and address embossed FREE 


in beautiful, raised letters on 100 different kev 
blank numbers. Permanent and distinctive. Elimi 
nates hand stamping. Any quantity—any assort 
ment. Ask for bulletin No. 756. HAZELTON 
CHAIN CO., 81 Kemble St., Roxbury 19, Mass. 





Help Wanted 


HARDWARE SALESMEN, experienced with 
car, call manufacturers, sel] America’s largest 
cabinet, fixture, restaurant equipment, sheet 
glazier, all top-makes, effective advertising, 
commission against 
wire. All territories 
care of HARDWARE 


Philadelphia 39, Pa. 





draw, opportunity for live 
open. Address: Box 407, 
Act, Chestnut & 56th Sts.., 








YOUNG PAINT BRUSH SALESMEN ex 
perienced preferred—-wanted by reputable manu- 
facturer to cover Paint, Hardware, and allied 
trades. Several onenings along Fastern Seaboard. 


from New York State to deep South; also North 


Western territory east of Rockies. from Missis- 
sippi Valley to Montana. Full-time men onlv. 
No manufacturers’ agents. Liberal straight salary 


or straight commission. A _ real opportunity 
excellent earnings for those who can qualify. 
men know of this ad. Address: Box 423. 
Harpware Ace, Chestnut & 56th Sts., 
delphia 39, Pa. 


and 
Our 
care 


Phila- 


of 























Salesman — Maryland 


Salesman wanted to call on Hardware Dealers 
in Baltimore-Washington area. The man we 
hire will sell top quality products. He will 
follow a proven pattern of operation that will 
bring him adequate remuneration immediately. 
After a period of preliminary ‘'spadework,"’ 
he will enjoy high earning power and an ex- 
ceptional growth opportunity. The man we're 
looking for is capable of top earnings and 


willing to work hard to prove it. Familiarity 
with the trade necessary. Write us in strictest 
confidence, giving full background in first 
letter. Include indication of immediate finan- 


cial requirements. Our 
advertisement. 
Address Box 415, care of HARDWARE AGE 


Chestnut & 56th Sts.. Philadelphia 39, Pa. 


staff knows of this 














WANTED—Salesman for a 
known screw manufacturer. 
graduate. Knowledge of fasteners and applica 
tions and sales experience with or thru industrial 
distributors desirable. Must be willing to travel 
Straight salary plus expenses. All fringe benefits 
Openings in Atlanta, Cincinnati, Los Angeles and 
Houston. Excellent opportunity, write give full 
details Address: Box 403. care of HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa 


“PAINT BRUSH SALESMAN of high calibre 


large national], 
Preferably a co lege 





and proven sales record—wanted by prominent 
brush manufacturer for Middle Atlantic territory 
Excellent opportunity for the right man. Full-time 
man only. No manufacturers’ agents. Straight 
commission Or salary. Replies strictly confidential 
Our men know of this ad. Address: Box 422, 
care of Harpware Ace. Chestnut & 56th Sts., 


Philadelphia 39, Pa. 





Positions Wanted 


ABLE, 
SAL ESMAN 
turers Agent, 





AGGRESSIVE WHOLESALE 
desires connection with Manutfac 
calling on distributors in San Fran- 
cisco area. Twenty-one years’ experience calling 
on retail hardware and lumber dealers. Best 
references as to honesty, sincerity and ability 
Address: Box 329, care of HARDWARE AGE, Chest 
nut & 56th Sts., Philadelphia 39, Pa 


~ SAL ES M ANAGER: 
phases of sales and 
and Building Materials. 
southern wholesalers. 
greater 
324, 


of 


18 years’ experience, all 
sales management, Hardware 
Well acquainted with 
Presently employed, seeking 
challenge and opportunity. Address: Bo» 
care of HARDWARE AGE, Chestnut & 56th Sts., 


Philadelphia 39, Pa. 

AMBITIOUS FAMILY MAN DESIRES 
oa with wholesale hardware concern as 
Buyer or Catalog organizer. During the past 
eight vears of inside and outside work I have 
acquired a thorough knowledge of hardware, tools 
and garden supplies. I[ am interested in securin 
a position that will offer a secure future Refer. 
ences gladly furnished upon rewyuest. Address 
Box 425, care of ARDWARE Ace, Chestnut & 


56th Sts., Philadelphia 39, Pa 


MINNESOTA, 


been calling on 


LLINOIS, WISCONSIN, 
1ow A AND MISSOURI—Have 
Hardware Jobbers and Industrial Supply Distrib 
utors in above states for more than 15 years 
Desire connection Manufacturer’s direct rep- 
resentative or suitable arrangement with estab 
lished Manufacturer’s Agent. Conscientious, have 
good sales record and eniov excellent buyer-selle 
relations. Well acquainted in trade and inquiries 


as 





are invited. Will relocate to best serve trade. 
M. M. McCahill, 6152 Waterman Blvd., St. Louis 
12, Missouri. 

I CALL ON THE HARDWARE-—SPORT- 
ING GOODS and Gift Shop Trade in tw 
states Indiana and Kentucky and would like a 
good commission line for these stores to carry 
along with my present line. Address: Box 412, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 

CATALOG & PRICE BOOK MAN, 15 years 
experience hardware, housewares and related lines, 
available. Compiles salesmen, home office, dealer 


and also consumer catalogs, 
or letterpress) or assembled, 
log sheets. Thorough knowledge of all duplicating 
and printing (Varityper, Multilith) processes 
Capable to set up entire system, organize depart- 
ment, indoctrinate your office staff. Obsolete books 
brought up to date. Fee basis—saves you a great 
deal. Address: 
Chestnut & 


either printed (Offset 
factory supplied cata- 


Box 414, care of Harpware AGE 
56th Sts., 


Philadelphia 39, Pa. 
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WANTED! 


AGGRESSIVE DISTRIBUTORS to handle line of NSF 
and Industrial Polyethylene Plastic Pipe. Exclusive 
distribution for qualified principals. Check our 


prices. 


WRITE... PHONE...WIRE! 
Consolidated Pipe Co. of America 


1066 HOME AVE., AKRON 10, OHIO 
POrtage 2-8689 


| American Chain Div.., 








KING pe OF THE ROLLER SKATES © 


These sleek, high-speed ball bearing beauties 
really sell! Their gleaming good looks and 
superb roller action puts them way out in 
front. Exclusive “Shaped to the shoe"’ comfort 
is an extra feature no other skate offers. A 
model for every market, and every market is 

yours when you sell Speed King! See 


THE SKATE WITH 
THE 


SOO MILE 
GUARANTEE! 


your jobber today. 


Speed King 


EXCLUSIVE “SHAPED TO THE SHOE” COMFORT 


HUSTLER CORPORATION 
STERLING, ILLINOIS 








HANDYMAN! 


KEY-BAK key reel sells because handymen want it! KEY- 
BAK is pocket-watch size, sturdi'y constructed. Attached to 


the belt, it corries the keys on a 24” 


long stainless steel 
chain. Swedish clock spring reels keys in; 
keeps them safely at the wearer's side. 
GUARANTEED! A wonderful self-selling 
counter item. ORDER TODAY! Retail... 
$2.95... If your jobber can’t supply you 
write direct to: 





WEST OF THE MISSISSIPPI 


LUMMIS MFG co., 


PASADENA 8, 


KEY-BAK key reel 
3S WANTED BY EVERY 


* trode Mork 


KEY-BAK is nationally ad- 
vertised in such magazines 
as POPULAR MECHANICS, 
SCIENCE & MECHANICS, 
MECHANICS ILLUSTRATED, 
SPORTS AFIELD, etc. 


CALIF 








with Aqua-Dial 
Available in 4 models: 
New! No. 525 (Standard Link) only $6.95 


No. 550 with Aqua-Dial 
No. 700 with Aqua-Dial . 


.only 8.95 
only 10.95 


No. 1000 (shown) with Aqua wa ¥. 5 


@ GUARANTEED 
@ MADE IN U.S.A. 


se bona tse 00 > mas 
MELNOR INDUSTRIES, INC., 300 De Witt Avenue, Brooklyn 36, N. Y. 
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_ Circle Metal 
| Clarke Sanding Machine Co...... 43 
| Clayton Mark & Company 
| Clemson Bros., Inc. ...  ¢h chia: ae 





Index to Advertisers 





A 


Akay Corporation fond anewde lee 
Alumatone Corp. . . 188 
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MECHANICS’ TOOLS and 
HARDWARE SPECIALTIES 


HOOKS MADE FOR EVERY 
PURPOSE 


No. 20-11" No. 14-8" No. 287-10!/."" 


Hand forged from the finest steel, made in 
many shapes and several sizes. We also manu- 
facture brick and pointing trowels, garden tools, 
ladles, solcer pots and other tools. Write today 
for catalog or see your jobber. 





GUARANTEED @ SINCE 1830 


WILLIAM JOHNSON INC. 


BRENNER AND KENT STREETS — NEWARK 3, N 
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really slays moths 


Nation’s leading Moth Preventive! 
Tops in dollar profits, all year ‘round! 
FEATURE EXPELLO! 


For information write to: 


JUDSON DUNAWAY CORP., DOVER, N. H. 


CADMIUM PLATED 
TEXAS PATTERN GAS VALVES 


Tested under water at 
pressures far in excess of 
standard requirements 
High heat test lubricated 
Accurately machined 
Packaged 25 to the dis- 
play carton — 300 to 
the master carton 


White for Complete Catalog 
EASTMAN PRODUCTS CORP. 


PLANO, TEXAS 








4{MARSHALLTOWN) 


comunetennteniamehiaemmeasemn ne 
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MARSHALLTOWN TROWEL COMPANY « MARSHALLTOWN, IOWA 


TOP VOLUME! A a + i 
REMOVES RUST ans STAINS LXNCE pp Utica = BUILDERS’ 
from bathtubs -«sinks+ bottoms of copper a LOTT 
pots «tile floors « metals « auto bumpers —?, HA’ WARE 
CONSUMER ACCEPTED os uy top chains Ss f 
rtised ji mer publications | 7isPla prominently. | { Oia ; ; 
pr Mr pear Dye bm ‘olin — villages ... plus pecs) A avorite among builders for over 50 years! 


Your trade will appreciate the wide diversity of sizes and styles in the 
FREE SAMPLE CAMPAIGN complete line of National builders’ hardware. 
LIFE AMERICAN WEEKLY CAPPER’S FARMER P to assure the ultimate in service conveniences. Built-in super-strength 
THIS WEEK FVERYWOMAN’ CAPPER'S WEEKLY RUST accounts for the unusually long operating efficiency and lasting wear 
ooce NOUSEKEEPING _ SC. MONITOR a A — of all National hardware products. 

I ! . 
PARADE — SUNSET McCALL’S STA INS Use the new catalog No. 26 for ready reference to the latest in quality 
HOUSEHOLD ARENTS’ BETTER HOMES & GONS. hardware. Write today if you have not received your copy. 
FARM JOURNAL as ona “mg COMP. WESTERN FAMIL 


Y 7s 
SAT. EVE. POST TOWN JOU PROGRESSIVE FARMER /+ 
TRUE STORY FAMILY WEEKLY AMERICAN HOME 


OVER 600 DAILY AND WEEKLY NEWSPAPERS seme MANUFACTURING COMPANY 


app apes meer «ape SENSNRRRRRRE STERLING, ILLINOTS 
LUU DISTRIBUTORS P.O. BOX 533, FAIR LAYS J 
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Provides an appearance —55 ee Turn to pages 149-150 of this issue. The Quick 
of beauty and charm =~" ¢ 1 FP FERAP9-29._ co Check Card properly filled out will bring you 
Prices on request c | WAR 


ee, we 1 ~w quickly the details on new products that interest you. 
Circle Metal Mfg., Co. scrott —»,,.™ ao We 


Dry 0th = a » 
4268 E. Pacific Way wre Onnwental + One 5 <> IT’S QUICK — IT’S FREE 
Angel ; lif. a : om 
Los Angeles 23, Ca GARDEN ” TRIM ~s =a TO 


SCROLL GARDEN TRIM 25) [Lj sa WHAT’S NEW? 





























Survives Accidental Falls 


Here is the Level no craftsman can 


e . o 
fe-in Vit 
g ; resist. First real improvement made in levels in 35 years. 
New EMPIRE CRYSTAL VISION with Stereontic Lenses 
| —300% MORE visibility. No broken vials from rough usage. 
O wer 00 | And Empire National Advertising brings customers to = 


your store. Stock and display Empire Crystal 
Vision Levels. 


Promotion Fver Mote 152-8 E_ 


4”—$ & FA fa) ZZ 
Offered JF 33 : ra fe 
TES for information write 4. 


ACT TODAY! Send for Literature and Discounts 
PORTABLE ELECTRIC TOOLS, INC. 


Dept. HA 4-11-57 ion’ 
320 W. 83rd St., Chicago 20, il. EMPIRE LEVEL MFG. C0. "70926 W. Potter Road. Milwaukee, Wis. 











one set of ee 
4 


NE ORIGINAL 
made with exacting care trom the finest steel availabie. 


R EGU L A R— sjhardened. Excellent mirror finish, plus @ heavy — DOMES OF SILENCE 





FURNITURE LEVELER > ee a a 
INoOUL A | \ 
Be Sure and Stock Adjustable Combino- : FURNITURE-GLIDE 
tion Leveler and Glider ; 
REMCO oye romana age on 3 RUBBER-CUSHIONED! 


Bakelite Furniture steady Furniture. | 
Rests and Caster NT: : p G L i D E 
Cups. SIZES—I" base, 4 on | , SOFTLY, SILENTLY, 


One set of 4 in a card; 14", 2 on card; — SMOOTHLY, OVER 
3-color box. 12 boxes Shetterproet I'/"", 2 on card. Drive , ALL FLOORING. 
in a 3-color display | B/ G Sellers] into universal socket 


7 SIZES AND TYPES 
SIZES: 115", a pelt 
%", %", A", %". 














: FOR ALL WOOD OR METAL FURNITURE. 
Ask your Jobber or ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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The More You SHOW...The More You SELL... 





Al6& Al7 


A175, 176 A177, 178 Glass Cutter 
Packaging & Display 
Rad Dew! PAINTERS 


e CUTLERY 


‘ee 
trys! Lye Pe 


CLAZIERS Points 


| 
—_ 
- 
-“ Sirens eee 








Ww .* Vs ONY C Ss VS 5 * * 


et 


32 round pt. long handle 32 round pt, D-handle +2 square pt. D-handle 3¢2 square pt. long handle 


You can do 90% of your shovel business 
with these 4 RAZOR-BACKS 


No smart dealer, today, ties up money in slow moving 
shovel stock. With only 4 patterns (plus the RAZOR- 


BACK irrigation shovel where needed) he can sell and Unchucked ash handle, 


; : ei th guaranteed highest strength. 
satisfy practically all customers, getting 2 to 3 times 11-inch socket. Strongest 


faster turnover and full profit on every sale. : light shovel on, the market. 


Your UNION jobber will supply you—and can 
always keep you supplied — with a simplified stock of 
RAZOR-BACKS. 

= ; 17 gauge at sides 
' = ihe — ——— 13 gauge at center, 

\ ote. THE UNION FORK & HOE COMPANY all the way up 

ee Columbus 15, Ohio 


Makers of Green Thumb Lawn, Garden and 


Field Cultivating Tools © FLEX * BEAM Forks One grade, price and type 
— forged with a backbone 








